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PIPE TO SELL 





You never saw a pipe threader quite like the 


We BEAVER 26-R 


the ONLY fully adjustable line of threaders The new Beaver 26-R is a great advancement ove; 


the “old No. 26" ... the original 1 to 2-inch self-contained fully. 
adjustable pipe threader—which has been popular all over the world 
for the past 40 years. 





The new Beaver 26-R threads 1, 1%, 1% and 2-inch pipe with 
only one set of dies—now ground to cut far easier than ever before, 
A self-centering chuck insures perfect alignment—and straight pipe 
lines—yet “drip threads’ may be easily cut when desired. Also, the 
Beaver 26-R is the only tool which can be instantly adjusted to cy 
either standard taper or straight electric conduit threads. It is the only 
“fully-adjustable” tool which will cut standard, oversize or under. 
size threads of uniform length, insuring better joints and _ stronge 
pipe lines. 

New Beaver 26-R will last longer—cost less to maintain— yield 
better work—and, what is most important, your men will like to use 
it better. We earnestly invite you to try the new Beaver 26-R in com. 
petition with any tool you are now using. Available as always only 
through legitimate supply houses. 


Write today for Catalog No. 48 with full information. 


\ wo A 
Cc A 
sitet gett. aif 
enn?! a9 


09 
0 xe a 
cet aoe bot ‘ 


SEND ME CATALOG NO. 48 

BEAVER PIPE TOOLS, INC.216-300 DANA AVE., WARREN, OHIO, U. S.A. Distric 
cago; 

ayer 
Ora, N 
W. Or 
Dysinge 
las. B 


_———. 


























t over 
fully. 
world 


e with 
before. 
it pipe 
so, the 

to cut 
ne only 







under. 





stronger 





— yield 
) tO use 
in com: 
ys only 




















a 


ae 








\ 
\ 





ie 
gr, 
e* ‘ ase 
09 



























December 1949 


BECHNOL ogy DEPT 


Industrial Distributio 






PUSLIG !.' 


, 2 a, } 


sa ~ 
oe ./ 


_Vor. peg t 











“A Christmas Thought” —An editorial 





a aoe =e Se -6 O68 Oe ES Ee 6 ED 


How to Specialize without Specialists —Sales manager gets five assistants ..... +++ +005 66 
Sound Buying, Selling Need Solid Facts—All firms profit by inventory control.......++ + 68 
Fittings? —They’re a Pipe to Sell —Product information that will increase your sales. .... ++. 70 
The Steam Jenny Salesman —Just a little joke between friends... . 1... 000 e eee eee eee 73 
Displaying Economy in Display—Photo-murals prevent display “larceny” .... 6.000 + 0005 74 
A New Home—Out of Town —5,000 attend Briggs-Weaver celebration at new Dallas house ..... 76 
Sales Training Programs—A twin responsibility of the store manager and sales manager. ... +. ++ 738 
Sales Statistics Need Not Cost Much —And here’s a story that proves it... .-..0000+000 ' 80 
Engineering Backs Conveyor Sales Effort —Technical service fills the bill .......+++++: $2 
Streamlined Order Routine —Wisconsin distributor speeds up his processing of orders .......- 84 
Seattle Distributor Opens New Plant—3,500 attend three-day open house.......-++++++: 86 


Washington Briefs ............ 
Talk of the Trade............. 61 


Supply Sales Trends........... 90 


Questions & Answers. . 


An Index of I.D. Articles —Reference guide to articles appearing from Aug. to Dec. °49 


DEP<ARTM”M ENT S§S 


Keeping Up With Business...... 92 
Production Indexes............ 94 
Selling Is My Business......... 96 





How Ther De Tt... 5... cee 98 
Fes TEPER e 100 
In The News..............005- 104 





Editor Walter F. Crowder 
Managing Editor Raymond W. Barnett 
Associate Editor John A. Wertis 





News Editor John F. Farley 

Assistant Editor Albert R. Henry, Jr. 

Art Director Elsie T. Berger 

Western Editor Walter R. Dawson 
(Chicago) 

Directory Editor C. H. Holdsworth 
13th Edition 


Washington Bureau G. E. Doying, Jr. 
Editor, World News Russell F. Anderson 


Publisher 
A. M. Morris 


District Managers: E. N. Grantvedt, Chi- 

cago; E. J. McOsker, Cleveland; H. E. 

Thayer, New York and Boston; John P. 

Ora, New York and Philadelphia; John 

W. Ottergon, San Francisco; Carl W. 

Dysinger, Los Angeles; J. H. Allen, Dal- 
- Business Manager, W. A. West. 














A McGRAW-HILL PUBLICATION 


INDUSTRIAL DISTRIBUTION, formerly mm suPPLics, with 
which is consolidated INDUSTRIAL SELLING, INDUSTRIAL 
DISTRIBUTOR AND SALESMAN, and MILL SUPPLY SALESMAN, 
founded by Ernest H. Smith * Published monthly, 
with an additional directory number in December, 
by McGraw-Hill Publishing Company, Inc., James 
H. McGraw (1860-1948), Founder © Publication 
Office 99-129 North Broadway, Albany 1, N. Y. Re- 
turn Postage guaranteed * Editorial and Executive 
Offices, 330 West 42nd St., New York 18 * James H. 
McGraw, Jr., President; Curtis W. McGraw, Vice- 
President and Treasurer; Eugene Duffield, Senior 
Vice-President, Publication Division; Nelson _ 
Vice-President and Director of Advertising; J. E. 
Blackburn, Jr., Vice-President and Director of Cir- 
culation; Joseph A. _ Gerardi, Secretary © Address 
i to J. E. Black- 
burn, eo * Director 7 Circulation, INDUSTRIAL DIS- 
TRIBUTION, 99-129 N, Broadway, Albany 1, N. Y., or 
330 West 42nd St., New York 18, Subseription 
rates — Single copy 50¢. U. S. and possessions, $3.00 
per year, $4.00 for two years, $5.00 for three years. 
Canada, $4.00 per year, $6.00 for two years. $8.00 
for three years. Pan American -countries, $6.00 per 
year, $12.00 for three years. All other countries, 
$15.00 per year, $30.00 for three years * Reentered 
as second-class matter April 29, 1948 at Post Office, 
Albany, N. Y., U.S.A., ander the Act of March 3, 
1879 © Printed in U.S.A. Copyright 1949 by McGraw- 
Hill Publishing Co., Inc. — All Rights Reserved. 








The Cover 


You’re apt to be deluged with extra 
mail at this time of the year we 
know. And we also have heard tell 
that the first greetings are the ones 
that mean the most. That’s one rea- 
son why we want to be among the 
And, 


along with our very best wishes for 


first with our felicitations. 


a happy holiday season, we’re giv- 
ing you a tip on some articles that 
should give you practical, and prac- 
ticable, ideas. You’ve already weed 
the tags—now open the presents 


and read the stories. 









Ni relalelelce Mn lolobiGaelus 
package pioneered in 1938. 


past presents, and future... 


Holo-Krome Authorized Distributors know that 
every package bearing the Holo-Krome label con- 
tains the finest Socket Screws money can buy. 
Screws that are Completely Cold Forged, that are 
guaranteed to give unfailing performance, that are 
Fibro Forged from Hetraspan Steel, screws that 
give testimony day in and day out of-their excel- 
lence. But with every package goes an extra present 
— the H-K service that is rendered without fan- 
fare. Service that is obvious like instant response 


to a letter, wire or phone call . . . new im- 
proved machines . . . constant complete factory 
stocks . . . continued investment in research. 
Service that is intangible like taking a man at his 
word without quibble, absolute fulfillment. of 


promises, verbal or written, doing business the best 


‘way we know how. That’s our idea of cooperation 


with our Authorized Distributors, the men who 
help us to make the finest screws . . . better. 
We intend to keep it that way. 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 
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Enjoy the Sales Advantages of LINK - BELT 


\. ‘ screw Cosmw 


—~vay4 


HELICOID 


rey! 


SECTIONAL FLIGHT 


HANGERS 


WORM GEAR DRIVES 


LINK-BELT 
PRODUCTS 
YOU 
SHOULD 
KNOW 
ABOUT 
AND 
SELL 





FEATURES 


COMPACT: take less space 
than other types of convey- 
ors; no return run. 


DUST-TIGHT: tight covers and 
joints, dust seals, and L-B 
spring cover clamps keep dirt 
out, keep dust inside. 


SIMPLE: no elaborate chutes, 
skirting, etc.; simple loading 
spout through cover; or side 
inlet (shown below) enables 
conveyor to regulate input 
of material to its carrying 
capacity. 
® 


INSTALLATION: easy, simple, 
economical; note supports— 
simple steel spacers from 
floor; ease of passing through 
wall, with small opening. 
(Conveyor also picks up ma- 
terial from beyond the wall 
—two feeds— another con- 
venience. ) 


ECONOMY: first cost, installa- 
tion, and maintenance are all 
low; and L-Bscrew conveyors 
can be made as durable as 
necessary for the materials 
handled. Wear is very grad- 
ual; no costly shutdowns. 


CoS 


The wide variety of 
| MARKETS Screw Conveyors made 

by LINK-BELT —the 
various lengths and diameter of screws—the vari- 
ous metals available—the many designs—make 
it possible for you to sell all industries. There is 
nothing to limit you where there is a need for Screw 
Conveyors. 


Simplicity, compact- 
ness, efficiency, con- 

venience, durability, 
and economy characterize LINK-BELT Screw 
Conveyors — everything your customers want. 
AND included is clean, dust-tight, trouble-free op- 
eration. This kind of performance is being realized 
by industries everywhere — whether installations 
are horizontal, inclined, or vertical—dependability 
of performance is assured for your customers. 


LINK-BELT COMPANY 


Chicago 8, Indianapolis 6, Philadelphia 40, Atlanta, Dallas 1, 
Minneapolis 5, San Francisco 24, Los Angeles 33, Seattle 4, Toronto 8. 
Offices and Distributors in Principal Cities. 11,017 


Typical LINK-BELT SCREW 
CONVEYOR installation with 
part of cover removed to show 
flighting. 


COLLARS » COUPLINGS - HANGERS - TROUGHS - BOX ENDS - FLANGES + THRUSTS « DRIVES 
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DeEFIES ABRASIVE busts! 


The Famous Dodge-Timken Type € Bearings 
in Your Plant Assure Uninterrupted Production 


2 Rae 


POSITIVE TRIPLE SEAL 
—ANOTHER 
DODGE “FIRST” 


é 
t 
= MELE LOD REG TPM hs 


WHEN you grind steel, ce- 

ment, iron or rock you get dust 

— powdery, abrasive dust that 

seeps everywhere—except into 

Dodge-Timken Type C bearings like the one pic- 

tured above, which keeps the mill on which it is 
installed running smoothly at 3000 r.p.m.! 

Wherever you have operating conditions of ex- 

treme dust and dirt, standardization on the Type C is 

your answer. Triple steel seals keep the lubricant in 

and the dirt out of this bearing, and in thousands of 

installations Dodge-Timken Type C pillow blocks 

are operating successfully under adverse conditions 

where other bearings failed. Rugged in construc- 


tion, fully self-aligning, with both radial and thrust 
carrying capacity, Type C is suitable for heavy line 
shaft service as well as many machine applications. 

For complete information concerning this bearing 
and other Dodge “Firsts” in power drive equipment 
call a Transmissioneer— your local Dodge Distrib- 
utor. Look for his name under “Power Transmission 
Equipment” in your classified telephone directory. 


DODGE MANUFACTURING CORPORATION, MISHAWAKA, IND. 


The Transmissioneer is a graduate of an intensive training 
course at the Dodge factory. He can help you find the 
answer in applying power to the job. 








'N LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
ra) 
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PERMATEX COMPANY INC., BROOKLYN 29, N. Y. 
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A Typical Reader 


gue with the January is- 
sue, and continuing monthly, 
this column will introduce typi- 
cal readers of INpbuUSTRIAL 
DISTRIBUTION. 


HESE columns will illustrate 

how industrial supply dis- 
tributors regularly use INpus- 
TRIAL DistrisuTION—the source 
for up-to-the-minute informa- 
tion, ideas and improved tech- 
niques in sales and distribution. 


ie successive month this 
column—“A Typical Read- 
er’ —will show how INDUSTRIAL 
DISTRIBUTION is used as a guide 
in selling, sales training, inven- 
tory control, warehousing and 
the hundreds of other important 
industrial distributor functions. 


Wa for this column! It 
will appear every month! 
It will help you meet and be- 


come acquainted with other dis- 
tributor readers and profit from 
their experiences. 


Industrial Distribution 


... the distributors’ magazine 
from cover to cover. 


WASHINGTON BRIEFS 














McGraw-Hill Washington News Bureau 


reports on events, trends and outlook 


Businessmen counting on legislation from Congress to legalize 
delivered pricing are going to have to wait at least until Jan. 20. At 
the tag-end of the session, the Senate decided to put off until then 
its consideration of a bill that otherwise is ready to go to the White 
House. 

Because of the bill’s implications for small business, it’s 
possible the President might veto it, even if the Senate does pass it. 

The Senate, come January, is going to be split wide open on 
the bill. Some Senators —including Douglas, Long and Kefauver— are 
all set to fight it off as long as they can. Reason: they claim it 
kills the Robinson-Patman Act, passed during the 30s to prevent 
sellers from giving discriminatory prices to big buyers compared 
with smaller buyers. 

They also claim that—through price leadership and the ‘‘meet- 
ing a competitor’s lower price’’ provision of the bill—the steel 
industry, for instance, could legally go back to Pittsburgh plus 
pricing if it chooses to. 

So the Senators will hit hard at the part of the bill which 
legalizes individual use of delivered pricing and freight absorption. 

But the sharpest fight will be over this question: 

Should the Robinson-Patman Act be amended to let a seller 
charged with price discrimination go free if he can show that his 
lower price to one customer, as compared to another, was made in 
good faith to meet the lower price of a competitor? 

The \pill now provides that this ‘‘good faith meeting of a 
competitor’s lower price” would be enough to stop a Federal Trade 
Commission charge of price discrimination. 

The Supreme Court this term is being asked to answer the 
same question on the basis of present law. Lower courts decided 
that the ‘‘good faith’? defense of Standard Oil of Indiana, in selling 
to some cugoners at lower prices that charged others, wasn’t 
enough, The Circuit Court said Standard Oil’s practice still resulted 
in ‘‘a substantial lessening of competition’’—and is a violation of 
the Robinson-Patman Act as it now stands. 


SPOTLIGHT ON FEDERAL TRADE COMMISSION 

As the government’s watchdog of big business, the Federal 
Trade Commission— according to Congressman Wright Patman—has 
been more of a pekingese than a police dog. So, the Congressman 
is launching an investigation into the agency by his House Small 
Business Committee. 

FTC has come in for plenty of criticism recently —for it’s 
delivered pricing policies, for its rulings on discounts to big buyers, 
to give only two examples. 

But Patman’s investigation isn’t critical of these, What he 
wants ts to find out how FTC became ‘‘a modem-day Rip Van Winkle 
that must be aroused to halt the gouging tactics of big business. 
Patman’s investigation is an invitation for the FTC officials to show 

(Continued on page '10) 
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le-phase motor 


...PACKED WITH eye appeal 


These 4 wanted features in a complete line from 1 to 5 hp. 


Meet the newest member of the famous 


Tri-Clad® motor family—G.E.’s new single- 
phase capacitor motor! Whether you sell it by 


itself or build it into your machines, you'll find 
it’s got more operating “pluses”, more sales- 
worthy features including freedom from radio 
or television interference. But see for your- 
self! Arrange with your nearest G-E office to 
inspect this new G-E motor now. For com- 
plete data, write for Bulletin GEA-5401. 
Apparatus Department, General Electric 


Company, Schenectady 5, N. Y. 


v 


N 


NEW! LONG-LIFE BEARINGS 


easy to re-lubricate! 

Bearings greased at the factory will 
run for years without re-lubrication. 
But, if they should need more 
grease, a pressure-relief greasing 
system with convenient fittings makes 


5 


them easy to lubricate. 


NEW! A TERMINAL BOARD 
to make installation easy! 





NE W! LIGHTER, MORE COMPACT 
to save space, shipping costs! 
This new Type KCS motor has no 
capacitor on top, no conduit box on 
the side to increase over-all dimen- 
sions. It’s not only more compact 
but 15 to 20 per cent lighter, too, 





depending on rating. 





NEW! A TRANSFER MECHANISM 8 & 
to make starting a snap! / Ga 


Smooth reliable starting is assured 
by a simplified totally enclosed 
centrifugal mechanism and transfer 
switch. No rods or pins on the 
centrifugal mechanism to wear or 


get out of order! 





It’s easy to hock up this motor. Re- 
move a plate and there’s an easily 
board built 


accessible terminal 
right into the endshield. 


SINGLE-PHASE 
CAPACITOR MOTOR 
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GRINDING WHEEL DRESSER CUTTERS 


Vincent Grinding Wheel Dresser Cutters are made to stand up 
longest on the toughest applications. From the selection of special 
analysis steel right through final inspection and assembly, Vincent 
Cutters are carefully manufactured. Each Vincent Cutter is heat 
treated by an exclusive process right in the Vincent plant—one of 
the three largest and best equipped heat treating plants in the U. S. 
This process gives Vincent Cutters the right degree of toughness— 
not too hard, not too soft. It assures that Vincent Cutters will give 

more dressings—cleaner dressings. And that 
means sure repeat sales. Stock the complete 
line for quick delivery . . . increased profits. 


+0 
x Wyneels up 
¢ace- 
+1 
\« Wyneels 





USE THIS CHART 


"STEEL PROCESS COMPANY 
Hect Treaters of Metals—300 Tons Capacity Daily 
Producers of GRINDING WHEEL DRESSERS AND CUTTERS © HSS TOOL BITS 
CONICAL CUTTERS AND HOLDERS ¢ DIAMOND DRESSING TOOLS 
TUBE CLEANER CUTTERS oy 


| . FOR CORRECT DRESSER SIZE 





HIGHWAY SURFACER CUTTERS 





2424 Bellevue Avenue Detroit 7, Michigan 
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(Continued from page 7) 
how they need more money and 
stronger authority to do the job 
Patman would like them to do. 


**EXECUTIVE’’ SALARIES — Under 
new regulations proposed by the 
Wage-Hour Administrator, ‘‘execu- 
tives’? who make less than $55 
per week must be paid for over- 
time. Heretofore, a $30-a-week 
man, doing an executive job, has 
been exempt from overtime pr- 
vision of the law. 

The new rules also raise 
the minimum salary that puts a 
professional oor administrative 
worker outside the overtime rule. 
The new minimum: $75 per week, 
up from $200 per month. 

Exemption from the law is 
extended to outside salesmen 
selling services, as well as those 
selling goods, who are already 
exempt. On the other hand, “‘pro- 
motion’? men and those engaged 
in “indirect sales’? work have 
been refused an exemption. 

The new regulations are the 
result of extended hearings held 
by the Wage-Hour Administrator 
two years ago. 


REGULATION W AGAIN—Regu- 
lation W—the Government’s war- 
time authority to regulate install- 
ment selling—is something Federal 
Reserve Board would like to have 
again. 

Reg W died last July when 
Congress refused to renew the 
Board’s power to fix: minimum 
down payments and maximum nun- 
ber of installments on consumer 
durable sales. 

Now FRB officials are get- 
ting stories into the press about 
the possibility of ‘fa new round 
of inflation’’. They used these 
arguments to bolster their conten- 
tion that we can still get ourselves 
into a second post-war inflation: 

Strike settlements will let 
loose a wave of buying which was 
held up during the strikes; 

Business buying to make up 
for recent inventory liquidations 
will add its own inflationary 
pressure. 

(Continued on page 14) 





Gil is smart. He makes more money by selling complete Alemite 
“barrel-to-bearing” lubrication. It’s easier than you think... 
because you can actually prove it saves time, work, and lubri- 
cants...reduces maintenance costs... increases production and 
profits. And these are things that every plant operating man in 
every industry is looking for in these days of high costs. 


So, don’t be content with selling a few hand guns and fittings 
...get the equipment business, too! Sell a complete Alemite 
“Barrel-to-Bearing” System consisting of all equipment neces- 
sary (1) for transferring lubricants from original drums quickly, 
without mess or waste, (2) for loading lubricants into guns with 
a saving of 334 man hours for every 100 lbs., and (3) for applying 
lubricants to machines with a saving of up to 23.9 man hours for 
each 100 lbs. 


Yow’ll find it pays off in more sales and a bigger dollar 


volume per sale. In better served, better satisfied customers, 
too! Alemite, 1886 Diversey Parkway, Chicago /4, Illinois. 


ALEMITE 


“Half-a-Loaf” Harry? 


He’s satisfied merely to sell a few 
lubrication hand guns and fittings, 
when he could get the entire 
equipment business. Poor Harry! He 
makes only part of the sale (the 
smaller part at that). Naturally, he 
doesn’t earn much money for 

his effort. 


"Get-it-All” Gil? 


He’s after the complete equipment 
business by selling Alemite 
“barrel-to-bearing” lubrication. 
Smart Gil! He makes big sales, 
instead of small ones. So, of course, 
he makes more money, too! And 
with only a little extra effort. 





WHY THE 
ALEMITE LINE 
IS EASIER TO SELL 


4. 


Every plant in every industry 
is a prospect. 


2. 


Alemite has the right unit and 
methods for every need. 


3. 


Alemite is the best known name 
in lubrication. 


o, 


Alemite backs you up with strong, 
| consistent advertising. 


| 











Another Product of 
STEWART | Modern Lubrication Methods 
WARNER| That Cut Production Costs 


ba a 
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HO’s to say whether midnight snacks form a “good” or “bad” 

habit? Depends too much on the individual — too much on 
the snack itself! 
The same holds true in considering a valve franchise. It depends 
both on you and the amount of “nourishment” the franchise can 
contribute to your continued growth. Think carefully. Are you 
handling a certain line of valves purely from time-worn “habit” 
—or because it’s a real money-maker? It’s a serious question. If 
your answers don’t measure up, you'll be wise to check OIC’s 
Selective Valve Franchise! 
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YOU GET COOPERATION—NOT COMPETITION—FROM OIC! 


All too often, valve sales that are rightfully yours are 
lost through out-and-out competition rather than co- 
operation from your manufacturer. 


If this has a familiar ring, call in your OIC represent- 
ative. He'll explain frankly and in detail how OIC 
works with you, right down the line, to build your 
profits on valve sales. 


In the first place, you'll have the powerful backing of 
more than two million “written. sales calls” per year. 
Two-color ads in leading trade papers clear the path 
for your salesmen — save valuable selling time. 

















To make that selling time productive, your OIC repre- 
sentative is equipped to hold training meetings for your 
salesmen. He uses modern training methods, and ‘arms 
your men with important product information and 
proven sales techniques. 








7 








OIC gives your sales- 
men complete, hard- 
hitting sales tools. They 
include the big 235- 
Page OIC catalog, the 
famous OIC Cross Ref- 
erence Chart that makes 
application of the right 
valve easier and the 
OIC Forged Steel 
Valve Catalog No. 
48FS. 


You can handle your customers’ complete valve require- 
ments. The OIC long line of bronze, cast steel, forged 
steel, stainless steel and iron valves assures the right 
valve for the job. 


OIC keeps im touch with your requirements, and builds 
stocks accordingly. Since OIC is located in the heart 
of industrial America, with ready access to the nation’s 
finest transportation facilities, your orders are routed to | 
save valuable time. 


ot oe GOT 


I, you’p like to have an OIC representative explain 
what the OIC selective franchise will do for you, drop 


us a note. 


THE OHIO INJECTOR COMPANY 


WADSWORTH, OHIO 


BRONZE ¢ CAST STEEL ¢ FORG 
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Oncore 


Iron core—rubber 
tread. Standard 
sizes of widely 


New aluminum 


core-rubber tread 


wheels. 2 used industrial 


All molded com- 
position with 
rubber tread. 


All molded-special 
compound solid 


Turn 
Extra Profits 
in Your 
Direction 





Atlasite 


Semi-steel, high 

tensile alloy, 

tread. : . sed, powdered 
iron, etc. 


Round out your caster business by selling wheels—both as replace- 
ments on casters and for applications where only wheels are needed. 

Bassick distributors are in an enviable position to build and 
develop a large and profitable business on wheels. . . . 

For Bassick makes quality wheels in an extremely wide range of 

sizes and types for almost every wheel need—sizes from 114 in. to 
18 in. diameters—and types for all operating conditions. 
There’s a Bassick wheel for every load on every floor to help you 
fill all orders. THE BASSICK COMPANY, Bridgeport 2, Conn. Divi- 
sion of Stewart-Warner Corp. Jn Canada: BASSICK DIVISION, 
Stewart-Warner-Alemite Corp., Belleville, Ontario. 


Little wheels and big wheels 
Rolling things with speed, 
Light wheels and heavy wheels 


Meeting every need. 


Bassick 


Making more kinds 
of Casters--° 


do more 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1949 





(Continued from page 10) 

To prepare for such a poten- 
tial inflation, they say, the Board 
should have Reg W in standby, 
ready for use to offset the new 
wave of buying-on-time. 

They point out that install- 
ment credit is already around $10 
billion—a new all-time high —and 
hint that easy credit terms could 
add enough to push to a future 
slump to tum it into something 
more serious. 


INDUSTRY RELOCATION —Are 
you worrying about plants in your 
area being moved from a ‘‘vulner- 
able’? seacoast to an inland loca- 
tion for ‘‘security reasons’’? 
Relax—the Pentagon has no 
formal plan for industry relocation 


just because Russia might be able 


to bomb the West Coast from the 
Kamchatka Peninsula of north- 
eastem Siberia, or from a sub- 
marine or an airplane carrier. 

Of course, military planners 
are not forgetting the possibility 
of such an act—but they also 
know that transplanting a large 
segment of industry—such as the 
West Coast plane makers—or even 
a large plant, would cost tremend- 
ous amounts of money. And the 
Pentagon hasn’t that kind of money 
to spend on security right now. 


CONSUMER FINANCES — The re- 
cession talk that dominated the 
first halfof the year hasn’t changed 
the consumer’s buying plans at all. 
He still has plenty of money —— 
and he still intends to spend it for 
the goods he wants. 

That’s the comforting news 
reported by the Federal Reserve 
Board’s up-dating of its fourth an- 
nual survey of consumer finances. 

The recheck was made in 
July, at a time when the business 
outlook was at its darkest and con- 
sumers might have had reason to 
worry about falling income. 

Yet, according to the recheck, 
consumers expect to buy at least 
as many automobiles as_ they 
planned to earlier in the year. And 
while their demand for radios, 
washing machines and stoves is 

(Continued on page 18) 
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LYON METAL PRODUCTS, INCORPORATED 


General Offices: 1253 Monroe Avenue, Aurora, Illinois + Branches and Dealers in All Principal Cities 
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OF LYON PRODUCTS 


* Conveyors 


A PARTIAL LIST 
® Shelving ® Kitchen Cabinets 
* Lockers 
* Wood Working Benches 
* Economy Locker Racks 


* Flat Drawer Files 

*Tool Trays * Tool Boxes 

© Desks * Sorting Files 
* Stools ® Revolving Bins 


® Filing Cabinets * Storage Cabinets * Tool Stands 
® Bench Dra 
LM alelatetlate mm @kel oliat 34; Work Benches 


Welding Benches rawing Tables Drawer Units 


© Shop Boxes ® Service Carts 
® Bar Racks 


© Bin 


wers 


® Display Equipment ® Cabine 
® Fo! e 


* Hopper Bins 
© Parts Cases 


Inits 
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EXcLusive 
FEATURE CHANGES 
SHOPSMITH FROM 
LATHE, TO SAW, 

_ SANDER OR DRILL 


Here’s a typical 


ALLEN 
OPPORTUNITY 


for aggressive 
distributors 








TAPERED FLAT 
AND AN ALLENO HEAD 
7 SCREW MAKE THE CHANGE 
‘\ SWIFT AND THE GRIP 
UNFAILING 


@ Manufacturers of machines, tools, 
instruments and appliances are 
finding ever-increasing applica- 
tions for genuine Allen O Head 
screws. They provide an in- 

expensive method of improving a 

product, and they emphasize 

built-in quality, because genuine 

Allen O Head screws themselves 

are recognized for quality all over 

the world. 


Magna Engineering 
Corporation of San 
Francisco standard- ® 
izes on Allen O Head & 


manufacturer has yet to receive one 
single complaint of an attachment 


accidentally coming off the spindle. o Many menefacturers, lhe the 


screws and is using & 
more than a milliona ® 
year for SHOPSMITHS B 
and SHOPSMITH at- 

tachments. A par- 

ticularly important application is 
the use of Allen O Head Set Screws 
to fasten the various attachments 
to the spindle tip. With more than 
30,000 SHOPSMITHS sold the 


UNUOU NOON 7 


Get genie Pres 


Where there’s an application for a 
precision fastening the safest, most 
economical answer is the use of an 
Allen O Head screw. This is par- 
ticularly true when the screw must 
retain its smooth threading and 
holding power after long repeated 
wrenching. Sold only thru leading 
distributors. Write the factory 
direct for technical information. 


su fund MANUFACTURING COMPA 


producers of SHOPSMITH, use 
Allen O Head screws by the 
thousands every day, and every 
Allen © Head screw is sold through 
an Allen Distributor. Are you 
getting volume orders from man- 
ufacturers in your locality? If not, 
don’t miss this opportunity. Talk 
it over with the Allen field rep- 


resentative. He’s always ready 


7 i 
| Allen-Type screws - 
, necessovilY Allen-Mode. 


Whi Hartford 2, Connecticut, U. S. : 


NEW YORK, CLEVELAND, DETROIT, 


Allen Oe set to help you land the big ones. 


this block 0” F 


| 


AGO, LOS ANGELES - 














FOR 40 YEARS THE BUY-WORD FOR SOCKET SCREWS REN FORE RRO RD 
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READY 7. 
Gu aow 7 
TO THREAD 
I’ to 2" PIPE 


FRIGEAID No. 65R gives real 


precision threads— quickly and easily 


@ Your customer likes the 65R’s speedy get ready. In just 
10 seconds he’s ready to cut fast, accurate threads on 1,” 
1%," 1/2" and 2” pipe. Workholder sets instantly — only one 
screw to tighten, no bushings. The 65R has no extra dies to 
bother with; one set of high-speed steel chaser dies does the 
trick on iron, steel, brass or copper pipe or conduit. Feature 
the popular Ritaip 65R and you'll sell more pipe threaders. 





THE RIDGE TOOL CO. ° ELYRIA, OHIO 
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(Continued from page 14) 
down a little, there has been an 
offsetting increase in plans to buy 
television sets and furniture. 

The Board’s experts didn’t 
ask consumers this time how much 
liquid assets they had to back up 
their buying demands. But when 
the regular survey was taken last 
January, consumers reported large 
hoards of purchasing power in the 
form of government bonds or bank 
accounts. And Commerce Dept. fi- 
gures show that the savings pic- 
ture hasn’t changed much since. 

. In fact, in July some 56 per 
cent of all spending units based 
their decisions to buy on the feel- 
ing that their total income this 
year would be larger than in 1948. 
(The survey defines a spending 
unit as a group of people living 
under the same roof and pooling 
their incomes for major expenses.) 


MARKET FOR HOMES -— If times 
continue to be good, between 7 
million and 12 million families plan 
to buy their own homes during the 
next four years. 

That*s the good news from 
another Federal Reserve Board 
consumer survey. According to the 
sample-census, about one in every 
four families will be in the market 
for a house. 

The report underlines (1) the 
strong post-war desire of consum- 
ers to own their own homes and (2) 
the optimism with which consum- 
ers are looking forward to the fu- 
ture —~— in itself, an important fac- 
tor in gauging the business outlook. 


FARMER HAS POWER -— Electric 
power lines are running to more 
and more farm homes. About three- 
fourths of the country’s farms are 
now electrified, according to the 
latest survey by the Rural Electri- 
fication Administration. 

Morethan halfa million farms 
were connected with central sta- 
tion electric service during the 
past year —— the largest number 
recorded in a single year. The to- 
tal now stands at 4,582,000, leav- 
ing about 1,277,000 farms still 
without electricity, according to 
REA. 











USE THE WORLOS FINEST TOOLS 
CHICAGO ILL. 


411 W. ONTARIO ST. 


FOR MORE HOLES FER GRIND 
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Wasting Money 
~ in Inventory ? 


a id (HEN production inventories are 
being closely watched, as now, are you tying 
up needless money in inventory for mainten- 
ance? Your Distributor carries a maintenance 
inventory for you. In his stock are all the many 
things needed to keep your production mov- 
ing, including Bronze Bars and Bronze Bear- 


ings—Bunting Bronze Bars and Bearings. 


You do not need to duplicate, in your plant, 


an inventory which your Bunting Distributor 


is already carrying as a normal, natural part 
of his function. Nor can you expect to rival 
the completeness of his Bunting Stock without 


needlessly tying up your capital. 


Your Distributor is prepared to serve you 
and interested in doing so. The leading Dis- 
tributor in your area is,—almost certainly,— 
the Bunting Distributor. The Bunting Brass & 
Bronze Company, Toledo 9, Ohio. Branches 


in principal cities. 
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Predetermined Jaw Pressure. . . 
work centering to precision standards 


CUSHMA 














“A ccralock, a exclusive 


individual jaw adjustment feature for power chucks, pro- 
vides an extra margin of safety in work holding against 
heavy cuts, coarse feeds and in high speed carbide tool 
operations. Adjustment to within .001” concentricity is 
simple and positive, saving time and effort on every set-up. 


Write for CATALOG PO63 











CUSHMAN also manufactures 
a complete series of 
WRENCH OPERATED CHUCKS 


Write for Catalog 63 and Bulletins 


j 
| 


| 





4csa9 


Power chucking with Cushman equipment lightens the 
burden of today’s fixed high costs . . . gives you a com- 
petitive advantage in greater precision, reduced operator 
fatigue and increased machine output. Cushman engineers 
will gladly discuss your particular problems . . . to demon- 
strate how even the smaller shop can benefit by the use of 
modern power chucking methods. 


THE CUSHMAN CHUCK COMPANY 


Hartford 2, Connecticut 
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Courtesy: 
S.C. Lawlor Company, 
Chicago, Illinois 


SED ON any type of floor, this Lawlor 
machine scrubs the surface, loosens dirt 
and grime, then draws off dirty water and 
squeegees the floor clean—all in one opera- 
tion. It’s designed as a quiet, easily handled 
machine . . . and built for long, trouble-free 
service with vital parts made of neoprene. 
Important parts of tough, durable neoprene Theneoprene-jacketed cable can be dragged 
° ° ee over rough surfaces and through oil puddles. 
contribute to dependable service of efficient For neoprene withstands abrasion and grease. 
The solid neoprene tires roll quietly . . . resist 
new floor maintenance machine deteriorating fluids. And neoprene squeegees 
stand up under constant flexing and scraping. 
These outstanding properties of neoprene 
add effective selling points . . . assure your 
customers of efficient, economical service. 
Although Du Pont does not make finished 
neoprene products, practically all rubber 
goods manufacturers can furnish you with 
neoprene products. E. I. du 
Pont de Nemours & Co. (Inc.), 
Rubber Chemicals Division, 
Wilmington 98, Delaware. 


FREE! THE NEOPRENE NOTEBOO 


Full of interesting stories. New, unusual 
applications of neoprene to build new products . . . improve 
old products .. . reduce maintenance costs. 
E. I. du Pont de Nemours & Co. (Inc.) 
Rubber Chemicals Division C-12 
Wilmington 98, Delaware 
Please send me free issues of The Neoprene Notebook. 


Name 


Position 
REG. y. 5. pat OFF 
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Atlanta 
Baltimore 
Boston 
Buffalo 
Charlotte, N. C. 
Chicago 
Cleveland 
Dallas 
Denver 
Des Moines 
Detroit 
Indianapolis 
Kansas City 
Los Angeles 
Louisville 
Memphis 
Miami 
Minneapolis 
Newark 
New Orleans 
New York 
Philadelphia 
Pittsburgh 
Portland 
St. Louis 


. Seattle 





Salt Lake City — 
San Francisco 


Toronto, Ont. og 






SKILTool 


Helps you sell SKIL Tools... 
Keeps SKIL Tools sold! 


From coast to coast SKIL Tools are always close to prompt, effi- 
cient factory service. In 29 branches and authorized service stations skilled, 
factory-trained mechanics repair and recondition SKIL Tools to new tool 
standards. Only genuine SKIL Tool parts and original factory methods are 
used. 

' §KIL Tool policy provides dependable, convenient service through- 
out the life of every tool manufactured by SKILSAW, INC. SKIL Service 


means /asting, extra satisfaction for every one of your customers. With every 
SKIL Tool you sell—sell SKIL Tool service. 


OAL) 


OTION ... friction... and wear... The 
laws of nature can’t be fooled. And the 
fool-proof test of a lubricant—and its cost—is its 
performance in the bearing. Consumers who 
select lubricants on such a basis—save money. 


Since two lubricating products can have similar 
specifications but far different on-the-job traits— 
just what is in back of Keystone’s performance 
record?... The secret lies in technique. The 
methods, themselves, used in refining and manu- 
facture, have an important effect on lubricant 
performance. These methods, and other factors, 
cannot and do not appear on specification sheets. 
But, methods and knowledge, plus years of 
practical experience, laboratory research and 
close contact with the consumer are the reasons 


SPECHALIZED 


v. 


why Keystone performance is high—and lubrica- 
tion costs are low for users of Keystone products. 


For the consumer, Keystone lubricants mean 
longer machinery life, less down time, power 
savings, and reduced application expense. While 
savings up to 40 or 50 per cent are not unusual, 
Keystone a/ways guarantees a saving of 10 per 
cent on present cost of lubrication, including labor. 


Keystone products are sold on a basis of better 
service, lower final costs—results that are exempli- 
fied in a continuing succession of field reports. 
To Distributors, the Keystone line has come to 
mean serviceability ... dependability... sala- 
bility...and attractive profits. KEYSTONE 
LUBRICATING COMPANY, 2list, Clearfield 
and Lippincott Sts., Philadelphia 32, Pa. 


LUBRICANTS 
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THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD e e CLEVELAND 13, OHIO 





“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 

bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point, Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel— heat treated— 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
tod bolts by the cold upset process. 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000-160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin 
Cup Point Set Screws by the cold 
upset process. Cup points machine ~ 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
ae head style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


& 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee) in- 
sert — steel covered. Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16", 3/4",15/16" across the flats 


Tapped 1/4" to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell 


/ 
/ 
/ 
/ 
9 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 


TANDARDS 


carried by 
LEADING 
ISTRIBUTORS 








* 
SPECIALS 


furnished to 
BLUE PRINT 
PECIFICATIONS 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 
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you left your motor running! 


Do you run your motor 24 hours a day, every day? That's all right, if it’s 
a Fairbanks-Morse motor, you can leave it on the job and forget about it. 
Fairbanks-Morse motors are built to take on the toughest assignments, to 
give the finest, trouble-free service. They require minimum attention . . . 
they assure lowest maintenance costs. Complete information about the full 
line of Fairbanks-Morse electric motors is contained in the handy POCKET 
PANORAMA. Write to Fairbanks, Morse & Co., Chicago 5, Ill. 


FAIRBANKS-MORSE 


A name worth remembering 


DIESEL LOCOMOTIVES «© DIESEL ENGINES ¢ STOKERS © SCALES « MOTORS ¢ GENERATORS 
PUMPS « RAILROAD MOTOR CARS and STANDPIPES « FARM EQUIPMENT ¢ MAGNETOS 


ee 








Br} FOROS 


for the big job 


...or the small 


there’s an SKF 
pillow block for 


every application 





e.. 
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S30S Spherical Roller Bearing Pillow Blocks, in a wide range of 
standard sizes, are designed for bearing protection under various loads 
and speeds. 


In industrial and marine equipment of all kinds, they keep SiiGiP Bear- 
ings rolling smoothly, continuously and economically . — i” 
bearings against dust, scale and water . . . send maintenance costs 
’way down. 


To insure long trouble-free operation, specify SS Bearings by ordering 
S3fS Pillow Blocks to match. SifS Industries, Inc., Philadelphia 32, Pa. 
6565 
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KENNEDY'S sales policy 


a ee oO) ee 





HELPS YOUR CUSTOMERS! 








FROM MANUFACTURE to the final inspection nothing is 
spared to insure the quality and dependability of Ken- 





nedy Valves and Fiitings. 

The same care and thought is extended to sales! 

That is why Kennedy Valves and Fittings for domestic 
and industrial use are sold through a local distributor. 
The prompt, informed service which the distributor 
offers, the knowledge of local conditions and local mar- 
kets which he has, all add up to beiter service for users 
of Kennedy Valves and Fittings . . . and the establish- 
ment of a relationship that is profitable for everyone. 


* That is why Kennedy advertisements, making 
more than 2,600,000 “sales calls” per year, 
all say, “Buy from your local distributor.” 





—~ VALVE MFG. CO. 
K F N N . D Y 1040 EAST WATER ST. 
y) ELMIRA, NEW YORK 


VALVES + PIPE FITTINGS + FIRE HYDRANTS 
OFFICE-WAREHOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO + SALES REPRESENTATIVES IN PRINCIPAL CITIES 
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Here is a quality line of abrasives 


sold cooperatively thru Distributors! 





a complete line... 





ROLLS-BELTS*:>DISCS* SHEETS 


all standard sizes...all minerals 


.--all types of backing 


Simplified 

Michigan Red Coat Brand Abrasives are quality abra- 

sives that are in use today by many of the largest 

manufacturers ... their everyday use has proved their 

Cooperative fast-cutting quality . . . their long life and ability to 
turn out work. You can sell them with confidence. But 
most important—they are sold through distributors 
with full manufacturer and distributor cooperation. 
A simple, single discount takes the guesswork out of 
pricing ... the reduction of unit discounts to two assures 
greater PROFIT. 


Here is an opportunity to hold abrasive inventories to 
a minimum, increase turnover, improve PROFIT while 
enjoying full manufacturer cooperation. It makes a 
whale of a difference! Write for full details. 


Pricing 





MICHIGAN ABRASIVE COMPANY, 2360 W. Jefferson Ave., Detroit 16, Michigan 


‘Jon 





RED COAT BRAND | 
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Barry Conveyor Pulleys 


Of welded steel construction . . . light in 
weight . . . great in strength . . . easy to 
install . . . non-breakable. Available in a 
wide range of sizes. Applications include 
all general conveyor services. 


Barry Steel Split Pulleys 


Of tubular construction, electrically welded. 
Light in weight, balanced and maintain 
exact shape under all loads. Easy to install. 


Dick Rope V-Belt Drives 


Provide strength without loss of elasticity. 
Minimum stretch. Carefully machined and 
balanced sheaves. Applicable to a wide 
range of industrial power transmission. 


Dick’s Balata Belting 


Impervious to water and steam. High in 
tensile strength and durability. Textile por- 
tion of belt is of highest grade, strongest 
weave cotton duck. High in power trans- 
mission efficiency when properly installed. 


THE DICK LINE 


meets the greatest variety 
and number of applications 


with the least possible 


stock carrying... 


because: 


Industrial distributors making “Dick” their source 
of supply have an “in” on the many power trans- 
mission applications around them. They can meet 
the needs of these potential customers for the 
essential items in power transmission and convey- 
ing equipment with a minimum inventory because 


the Dick line is standardized as to types and sizes. 


However, the Dick line, although essential, basic 
and complete, is not “just another” line to stock. 
There are distinctive features in every item which 
provide convincing sales ammunition and which 
result in better performance . . . features which 
are “proved out” in everyday operation. 


Industrial distributors like the Dick line because 
it meets their requirements for rendering a profit- 
able, sales-building service. 


R. & J. DICK COMPANY Inc. PASSAIC, NEW JERSEY 





Scan Francisco, Cal. Chicago, III. Seattle, Wash. 
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THEY BUY from this Catalog 









This catalog has 
wide distribution 
among your 
customers as a 
result of Williams 
advertising to 
industry. 






FOR 
BIGGER 
WRENCH ~@ 
VALUE 
aud 
BETTER 
WRENCH 
PERFORMANCE 


(This standard signature appears in all Williams advertising) 


J. H. WILLIAMS & CO., BUFFALO 7, N.Y. Qyateibuloed Cucrywhou 
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and FLEXIBILITY 


for Large Equipment 


(ens Wound Rotor Type SR Motors are 
available for many applications, such as 
the printing presses shown here, plus compres- 
sors, cranes, hoists, bending rolls, bridges, 
syncro-speed drives, etc. 


These motors are adaptable to applications that require 


1, Adjustable varying speeds, or reversing direction of 
rotation 


2. Syncro-speed, multiple drives used where two or more 
operations must be coordinated 


3. Converters—to supply high frequency current 
4. High starting torque with low starting current 


Century Wound Rotor Motors are built in sizes up to 400 
horsepower and are available in open protected or 
splash proof frames. 


Popular types and standard rat- In addition, Century builds a complete line of alternat- 
ings are generally available from ing and direct current motors in a wide range of types 
factory and branch office stocks. and kinds—in sizes from 1/6 to 400 horsepower. 


Specify Century motors for all your electric power 
requirements. 


CENTURY ELECTRIC COMPANY - 1806 Pine Street « St. Louis 3, Missouri Same 


Offices and Stock Points in Principal Cities 


As 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1949 





gives you 

sa steel 
heat cod 
protectio 


ON EVERY FITTING AND FLANGE 
IN THE COMPLETE LADISH LINE 


Pioneered by Ladish ... and long recog- 
nized as its symbol of Controlled Quality 
- « « the Ladish steel heat code is visible 
evidence of added reliability resulting 
from metallurgical integrity. It protects 
you with certified laboratory reports always 
available giving specific test data as proof 
that all requirements of standard or 


special specifications are met or exceeded. 





A COMPLETE LINE PRODUCED UNDER ONE ROOF 


«.. ONE RESPONSIBILITY $2 
(401 1.2 
er eS 
| AND) USS) ef (G0), 
CUDAHY, WISCONSIN 
DISTRICT OFFICES: New York ® Buffalo @ Pittsburgh @ Philadelphia @ Cleveland 
Chicago @ St. Paul © St. Louis © Atlanta © Houston @ Los Angeles 
THE FITTINGS LINE , THAT IS COMPLETE IN TYPES, SIZE RANGES AND MATERIALS 
INCLUDING CARBON, d ALLOY AND STAINLESS STEELS, ALUMINUM, BRASS AND COPPER 





iRON Ci Altts. 


Study the “reasons why"—and you'll come up with the san} \ 
answer every time on malleable iron chain. Peoria Malleabl \ \ 
Castings Co. specializes in a complete line of all sizes of chain 
... plus a factory sales policy that protects your profits. Complete 
your stocks with an order today — or send for catalog. 


i\k 


400 CLASS PINTLE CHAIN 


H CLASS 
REFUSE CHAIN 





H CLASS DRIVE CHAIN 


DETACHABLE CHAIN 


¢ CLASS 
“COMBINATION” 
ROOF-TOP ‘ . CHAIN 
TRANSFER 
CHAIN 


ROLLER TOP 
700 CLASS fs TRANSFER CHAIN 
PINTLE CHAIN 





ABLE CASTINGS CO. 


valli R ST., PEORIA ILLINOIS 


fe) a 5 for Over 30 years ELEVATOR BUCKETS 


: 
ey ehain Maker 








WHY WALK YY WE STILL HAVE 17 
WHEN YOU [77 DIFFERENT MAKES OF CUTTING 
CAN FLY ? ee ZZ TOOLS AROUND THIS SHOP - IT WASTES 
ANY BUNNY A LOT OF MY TIME FIGURING THEM 
KNOWS THE ANSWER eee NM MOLURMEmnCTOn (101 Tm UOhoR mm ne) 7 
TO THAT ONE~IT PAPER WORK,TOO - LOOKS LIKE 
SAVES TIME. WE WALK A LOT WHEN WE 
, COULD FLY. 


WONDER WHAT 
HE MEANT ? 


‘ime is saved 


when you Staudardige 


HE Standard Shield Brand line is 


icitinni complete. Standard Shield Brand 
I. In requisitioning Tools are specified and used by every 
mass production industry. Standard 


2. In purchasing Shield Brand Tools are Foremost 


Quality—in design— material — work- 





. manship. 
3. In stock keeping More than 10,000 items are regularly 


carried in stock. Standard men have the 


4 In the tool crib accumulated experience gained by 68 


years of successful experience in solving 
tough problems. 


5, In tooling up These tools are distributed coast to 


coast by leading Mill Supply Distributors. 


Standardize! Why walk when you can fly? 


STANDARD TOOL (0. 


Successor to The:Standard Tool Company 


CLEVELAND 4, OHIO 
New York + Detroit - Chicago 
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VALUABLE HEAT and BUSINESS CAPTURED 
by these K&M Pipe Insulations 


ONE INSULATION 
FOR HOT AND COLD PIPES 


...1t handles 40° to 212° F 


K&M Duplex is the low pressure insulation that’s 
efficient through all that range! . . . Simplifies your 
inventory and selling. Single layer Duplex gives 
you a strong story of high non-conductivity. 
Double layer Duplex goes the limit and provides 
additional protection by overlapping all joints. 
The added asbestos wrapper, plus outer cover, 
makes appearance uniform with other K&M Pipe 
Insulations. Applicators can handle the Duplex 
part of any job, and all the rest of it—by sticking 
to your K&M line. Still another K&M number 
that industry likes is. . . 


K&M AIR CELL INSULATION...nigh strength...nigh efficiency to 300°F 


The lightweight rigidity of K&M Air Cell Insula- 
tion backs up your talk of speedy installation. 
Alternate corrugated and flat asbestos felt layers 
—specially laminated—plus arched corrugations 
the full length of each section—mean lots of 
strength and lots of dead air! Further heat protec- 
tion comes from the K&M outer wrapper, which 
also hinges the split halves for handy application 
of the 3-foot lengths. Standard thicknesses: 3 and 
4 ply— 4” per ply. Extra thicknesses available. 


Where rough treatment and other severe condi- 
tions must be met, you can sell the K&M Special 
Fine Corrugated Air Cell type. Assures high 
strength and efficiency with minimum bulk. 
Standard thicknesses: 4, 6 and 8 ply— 1%” per 
ply. The rigid 3-foot sections handle fast and 
neatly—a good sales clincher. You can push the 
K&M line of insulations with assurance of com- 
plete satisfaction . . . repeat business . . . profit! 











Naline made Asbestos... 


Keasbey & Maitison has made it serve mankind since 1873 


KEASBEY & MATTISON 
COMPANY - AM BLERe PENNSYLVANIA 
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Get Business-Profitable Business- 


with ALUNDUM Abrasive! 


ALUNDUM Polishing Abrasive is a good “business-getter” for Norton distrib- 
utors because it’s available in the necessary range of sizes and with special 
surface treatments to meet the exact requirements of every polishing job. And 
Norton polishing “know-how” is availavle to help you select the right ALUN- 
DUM abrasive for each of your customers’ polishing jobs. 


ALUNDUM Tumbling Abrasive is enabling Norton distributors 
to take advantage of the fast growing popularity of precision 
tumbling as a finishing process. ALUNDUM abrasive has many 
outstanding advantages as a tumbling medium and Norton engi- 
neering service—including tumbling equipment for test runs—is 
ready to help you get business. 





WNORTONK ABRASIVES 
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Distributors Like to Carry 
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Progressive Research 
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the Norton ABRASIVES Line 






- « « the Complete Abrasives Line 













ES,a Norton distributor can take care of all of his customers’ grinding, polishing 
and tumbling needs. He doesn’t have to turn profitable business away to other 
distributors who carry a wider variety of grinding wheels and abrasives. 
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Adequate Stocks 


At the mile-long Norton plant in 
Worcester and on the shelves of the 
Norton branch warehouses in five im- 
portant industrial centers the stocks of 
grinding wheels and other abrasive 
products are larger and more varied 
than ever before in Norton history. 


Progressive Research 


The Norton research laboratories at 
Worcester and at the Chippawa elec- 
tric furnace plant are the largest and 
best equipped in the grinding wheel 
industry. The staff of over 135 scientists 
and technicians is constantly develop- 
ing new and improved abrasive and 
grinding wheels to reduce your 
customers’ grinding costs. 


NORTON COMPANY, WORCESTER 6, MASS. 





Skillful Engineering 


Norton abrasive engineers and field 
engineers, supplemented by specialists 
from Worcester, are available the 
country over to help distributor sales- 
men in solving grinding problems and 
in selecting the most efficient wheels 
for their customers’ grinding jobs. 


Aggressive Advertising 


Attention-getting advertisements in 
over 60 technical publications, exten- 
sive direct mail, a vast library of in- 
formative literature, instructive motion 
pictures, striking trade show displays 
—all of these combine to keep the 
Norton name constantly before grind- 
ing wheel users the world over. 





Behr-Manning Corp., Troy, N. Y., Manufacturers of Coated Abrasives, and Norton Pike Co., Littleton, N. H., Manufacturers of 


Sharpening Stones, are Divisions of Norton Company 


NORTON 
ABRASIVES 
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| INDUSTRIAL 
FORT WorTH EXHAUST FANS 
Are Designed For Pneumatic Conveying 


and Dust Collecting Systems Ved ly - 


THE HEART of AIR HANDLING © FURNITURE MANUFACTURERS 
1S THE FAN PLANING MILLS 


LUMBER MANUFACTURERS 
FORT W ORIH Manufacturers 


GRAIN STORAGE PLANTS 
Many sizes and types of 


FLOUR AND FEED MANUFACTURERS 
PAPER MILLS 
Exhaust Fans, as shown below: 


CHEMICAL PLANTS 

PAINT AND VARNISH MANUFACTURERS 
SHOE AND LEATHER INDUSTRY 

AND MANY OTHERS 


TYPE S-2 FAN 


Exterior view of Dust Collecting and Conveying System in a Furniture 
Manufacturing Plant. 


Satisfactory Operation is Assured by 


*2 DIRECT CONNECTED ~—_—“ These Features of the S-2 Exhaust Fan 


% Direction of discharge easily changed 

¥% Direction of rotation easily changed 

¥% Designed for efficient operation 

% Housing, blastwheel, and bearing stand are ruggedly 
constructed for vibration free operation 

¥% Exclusive Paddle-type construction enables blastwheel 
to handle long stringy material through fan 

¥% Bearings: two anti-friction, self-aligning pillow blocks 


Write for catalog 500, which gives performance 
data and dimensions of Fort Worth Exhaust Fans. 


STEEL AND 
FORT WORTH wacuineny co 
3600 McCART ST. FORT WORTH, TEXAS 


SALES OFFICES: 
HOUSTON KANSAS CITY CHICAGO ATLANTA 
LOS ANGELES ST. LOUIS MEMPHIS DALLAS 





DOUBLE-FAN 
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ne of @ series of ads that 
ec fing regularly in: DO- 
IGINEERING; FACTORY 
MENT AND MAINTE- 
IEATING, PIPING AND 
HONING; MILL AND 


nd PURCHASING. 


se YOU'RE A DEPENDABLE 
OURCE OF SUPPLY 


ve every ad for 1949, the one above is about you. Each ad is designed 
build more goodwill for Spang CW Pipe Distributors. 


This current series of ads also reminds present and future buyers about 
Spang CW Pipe... of quality that is recognized wherever pipe is used. These 
‘efforts, too, will pay off now and in the years ahead for both you and Spang. 


But advertising is just one way that we are trying to help you. We will 
continue to produce pipe of unexcelled quality. 


‘SPANG-CHALFANT 


Division of The National Supply Company 
EXECUTIVE OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Chicago; Detroit; 
Houston; Los Angeles; New York; Philadelphia; Pittsburgh) 
St. Lovis; San Francisco 
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Now MORE SALES with the improved line of 


MILWAUKEE 


META| MADE 


ALL METAL go” 
This brush line, so popular in the past, is now 
even better because of construction improvements. Se 


You can sell these brushes to a cross section of 
industry. as these brushes are particularly adapted 
to welding operations or for any industrial applica- 
tion where durability is required due to unusual heat 
conditions or rough handling. 


The handle is of Galvanite steel] which is corrosion “REMUV-ALL” WIRE BRUSH 


resistant. Specially tempered high carbon steel wire 


is used for the brush. These brushes cut quickly, 
withstand strain, and wear evenly. 
Prompt shipments made. 


Indestructible ALL METAL—all purpose 
wire cleaning brush for gas burners, bat- 
tery terminals, etc. Has unlimited num- 
ber of uses in shops. Quickly and easily 
removes solder, chips and filings. 





WOOD HANDLE 


STEEL WIRE 
Power Driven Wire Fibre Wheel Brushes SCRATCH BRUSHES 


Wheel Brushes Wire Scratch Brushes 


“Mono-Bilt” Boiler & Furnace Brushes Big Sales f or. 


“Steel-Clad” Foundry Brushes 
“Dura-Bilt” 


“Di-Bilt” Fisters Brushes BRU SHING-_ Meta! Parts, Welded Joints, 
“Peerless” Bench Brushes Pipe Thread, Tires, Tubes, Battery Terminals, etc. 


Floor Sweeping Brushes 
CLEAN | NG-—smait Castings, Tanks, Drums, 


Machinery, Tools, Meat Blocks, Ironwork, Stone, 
Brick, etc. 


“Twis-Tuft” 

Fine Wire Polishing Push Brooms—wire 
Wheel Brushes and fibre 

“Sturdi-Bilt” Wire Cup Miscellaneous Mainte- 


Roushes mance Brushes REMOVING-—raust, Scale, Weld Spatter, 
Chips, Borings, Paint, Varnish 
Dirt, Grease, Floor Wax, etc. 





WRITE FOR 
BULLETIN No. 40-11 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE 8, WISCONSIN 





seueueeseceesaar 








iAU 
ILWA UKEE WIRE WHEEL BRUSHES » WIRE CUP BRUSHES * WIRE SCRATCH BRUSHES 
BRUSHES 


[LT if to Industrial Brush Problems 


« FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS + BENCH BRUSHES - FOUNDRY BRUSHES 
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Circle ® Bolts and Nuts are noted 
for their uniform size and strength. 


They satisfy the most discriminating 





customers. Stock them for your trade. 


BUFFALO BOLT COMPANY 
North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Expert Sales Office: Buffalo International Corp. 
50 Church Street, New York City 





PRODUCERS OF CIRCLE @ PRODUCTS — BOLTS + NUTS + RIVETS AND SPECIAL FASTENERS 
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you can afford 


to do “missionary work” and to build up a big volume 
of packing sales if you are an authorized R/M distribu- 
tor. Our policy guarantees that all R/M packings for 


maintenance are sold only through R/M distributors. 





RAYBESTOS-MANHATTAN, INC. 


PACKING DIVISION, MANHEIM, PA. | Factoris: 
Bridgeport, Conn.; Manheim, Pa.; 
No. Charleston, $.C.; Passaic, N.J. 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings + Asbestos Textiles * Mechanical Rubber Products 
Abrasive and Diamond Wheels + Rubber Covered Equipment + Brake Linings +» Brake Blocks + Clutch Facings 
Fan Belts + Radiator Hose + Powdered Metal Products + Bowling Balls 


EE Se ers 6 Le! 
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> SAFETY CUTTERS 
LAST TWICE AS LONG 


e 
Free. 
CLEAN 





< 


SHARPEN EASY - NEVER CHANGE SHAPE 


PROPER “"ezayce 
3 e : 


CUT LIKE LIGHTNING 


hte rea 








; is given without cost to any established 
This new, well-built mer- dealer in power tools, woodworking ma- 
chines and supplies. 





chandising display board, 
which holds 17 BOICE- AN EXTRA 5% BEYOND THE 
CRANE TRU-FORM : ; ' . REGULAR DISCOUNT 
SHAPER CUTTERS, 


is also allowed on the cutters which 
come with the display, as well as all 
other cutters, or cutter sets included in 
the initial order. 


ANOTHER BCICE-CRANE “FIRST! BOICE-CRANE 
“TRU-FORM” SHAPER CUTTERS 
are the first at moderate prices with CIRCULAR or INVOLUTE RELIEF (also called flattened- 
are relief; cam-profiled relief). 
The “Tru-Form” principa: involves design and new machining methods that: 
- Assure cleaner, more burn-free cutting. 
- Cut the true, original shape and dimensions as long as the cutter lasts. 


. Provide a larger rake angle. Never a laggy scraping cut, always easy and clean cuts that 
shear or shave the work without vibration. 


. Deliver up to 50% more usable cutter life. 

- Provide improved clearance so necessary for successful high speed shaping. 

- Reduce cutting edge crumbling or breaking down—common with straight relief cutters. 
“Tru-Form” tooth shape reinforces cutting edge and dissipates more heat. 

Tine tungsten tool steel. Deep uniform hardening. Precision formed. Razor sharp. 
Complete line of individual cuttters and sets for cabinet work, mill work, window and storm 
sash and doors. 


Designed fur Boice-Crane Shapers but improve performance of all other makes. 


There's Real Money for You In A 
Boice-Crane Power Tool Franchise 


A complete line of intermediate capacity power tools which includes many items not available 
in others, As the world's largest manufacturer of certain equipment, Boice-Crane offers the 
lowest prices on a quality line. The terrific number of leads resulting from our national 
advertising, are turned over to our dealers. Cash in on the steady demand for this line. 


BOICE-CRANE COMPANY 


939 CENTRAL AVENUE TOLEDO 6, OHIO 


[1] Please send details on Boice-Crane Power Tool Franchise. 
CI New 44-page Catalog No. 50 on entire line. 
C Please ship shaper cutter display boards with cutters attached. 





CITY & STATE . 
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1 MORE SALES-MAKING IDEAS FOR YOU 








HERE’S SOMETHING ENTIRELY NEW .. . 
HYDRAULIC KNOCK-OUT PUNCHES! This 
Blackhawk development makes conduit openings 
(10 sizes, %" up to 4” dia.) in metal electrical 
distribution cabinets, pull boxes, panels, etc. The 
work is done 3 to 5 times faster than with punches 


major new Blackhawk product. It handles 1%", 1%” 
and 2" sizes and creates big savings through speed and 
elimination of purchased » ney Its ““Porto-Power’’ hy- 
draulic unit (10-ton) produces exclusive advantages. 


b 
BLACKHAWK: 


3 








operated by wrenches. Smooth, remote operation 
of a new-type “Porto-Power” hydraulic pull-ram 
does not distort or loosen boxes nor endanger the 
user's footing. Because there is no wrench to 
swing, holes can be made in the tightest corners 
with ease and speed. 


plete line of hydraulic jacks. 
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FOR AN EXTRA-HIGH HYDRAULIC LIFT, pick the Model 
EA-27 Jack (20-ton capacity). Two of them are at work 
here in a yoke, pulling well casing. Blackhawk offers 
a wide choice of jack types from the world’s most com- 





USE A RATCHET ON BIG NUTS, TOO — in place of rigid 
wrenches that must be reset for each “bite”. (The ratchet 
brought a $2 per day saving on the above job). Black- 


THIS TORQUE WRENCH CARRIES ITS OWN CONVERSION 
TABLE — tension can be selected by presetting pointer on 
revolving scale showing recommended torque for U.S.S. 


hawk makes industry's finest wrenches. Yet, they are 


or SAE bolt diameters and inch-lb. and foot-lb. readings. 
generally priced lower than ordinary quality wrenches. 


A flash of light tells when to stop pulling. 


, 


4 


MOTORIZE ‘‘PORTO-POWER” BENCH PRESSES and other 7 MEASURE FLUID PRESSURES UP TO 10,000 P.S.I. — This 


hand-operated hydraulic devices. This low-cost electri- 
cally-driven pump usually triples the speed of hydraulic 
rams such as pictured here. 


inspection device was designed by a manufacturer to test 
the burst resistance of his product. A ‘‘Porto-Power”’ 
pump injects oil — a gauge registers pressure. 


... Sell These SHORT CUTS Throughout Production, 
Maintenance, Engineering 


No matter who your customer is, chances are 
strong that your Blackhawk line holds a good idea 
for him. And these good ideas get around 
especially fast these days . . . because dealing 
magazines carry picture pages (as shown here) 
on Blackhawk “Short Cuts”. Blackhawk 
specializes in building low-cost, wide-utility, 
portable equipment. It’s “good sales policy” 

to show your Blackhawk catalogs and their 
money-saving ideas to every customer on your list. 


BLACKHAWK MFG. CO., Dept. M-17129, Milwaukee 1, Wis. 


ZIP UP MAINTENANCE CREWS with hydraulic ‘Porto- 
Power’ equipment. For example, three hours are saved 
on this job. The chain-pull hook-up lifts a crane off 


its track to permit replacing a shaft. 


HYDRAULIC HAND JACKS, 1'% to 100 tons. HYDRAULIC WHEELED JACKS, 1% to 7% tons. HYDRAULIC REMOTELY-CONTROLLED “PORTO-POWER”® 
JACKS AND ATTACHMENTS, 2 to 50 tons. WRENCHES — all practical sizes and socket drives. TORQUE INDICATORS — up to 1000 ft. Ibs. 





For Time-Saving 
Hydraulic Equipment 
and Wrenches, 


Always Sell 
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Cr 0: =S TACKLE e 
; BLOCKS ul rc 


| @ 
FITTINGS m one $ 


WIRE ROPE fro 


Only manufacturer of the complete line— wire 
rope, wire rope fittings and tackle blocks... All 
engineered to the job by Upson-Walton for 
LONGER LIFE and BETTER SERVICE. 


THE UPSON-WALTON COMPANY : Cleveland, Ohio 


New York ¢ Chicago ¢ Pittsburgh 
INDUSTRIAL DISTRIBUTION * DECEMBER, 1949 





.AS THE OLD YEAR CLOSES, WE 
WANT TO SAY TO EACH OF OUR 


DISTRIBUTORS 


AND THEIR 


SALESMEN.... 
A 
MOST 


To all of you who perform, the vital service of selling 


our products to a broad diversification of industries, 
we offer our thanks, appreciation—and best wishes 
for 1950. 


In today’s economy, the function of the Industrial 

Distributor is so important, that we of SPS offer our 

fullest cooperation, not only in producing an even 

better line of products, but in helping to sell (and keep 

sold) our products to American Industry . . . this latter 

' , we can do through the creation of a national demand 

Recently Enlarged and Modern Plant of Standard Pressed Steel | for SPS products by: (1) widespread Business Paper 

Co H f “H ll well.” “Unbrako"” d “El loc”’ Prod t Advertising; (2) Catalog, Direct Mail, Dealer Helps, 

ho ee _— - — —_— Trade Shows, etc.; (3) frequent personal contact of our 

Sales Representatives with the Distributors and their 

Salesmen. If all of these “forces” work together, the 

efforts will not have been in vain—and the end result 

will be better business for all of us. These, then, are 
our objectives for 1950. Thank you again. 


“*HALLOWELL"’ Highly ‘*UNBRAKO"’ ““UNBRAKO"’ **UNBRAKO" **FLEXLOC"’ 
Polished, True-Running *““HALLOWELL"* Fully-Formed Knurled Self-Locking One-Piece, 
Stee! Shaft Collar Work Bench of Steel Pressure Plug Socket Head Socket Set Screw Self-Locking Nut 
Cap Screw with Knurled Pat. Applied For 
Cup Point Pat'd. 


STANDARD PRESSED STEEL CO. 


BOX 519, JENKINTOWN, PENNSYLVANIA 


"Serving Industry continuously since 1903 through Industrial Distributors” 
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ARMSTRON 


ARMALOY 
Drop Forged 
WRENCHES 


ARMSTRONG ARMALOY 

—Wrenches are NEW. They are de- 

signed to meet the requirements of ty Construction 
the mechanic who knows his tools and Structural 
and insists on using tools of Superior 

Quality. 


ARMSTRONG ARMALOY 

—Wrenches are made from selected 

grade alloy steel. They are longer, say, \ i 
lighter, thinner, yet stronger than the (SP reversible 
conventional alloy wrenches — heat Ratchets 
treated to exact specifications of 

stiffness and tensile strength—better 

balanced, hence easier to use. Fin- 

ished in chrome plate with heads 

buffed bright. 


Armstrong Tools are stocked by 
leading tool departments. 





Detachable 
Sockets 
and Sets 


Write for NEW S-48 Catalog just released. 





ARMSTRONG BROS. TOOL CO. 


‘The Tool Holder People.’’ 
5205 W. Armstrong Ave. Chicago 30, Ill. 
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YREX BRA 


Thousands of gauge glasses are used every week in such 
major industries as petroleum, marine, power, building — 
to mention a few. The largest selling brands are Corning, 
Pyrex, and Macbeth. They are the products of Corning 
research. They are superior. They last longer. They are 
constantly advertised. 

To support your selling efforts, Corning keeps telling 
its story to America through the leading trade publica- 
tions in the field. This makes it easier for you to sell and 
profit by handling Corning products. 

Corning Mill Supply Glassware is sold exclusively 
through stock carrying distributors who are able to give 
quick service to supply distributors in every field. If you 
are not handling the Corning line now, ask Corning for 
the name of your nearest stocking distributor today! 


a 
' 
' 


1. 


3 


+ 


HIS MILL IPPLY GLASSWARE 
iS USED IN EVERY INDUSTRY 
PYREX and CORNING brand tubular gauge 
glasses will handle steam pressures up to 350 
p-s.i., depending upon type and size. 


LA 


ACBETH brand flat gauge glasses—good 
for steam pressures up to 1,500 p.s.i. 


PYREX brand sight glasses for ovens, 


absorption columns, reaction kettles, fur- 
naces, pressure vessels, stills, tanks, etc. 
—up to 300 p.s.i. 


PYREX | CORNING brand oil cup and 


lubricator glasses for rugged service con- 
ditions on machine operations. 


It’s best by test! It’s packaged for easy stocking and selling! 
: It’s advertised to your Customers! 


Saat 


= = = 
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CORNING GLASS WORKS « CORNING, NEW YORK 


SALES OFFICES: 


Stocked by leading Industrial Suppliers everywhere 


f TECHNICAL PRODUCTS DIVISION: GAUGE GLASSES 


NEW YORK 


INDUSTRIAL SUPPLY GLASSWARE 


e CHICAGO e SAN FRANCISCO 


+ GLASS PIPE + LIGHTINGWARE + SIGNALWARE 


LABORATORY GLASSWARE + OPTICAL GLASS +» GLASS COMPONENTS 
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WATCH PoP! 
HE JUST SENT “BIRD- 
BRAIN” TO THE TOOL 
CAGE FOR AN 


ALUMINUM FILE-- 








Wuen the shop green- 

horn flubs one on files, Pop 

the foreman is sure to see 

red. And Pop’s sure to set him 

straight about “the right file.” 

For he knows it doesn’t pay to use 

just any file — not when the job must 
be right. 


Take aluminum, for example. It’s soft, 
ductile and malleable. Clogs the teeth of ordinary 
files — even when moderate pressure is used. 


erClke 


AN' THE DOPE’S 
COME BACK To 
TELL HIM THEY 


POP SHOULDA 
SENT HIM FOR 
A PUNCH, HE 


AINT GOT ANY ( WOULDA COME 
FILES MADE OF 

ALUMINUM -- 
JUST STEEL! , 


BACK WITH A 
BLACK EYE! 


aw \< 
bet AY) 


~ GAR ADA 


The right file is the Nicholson or Black Diamond 
Aluminum “Type A” File. Its special teeth break 
up the filings, help clear the file, reduce chatter. 
Cuts rapidly yet leaves a good finish. 


This is one of many cases where Nicholson spe- 
cial-purpose files can be recommended with confi- 
dence — and profit — by the industrial distributor. 
And this is where the Nicholson pamphlet, “Ten 
Special File Types,’ and the booklet, “File Filos- 
ophy,” can be helpful to your salesmen. We’ll send 
you a copy for each of them free of charge. 





NICHOLSON FILE CO. © 42 ACORN STREET © PROVIDENCE 1, RHODE ISLAND 


(In Canada, Port Hope, Ont.) 


Se iY 
*cs.a.* 
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A PICTURE OF YOUR OFFICE CHRISTMAS TREE 
BY US—And the best deal about this particular tree is 
that you don’t have to wait till the 25th to open these gift 
packages if you are tying-in with the new FREE TRIAL 
drive on the Simplex Util-A-Tool. Swing into action today 
and take advantage of special promotion for this “tool of 
a thousand uses” beamed at more than 238,000 readers in 
maintenance and allied fields. If you haven’t yet heard all 
the details, write or wire T-K today and we'll help you 
make it a Green Christmas—Uncle Sam green, that is. 


S43 Sze 


WELCOME TO A HUSKY NEW ADDITION—And an 
immediate sales winner for those of you selling time-saving 
efficiency to customers in marine, construction and dock 
work. It’s the Heavy Duty Simplex Steamboat Ratchet 
Jack, the big boy in the line and a rugged 20-ton capacity 
worker for such jobs as—a hitching tow on barges and 
ships, a tie for piling and bents in wharf, bridge and coffer 
dam construction and guy hold-downs on heavy masts and 
derricks, 

The extra strength of this new model means extra time 
saved for users—extra sales and profits for you! 





(ADVERTISEMENT) 


THANKS FOR YOUR COOPERATION—Were you one 
of the many distributors who received the recent question- 
naire on identification of this page? If so, we sure appre- 
ciate your taking the time out to answer. The results 
surprised us—pleasantly—since it seems that about 90% 
of Industrial Distribution readers “take a gander” at 
“Jacking Up Sales” every month. We’ll do our best to 
keep the page worth your while. 


HE DOESNT WANTA TRAIN- 
JUST WANTS TO KNOW 


IT’S NOT SO HARD TO FIND AS ALL THAT—And even 
if Santa Claus can’t tell you where the T-K plant is, just 
phone Austin 7-0694 when you hit Chicago and we'll help. 
Among those who did find their way out to Central Avenue 
recently were Bert Forniciari, Forniciari Company, Los 
Angeles, Calif., and Howard Null from our own Windy City. 

The door is open, the latchstring out. We’ll be glad to 
show you where and how Simplex Jacks are made... 
to sell and stay sold. 


WE CAN BE AS SPECIAL AS YOU LIKE—Most dis- 
tributors find that the standard types of Simplex Jacks 
meet just about every industrial jacking need—and they 
are right. Yet it is important to mention every once in a 
while that T-K is ready and able to help you meet cus- 
tomers’ and prospects’ needs for any specialized jack. 
We’ve turned out a lot of them—all with the same power 
and efficiency you find in the regular line. Regardless of 
total sales volume you'll find they do a double job for you 
in building both good will and increased sales of regular 
jacks. So if you have a prospect who “can’t find” the jack 
he needs, let us know. We'll help you over the hurdle. 


TEMPLETON, KENLY & CO 


1036 S. Central Ave., Chicago 44, tll 
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All through the dazzling displays, from toys tO TV sets, you'll see 
and time again --- the familiar face © a Phillips Cross 
Head Screw- r you see it, 


ous daily use- 
youcan be sure will see it the same way: 


Yes, American Phillips Screws are reliable outward signs of 

cont yr out built-in quality. And if you are concerned wi facture of any prod- 

p.inced privek pent gc uct, then you may well have 2 fat happier New Year in store for you, ifyou 

ot panies Ww will let us show you how.-:- in your own plant as in all others .-> American 
Phillips Screws always cost least to use. 


AMERICAN SCREW COMPANY, Office: Providence 1, R. 1. 
Plants at Willimantic, Conn. , Pa. 
Warehouses at: Chicago 1: $89 E- iinols St- Detroit 2: §02 Stephenson Bullding 


ALL TYPES 
ALL METALS: 
Brass, Bronze, 
less Steel, & 
Monel, Ev' 
con bronze) 
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Quality control in manufacture by 
skilled workers like these wins your 
customers’ confidence in Hewitt Hose 
and Belting. 


That confidence is the reason the 
most exacting users specify Hewitt 
year in and year out... . in some cases, 
for generations. They do so because 
they know that quality control in every 
step of manufacture adds extra strength 
and service life to Hewitt Hose and 
Belting . . . They know, too, that 
Hewitt has pioneered in the devel- 
opment of industrial rubber products 
for nearly a century! 


Hewitt also provides a trained staff 
of field technicians to aid you with the 
hose and belting problems of your 
customers. Reason enough why 
major distributors profit from their 
long association with Hewitt! 


Remember, too, that as a Hewitt 


HEWITT-ROBINS ‘Hp’ 








distributor you capitalize on a com- 
plete line of Hewitt Hose and Belting! 


For the outstanding profit advan- 
tages which the Hewitt franchise 
offers you, check the panel at the 
right. Write for further details to the 
Hewitt Rubber Division, 240 Ken- 
sington Avenue, Buffalo5, New York. 


HEWITT 


HEWITT RUBBER DIVISION 
INDUSTRIAL HOSE e BELTING e PACKING 
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6 reasons why you can profit 
with Hewitt Hose and Belting 


Customer confidence. Preferred by 
many of the largest and most particular 
users for generations. 


Advanced engineering. You benefit 
by nearly 100 years of Hewitt experience 
in developing improved hose and belting. 


Top quality. Quality control in every 
step of the manufacture of Hewitt 
Hose and Belting gives you a big sales 
advantage. 


Complete line. As a Hewitt distribu- 
tor you offer an outstanding product 
for almost every hose or belting need. 


Technical service. A skilled staff of 
Hewitt field technicians is as near to 
you as your telephone. 


National advertising. Hewitt sup- 
ports you with a steady flow of sales- 
stimulating messages in leading busi- 
ness papers. ° 


INCORPORATED 






























LUNKENHEIMER 
VALVES 


cmt 








LUNKENHEIMER 
ADVERTISING 


accents Distributor Service 


@ Year after year Lunkenheimer advertising has im- 



















pressed valve buyers with the advantages of Dis- J a 
Facilities 

tributor Service! 
In our 1950 publication advertising . . . the most 
dominant in our long history . . . we will continue 


to emphasize the effective tie-in with Lunkenheimer 


Distributor Sales and Service. 





ESTABLISHED 1862 oe . 
| THE LUNKENHEIMERC2: VA iin oes 
|| —= “QUALITY” = _ Maintenance Problems 
| CINCINNATI 14, OHIO, U.S.A. 


| 
| 
| 
NEW YORK 13 + CHICAGO 6 - BOSTON 10+ PHILADELPHIA 34 
EXPORT DEPT. CINCINNATI 14, OHIO, U.S.A 


Lé Direct Delivery Service 
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ISA DOLLAR’SPENT FOR OUR DEALERS 


Walker-Turner products are sold only through authorized deal- 
ers, Thus every penny of every dollar we spend for advertising 
benefits the dealer directly. 


Our dollars launch a sound advertising and selling campaign 
whith’ builds customer acceptance for the complete Walker-Turner 
line of metal and woodworking machines; more sales and higher 
profits for,our dealers. 


Walker-Turner products are aggressively advertised in twenty- 
two national:magazines covering the metal, woodworking, plastics 
and building trades, plus vocational and manual fraining schools. 
Mailing pieces, promo}jenal literature, and other\sales helps that 
are strong, ‘down-to- earth selling aids, are always available to 
back Up.our dealers’ selling efforts. 


Write\ today fol\ complete information. 


WALKER:TURNER PRODUCTS ARE SOLD ONLY 
THROUGH AUTHORIZED” DEALERS 


ait 


WALKER: TURNER aire A KEARNEY s TRECKER CORPORATION 


PLAINFIELD, NEW JERSEY 
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Here are some 
of the subjects covered: 


What is radiant heating? 

How radiant heating is designed for comfort. 

How to estimate heat losses. 

How to determine radiant heating coil requirements. 
Radiant heating comfort chart. 

What heating engineers claim for radiant heating. 
Methods of floor and ceiling installation. 

Typical pipe coil patterns. 

Questions and answers on radiant heating. 

Heat transmission tables. 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 
COLUMBIA STEEL COMPANY, SAN FRANCISCO, 
PACIFIC COAST DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 





THIS FREE BOOK ? 


It tells what 
you want to know about 


treating 


@ This 48-page book, “Radiant Heating with Na- 
tional Pipe” is one of the most authoritative books 
published on the subject. It brings you a complete, 
comprehensive story of radiant heating and gives 
helpful information as a practical basis for the plan- 
ning and installing of an efficient system. 


Architects, heating engineers and contractors will 
find the book valuable for use in planning new instal- 
lations. It answers many important questions about 
radiant heating. For example — 


What is the approximate cost of a radiant heating 
system? 


Would it cost more or less to operate a radiant 
heating system than other types, and by how much? 


What effect do rugs and rug pads have on heot 
transfer in a radiant heating system? 


These and many other questions are competently 
answered. This book also shows you how to calculate 
pipe sizes for various conditions. Mail the coupon and 
a copy will be sent at once. 


National Tube Company 
Frick Building 
Pittsburgh, Pa. 


Gentlemen: 


Please send me a copy of your FREE book, ‘“‘Radiant Heating with 
National Pipe.” 


Company 
Address 
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FOR GRINDING, 
POLISHING AND FINISHING 


—The Backstand - Belt Method 
has these five advantages... 


. oeeeeeee ee eeeeeeeeee eee ee ee 
eeeeeeeeoeeoeoeo eee ee eevee ee eee ee 

eeeeeeeeee eeeveeee - eeeeee 
eeeeeeeeeoeoeoeoeoeaeeev ee eee eee ee ee 


The coated abrasive belt used in conjunction with contact 
wheel and backstand idler has been established as an effi- 
cient production tool. For grinding, polishing and finish- 
ing hundreds of consumer and industrial items, the back- 
stand-belt method is more efficient and economical than 
the older set-up wheel method—because the backstand- . 
belt has these five advantages over the set-up wheel... 


1, An abrasive belt is a scientifically made tool, manufac- 
tured under controlled atmospheric conditions by ex- 


perts utilizing modern ve equipment. The photo- Typical example ani polishing and deburring time 
micrographs compare the crude, uncontrollable rolled- = gp stamped out surfaces improved 40%, 


on cutting surface of (A) a typical set-up wheel with (B) 


the coating on an Armout Abrasive Belt. Nore bom-— 4cCaskey Register Company of Alliance, Ohio, a lead- 


acturer of bookkeeping equipment, formerly used 
for polishing and deburring stamped out reg- 
By switching to the backstand-belt method, 
e for this operation was cut from one hour 
§ per unit to 45 minutes per unit. 


\ CASE HISTORY 


example of what the backstand-belt method can 
Wyss of whether you are grinding, polishing or 
Nepured surfaces, cast stamped or forged pieces. 


‘ 


es with fitted top cover. 


steel on cases, 20 gauge steel on covers. 

es ppings. They are given 3 draws and 2 an- 

7h ~.-aneal is scale free as a result of being 
Hac furnace. 


: after stamping and annealing. Debur 
wks bm stage out portions of cases and covers. 
REVIOUS METHOD sup wheels—grits 36, 60 and 100. Pro- 


duction with this meth@7~)s 1 hour and 15 minutes for one, case 


and cover. Ba 


ue So, SOLUTION. A Porter-Ca D.ackstand unit is used in conjunction 
with a 16” medium hard, sé ted felt contact wheel. The abrasive 


> ng belts used are a No. 50 Arn) ):lad Heavy Duty Alundum Cloth 2” 
M Al L T 4 | S C 0 U PO N T 0 DAY wide x 168” long and No. Hi rmourclad Alundum Cloth 2” wide 
Pl 4 nical x 168” long running at the Bf 7000 SFPM. 
ease send me the booklet. eas : 
“Facts about Backstand-Belt Grinding and Polishing” RESULTS. It now takes only@i agg to polish and debur one 


case and cover. Intermediat~_ Peration eliminated. Storage 
problem greatly decreas@@ligy y= 


We recommend buying through your Industrial Distributor: 


Coaled Mbeasives 


ARMOUR AND COMPANY 
1355 W. 31ST STREET + CHICAGO 9, ILLINOIS 
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how 
AMERICAN 
REDUCTION DRIVES 
give you Exclusive 
SALES ADVANTAGES ! 


ayy LM 


Sarde Bes 


Here is a completely STANDARD reduction drive that transforms 
your customers’ special, slow-speed problems into simple, 
efficient high-speed installations . . . using STANDARD 
motors, STANDARD V-Belts, STANDARD sheaves! No special 
engineering knowledge is needed to sell this drive. 
Every part is a standard, stock item. Your inventory is lower. 
Installation problems are simplified. Six sizes of Reduction 
Units provide any speed below 154 rpm for 
drives up to 25 hp. The secret is this: 


AMERICAN Reduction Drives PUT 
THE GEARS WHERE THEY 
BELONG -—right on the shaft of the 

driven machine ! Over 50,000 


are already in use in the 


plants of satisfied customers. en eel 
: GIVE ME... - 


The Conerican Yadlley Company : Sales advantages- B 
Y of The American 
4218 Wissahickon Ave., Phila. 29, Pa. TITLE 
s NAME 


‘ity 
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ou dont need a pitch to sell Chicago Safety Plus 


When you visit your industrial customers time after time, it’s necessary to 
have a basic “in” line that’s always good for routine restocking sales. One that sells 


without a time-taking “pitch” and buying deliberation—one that pays dividends 
regularly with every call. 


Chicago “Safety Plus” Screw Products offer just such a line. They have what 
it takes in a “necessary” line of production screw products—accurate, clean dimensions . . . 


sharp, true threads . . . unrivaled strength—to assure continued satisfaction and 
steady, profitable demand. 


Over 76 years of experience, plus a complete new plant equipped 
with the most modern manufacturing methods and machines, contribute to the 
superiority of Chicago “Safety Plus” Screw Products. They're best 
for your customers’ products—and best for your regular profits! 


Our merchandising policy is based 


on complete cooperation with the 


distributor— Write for details. 


Chicago “Sajfety-Plus” Products Include: 


Socket Head Cap Screws Socket Set Screws 
Stripper Bolts * Square Head Dog Point Set Screws 
Socket Pipe Plugs * Keys for ‘SAFETY PLUS” 
Products * Hexagon Head Cap Screws * Square 
Head Cup Point Set Screws Headless Set Screws 
Fillister Head Cap Screws ¢* Taper Pins * Milled 
Studs * Semi-Finished Hexagon Nuts * Semi- 
Finished Hexag Castellated Nuts. 
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in number of slots 
milled to close tolerance 


ps Se en > a 
Sen “ 


The new C&celand End Mills have been completely redesigned to give you: 
More Cuts Per Grind 
Consistent, Dependable Accuracy 
Faster Production and Greater Economy 

Results speak for themselves: A prominent plant ran a test on the job 
shown above, cutting %-inch slots in X-1335 steel. The end mills formerly 
used averaged 350 slots per grind. Céveland End Mills averaged 
605 slots per grind—an increase of 72%. > og One of our Service 
Representatives will be glad to show how you too can get lower costs, 
more production and greater accuracy with the new C@veland End Mills. 
Contact our nearest Stockroom, or... 


Telephone your Industrial Supply Distributor 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street . Cleveland 14, Ohio 
Stockrooms: New York 7 * Detroit 2 * Chicago 6 * Dallas 1 + San Francisco 5 * Los Angeles 11 
E. P. Barrus, Ltd., London W. 3, England 


mac Sontes ee 


ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE "AND 


WAVER 








OTHER Cleveland TOOLS 


7 
i 


I FwFisA Al 
Li LUA 


DISTRIBUTORS EVERYWHERE / 
ere ready to serve hes 4 aN 

, ‘ 
\ 


> 





This advertisement reaches your customers who read the totes magazines in the metal-working field. 
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of the Trade 





ATTENDANCE INSURANCE: If you want to be 
elected chairman of a special event of the Wisconsin 
Industrial Distributor’s Club, all you have to do is miss 
a meeting. . . Walter Ethier (Western Iron Stores, Mil- 
waukee) was absent one meeting and was made pro- 
gram chairman for a golf outing. . . Speaking of Walter 
reminds us that last September he celebrated his 40th 
anniversary with Western Iron Stores. 


SQUELCHED: There’s nothing, it seems, that can stop a 
real rooter for a section of the country. . . Vince Alex- 
ander (Manheim Mfg.) tells one on himself concerning 
a California booster. . . Vince had heard all about the 
glories of California. . . He happened to notice a calen- 
dar with a picture of Niagara Falls and thinking he 
would stump the Californian, Vince inquired: “How 
come you haven’t moved the falls out here?”. . . Without 
a second’s hesitation, the Californian replied: “It’s too 
bad you haven’t time; I’d like to take you to Yosemite 
—we’ve got a falls that’s higher than Niagara!” 
Vince gave up. . . Al Tucker (Henry G. Thompson) 
says he knows how to slow down ardent California boost- 
ers. . . Al’s line is: ““What’s all this about the California 
sun? Why, it’s the same sun we have back east—and we 
get it three hours earlier than you.” 


MARRIED: Fletcher Perry, salesman for Industrial Sup- 
plies, Inc., was married in September to Mrs. Mamie 
Fulton. . . Congratulations. . . Mr. and Mrs. Harry Al- 
cott (Dabney-Alcott Supply Co., Memphis), have a new 
daughter Mary Lee. . . ‘They have a 24 year-old-son, 
Richard, named for his grandfather, Dick Alcott (Reich- 
man-Crosby Co., Memphis). 


DOUBLE CELEBRATION: Usually a 26th wedding 
anniversary is ample reason for a celebration but Mr. and 
Mrs. George Peterson (G. C. Peterson Machinery Co., 
Minneapolis) had another reason for their recent Coun- 
try House party. . . It was Mrs. Peterson’s birthday. . . 
A double celebration means double congratulations. 


NOVEL MAILING: The New York Chapter of the 
Power Transmission Council came up with tricky way 
of reminding members that they should attend meetings 
regularly. . . Members who failed to attend the first 
session this fall received “get well’ cards from Secretary 
Pete McAllister. . . On the front of the cards was a mes- 
sage stating “Sorry to hear you're ill” but when you 
opened the card you found the formal message had been 
replaced by one stating “Oh, you’re not ill; we thought 
you were because you missed the last PTC meeting.” 








SILENCE IS PROFITABLE: A distributor we know 
was calling on one of his prize customers the other day 
when he ran smack into a price-cutting story. . . The 
buyer asked if there was any change in the discount on a 
product and, when the distributor said no, the customer 
said he had been offered an extra 5 by one company and 
an extra 10 by another. . . “My first reaction,” the dis- 
tributor recounted, “was to say I’d meet the price but 
instead I asked: ‘Have you bought any from them?’ 
and what do you think his answer was? He said ‘no’ 
because he liked our service. . . Boy it sure pays to.keep 
vour yap closed sometimes’.”. . . Wasn’t it Lincoln who 
said “Silence is golden?” 


Merry Christmas! R.W.B. 
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This year over 500,000 


Sent out to step up business 





Developing present and poten- 
tial business for Jenkins Dis- 
tributors is the full time duty 
of the 56 Jenkins Represento- 
tives operating out of Jenkins 
branch offices. Here a Jenkins 
Representative explains to a 
Distributor the most effective 
use of Jenkins service and sales 
literature. 





FIRST CHOICE 


WHEREVER 


TLESS OPERATION : mat 
Y BE CERTAIN : « 


fi) 





“Sales Stimulators 


for JENKINS DISTRIBU 


Think of it—more than half a million pieces of sales 
and service literature distributed by Jenkins in 1949! 
Designed to guide the buyer in valve specification, 
installation and maintenance, this flood of helpful 
information builds goodwill—goodwill that can be 
turned into orders by Jenkins Distributors. 

Pictured below are some of the booklets, brochures 
and catalogs included in this powerful sales promo- 
tion. Ranging all the way from the authoritative 


“Practical Piping Layouts” (there is no other book 


MOOK FOR THE DIAMOND MARK 


VALVES::- 


PICAL JERKING 
a Tre 
~ sav mech meets ene Not", 


Vale 


like it) to descriptive folders, with space provided 
for imprinting the distributor’s name, Jenkins wealth 
of service and sales literature is a valuable plus in 
cultivating new customers and stimulating sales 
among your present ones. 

It’s one more good reason why Jenkins continues to 
be the preferred valve franchise ... why, year in and 


year out, it pays, and pays well, to sell Jenkins Valves. 


Jenkins Bros., 80 White Street, New York 13, N. Y. 
Bridgeport, Conn.; Atlanta; Boston; Philadelphia; Chicago; 
San Francisco. Jenkins Bros., Ltd., Montreal 


INS 














There’s a bright new star on your sales horizon. . . 
Republic’s Rubber-Glass Conveyor Belt. It was born to 
handle extra-hot cargoes for one of the world’s largest mal- 
leable iron foundries and it’s now ready for you. 

Rubber-Glass Belt has a multi-ply carcass of small woven 
filaments of twisted glass threads and a specially compounded 
rubber cover, resistant to abrasion as well as extreme heat. 

Republic Rubber and its Milwaukee Distributor, Shadbolt 
& Boyd Company.developed this belt to carry away smolder- 
ing hot shake-out sand from steel and malleable castings. 
Temperatures often rag as high as 400°F. and, sprinkled 
__throughout the sand, were red-hot fragments of ragged metal. 

Conventional “hot ‘material” belts never lasted on this 
job for more than ten weeks, but after more than a full year 
of continuous service, Republic’s Rubber-Glass Belt rolls 
on. It’s still pliable. The belt remains unbroken and good 
for a lot more service! 

Success stories like this happen frequently at Republic 
Rubber. ~ - “ 


Pioneei#in the use of COLD RUBBER 
~ “oO 
REPWBLIC RUBBER DIVISION 


lol 
«" y wn & TIRE CORPORATION, YOUNGSTOWN, OHIO 
= , ce Belyxe Tires & Tubes - + Conshohocken, Pa. 


Your Republic Catalog 
is full of products that were 
developed in just this manner. 
Keep it with you always when 
you're on the job. It’s a real 
selling aid. And good luck with 

— Rubber-Glass Belt, your new 
Howard F. St. George, Vice Pres. exera-hot material belt. 


Shadbolt & Boyd Company 
Milwaukee, Wis. 


REPUBLIC’S 5 -POINT POLICY 


A LINE of rubber items sufficiently complete to permit effectively 
supplying the requirements of the trade solicited. 


A QUALITY of product uniformly good and capable of delivering 
service results that should reasonably be expected. 


A PRICE basis inducing and making possible aggressive competition 
with"yeasonable profit return. 


FREEDOM from competition from his source of supply, either direct or 
indirect, among the trade covered by his day to day solicitations. 


SELLING helps of reasonable amounts so that his sales force may be 
given the advantage of specialized training and a knowledge of the 
product sold. ‘ 


MECHANICAL RUBBER GOODS BY 


REPUBLIC RUBBER 
DIVISION 
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=<<|ndustrial Distribution: 


A Christmas Thought 


HE Christmas season is here again. And soon we'll turn the half cen- 
tury mark to 1950. 


As this time of year rolls around, all of us, whether we are conscious of 
it or not, join in the spirit of the times. It is a season of good cheer, a 
season for the extending of good wishes and for the making of New Year's 
resolutions. This is a part of our heritage. And it is good. 


This is a friendly industry of ours. And for that we can be thankful. 
Let’s keep it that way. Let’s earmark some time at this holiday season 
to say or write the things we know should be said and written. 


The other day I was talking to one of the “deans” of the industry. In 
this discussion of the past and future, he remarked on the tremendous 
progress that had been made toward better understanding between dis- 
tributors and manufacturers. In the process of coming to know each 
other better had come a clearer understanding and appreciation of each 
other’s problems. Most of the mistakes we make are made not because 
we +e moved by ill will but because we don’t know. As we know people 
better, we make fewer mistakes in our relations with them. It’s pretty 
hard to be a thorough-going “stinker” with a friend. So let’s make this 
a progressively more friendly industry. Let’s stop a while this Christmas 
season and write some of those long overdue letters of good will. 


As an intimate part of this industry, we on the staff of InpusrriaL Dts- 
TRIBUTION say thanks to all our many friends for the favors that have come 
our way. We prize and cherish this friendship. Indeed, we’re mighty 


fortunate to have such a swell bunch of people to work for and with. 


Our best wishes for a most happy Christmas season and for a prosper- 


Halt, XBcwdler 
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CONFERENCES prove helpful for Machinists’ Tool & Supply Co.’s five new product 
managers: H. J. Schauer, Ralph Hess, D. D. Layman, Bob ‘Stewart and Al Wilson. 


How To Specialize Without Specialists 


Los Angeles distributor appoints telephone salesmen as “assistants to sales 


manager”; each man assigned five lines on which to concentrate supervision 


“SHOULD WE become specialists?” is a question most dis- 
tributors have given thought to over the years. Robert 
Donovan, general manager of Machinists’ Tool & Supply 
Co., Los Angeles, toyed with the question for a long time, 
concluded that normally there are two lines of action open 
to a distributor, and then devised a compromise— 
appointment of product managers. 

As Mr. Donovan pictured it, a distributor can: 

1. Employ engineers to be specialists on a few of the 
lines he handles. 

2. Strive to make all salesmen specialists in all lines. 

Mr. Donovan rejected the idea of employing additional 
men as specialists. He believed that it would be imprac- 
tical. Emphasis, he said, would be put on the lines for 
which there were specialists but there would be a grave 
danger of the other lines being neglected. 

The alternate solution seemed practical to Mr. Donovan 
in theory but in practice he found that it did not work 
out too well. It required constant checking of records by 
management. Unless the salesmen were reminded con- 
stantly of the need for pushing all lines, they tended to 
revert to pushing those lines for which they had a liking 
or special ability. 

It was while working on this program that Mr. 
Donovan hit on the idea of appointing five product 
managers. They are, in effect, assistant sales managers. 
They were chosen from the ranks of telephone salesmen 
and each one is responsible for pushing the sale of five of 
the firm’s major lines. For example, one is responsible 


for drills, taps, dies, cutoff tools and blades, hoists, pullers 
and files—the products of five manufacturers. 

All correspondence, literature, etc., concerning a par- 
ticular manufacturer is routed to the “product manager” 
handling that line. 

Sales analysis figures for each line are given to the 
product managers. 

Each product manager has access to the Kardex system 
and in slack periods is expected to study the sales and 
inventory figures. 

Each product manager has studied the lines assigned 
to him and rapidly is becoming an expert on them. 


What Are The Results? 


Although the program has been underway only six 
weeks, Mr. Donovan said that it has paid dividends 
already. By constant study of the Kardex file, product 
managers have spotted sales weaknesses which normally 
might have gone undiscovered for three or four months. 
In one case, for example, the sales volume of a line was 
increasing steadily, making it appear that everything was 
going along fine. However, by studying the sales records, 
the product manager in charge of the line discovered that 
there was no record of sales to four or five accounts that 
previously had been good purchasers of the line. 

The product manager immediately filled out an inquiry 
sheet which went to the sales manager, Ray Slader. Mr. 
Slader checked over the sheets to see if there were any 
circumstances of which he knew that would account for 
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the lack of sales. Where he did not know any extenuat- 
ing circumstances, the inquiry forms went to the salesmen. 

In a couple of cases, the lack of purchases was explained 
satisfactorily; in others, though, the inquiry form put the 
salesmen “back on the beam” and brought sales. 

The same inquiry form is used when a manufacturer 
sends the names of prospects obtained from national 
advertising programs. 

The form also is used when telephone salesmen uncover 
leads. In one case, for example, a customer telephoned in 
an order for 100 feet of bandsaw. The customer said he 
had been buying one particular brand for some time and 
was dissatisfied with the results he was obtaining. As a 
result, he said, he was placing several orders with different 
distributors and, after trying them out, was going to 
decide on the brand he would use regularly. 

Immediately this information was obtained by the 
product manager, he filled out an inquiry form that went 
to the salesman’ through Mr. Slader. In addition, the 
manufacturer’s representative was notified so that “he 
could lend a helping hand”. Today, the customer buys 
band saws regularly from Machinists’ Tool. 

The product managers, not being concerned with a 
host of products, are in a position to look over accounts 
more objectively than individual salesmen. Their study 
sometimes leads to instituting inquiries as to why a par- 
ticular customer is not buying a particular product when 
his operation would indicate that he uses the product. 
New business has been developed in this way. 


Purchasing Aided 


The results of the program, however, are not limited to 
sales; purchasing is also aided. Machinists’ Supply employs 
a form on which “lost orders” are reported. Mr. Donovan 
subscribes to the belief that you cannot estimate a poten- 
tial for a product or line strictly from sales figures. Fre- 
quently, he said, you could sell more of a product if you 
carried a more complete stock. It was to help determine 
correct inventories that he devised the lost order form. 

It is a simple form on which all men, inside and out- 
side, report the reasons behind a lost order. The forms 
are accumulated and then every two weeks are studied, 
first by the product managers and then by Mr. Donovan 
and Mr. Slader. 

“Frequently,” Mr. Donovan said, “a complete order 
will be lost merely because we do not have in stock one 
or two of the items on an order. If a customer gives us an 
order for six products, say, and we can supply five of them 
from stock, he often says that he’ll shop around and see 
if he can get the entire order filled in one place. And, it’s 
only natural for him to do this. One of the reasons for a 
customer dealing with a distributor is that he can cut 
down the number of orders he has to place.” 

After the accumulated forms are studied, it is compara- 
tively easy for the product managers and top management 
to determine whether to increase the stock on a line. 

While the program has worked out well, it is still in a 
trial period. Mr. Donovan said, and as the firm gets more 
experience with it, there probably will be some additional 
refinements. Mr. Donovan is aware that the product 
managers have taken on additional work but they are 
reaping benefits in that they are becoming more and more 
valuable to the firm. 

After a period not yet determined, Mr. Donovan plans 
to check the records of the product managers and the one 
whose lines have shown the greatest improvement will 
receive a trip to the manufacturers involved. 

To Mr. Donovan’s way of thinking, the program is the 
ideal compromise solution to the ever-present question: 

“Should we become specialists?” 


ORIGINATOR of the idea of appointing product managers 


was Robert A. Donovan, general manager and treasurer. 





SALES MANAGER Ray Slader finds having assistants gives 


him an opportunity to study the broad sales picture. 


A WHEEL CHART in the sales room keeps salesmen 
reminded of the lines they are responsible for pushing. 
Each month the wheel is turned so that over a year each 
salesman is responsible for concentrating on every line. 
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HOW MUCH TO BUY is determined by J. A. Jordan, 
vice-president, Barnes & Jordan, Syracuse, N. Y. 








REQUISITION LIST, prepared while posting to inventory 
record, is studied by H. G. Barnes, president. 





sound Buying, Selling Need Solid Facts 


Inventory control is economical to both large and small firms 


when put to work improving purchasing and aiding sales 


SOUND INVENTORY management is just 
as important, if not more so, to a small 
concern as to a large one. H. G. 
Barnes and J. A. Jordan of Barnes & 
Jordan, Syracuse, N. Y. industrial sup- 
ply firm, think so. Theirs is not a 
large firm as industrial supply concerns 


go but they are convinced that inven- 


tory control is not only practical for a 
small concern, but necessary. 

For their purpose, Messrs. Barnes 
and Jordan feel that an inventory con- 
trol system should: (1) improve pur- 
chasing methods; (2) aid sales per- 
formance, and (3) be economical in 
maintenance. With these requirements 
in mind, Mr. Jordan adapted a stand- 
ard control system which, as far as his 
firm is concerned, fills the bill. 


Two cards used 


The firm handles 15 lines featuring 
cutting tools from files to key seat 
cutters, materials handling equipment 
and supplies, leather belting and sup- 
plies, fbricsints, precision tools and 
machine tool accessories. An inventory 
tecord of all the items in these lines is 
kept in a single 15-tray cabinet. 

The tray cabinet was chosen be- 
cause of greater permanence, safety 
cand -information. Loose index cards 
get soiled, are mis-filed or lost in 
constant handling. Record cards in 
‘trays are fixed and may be studied by 
removing a single tray at a time. 

_ Records of each item are carried on 
‘two cards, face to face in the flaps. 


The lower card (Illustration A) has 
the standard visible margin on which 
the correct description of the item is 
carried. This card carries the standard 
stock record with customer’s name, 
order number, quantity of goods te- 
ceived, date, quantity sold and balance 
on hand. Mr. Jordan provided for the 
customer’s name as a more direct aid 
in studying sales of particular items. 


Orders separated 


The upper facing card (Illustration 
B) was designed by Mr. Jordan to pro- 
vide a rather complete purchase record, 
showing a separation of stock and 
direct shipment orders. The data kept 
includes date, customer’s name, cus- 
tomer’s order number, B. & J. order 
number, date promised if any, quan- 
tity (divided into stock and direct 
shipments). There is a separate record 
at the right of shipment record show- 
ing date goods were received, quantity 
and balance due if any. 

A review of the entries made on the 
two cards illustrates how the control 
increases purchasing efficiency. The 
entries are fictitious and simplified but 
demonstrate the fundamentals. 

On Jan. 1, the stock on hand was 
20 taps, indicating a low year’s end in- 
ventory. The average rate of sale for 
the last three months of the previous 
year was '144 taps a month. As the 
firm decided to operate on a 30-day 
inventory for the next few months, a 
stock order for 124 taps was placed 


with the supplier on Jan. 1 to bring 
stock up to a month’s supply. The 
date, order number and quantity were 
entered on Card B, the quantity be- 
ing entered in the “Stock” column. 

An unusually heavy order for 144 
taps was received on Jan. 4, necessi- 
tating the placement of.a direct ship- 
ment order with the supplier. This 
entry also was made on Card B, the 
quantity being placed in the “Direct” 
column. The cards then showed a 
total of 268 taps on. order broken 
down into “Stock” and “Direct”. 
Shipment of the stock order was tre- 
ceived on Jan. 6. Data was entered 
on Card A, giving the order number, 
quantity, date and balance. Another 
entry was required on Card B in the 
“Shipment” section to indicate date 
the shipment was received and quan- 
tity. If the entire order was not 
shipped, the balance would be entered. 


Transaction completed 


On Jan. 9, the invoice showing 
goods shipped to Acme, was received 
and entry was made on Card B to 
show that this transaction was com- 
pleted. The cards now showed 144 
taps in stock, a month’s supply, and 
no orders outstanding. Five-day de- 
livery was indicated by the record. 

The next three transactions, all en- 
tered on Card A only, represented 
sales from stock. The record now 
showed only 24 taps in stock. This 
being considered a minimum stock, the 
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STOCK MOVEMENT with customers’ names explained at a glance at this sample card for spiral pointed taps. (Illustration A.) 


BARNES & JORDAN. INC 


THEIR OUR 
ORDER NO 


CUSTOMER 


QUANTITY 





SYRACUSE, N. Y. 


ORDER NO. STOCK DIRECT DATE 


SHIPMENTS 


SH'P'D DATE SH'P'D 


PS 


BUYING RECORD of same taps with separation of “stock” and “direct” orders as shown on this half of record (Illustration B.) 


item and balance were noted on a 
requisition sheet kept daily. 

It was decided to replenish stock to 
another 30 days’ supply on the 25th 
as delivery would be made around the 
first of the next month. As there were 
five days left in the month, it was 
expected that some of the remaining 
taps would be sold. A stock order for 
132 taps seemed a safe estimate. Such 
an order was sent and details entered 
on Card B. 

A dozen taps were sold on Jan. 26, 
leaving only 12 in stock. On Jan. 27, 
a larger order for 150 taps was se- 
cured and a direct shipment was en- 
tered. Shipment on the stock order 
of 132 taps was received on Jan. 30 
which brought the stock on hand to 
144 taps to start another month. 

The sample record is for one month 
only. When carried for longer periods, 
it becomes more valuable. Custom- 
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ers’ buying patterns of various prod- 
ucts can be delineated and analyzed. 
Frequency of direct shipment orders 
can be determined and the possibilities 
of serving some of the customers out 
of stock explored. 


Purchases analyzed 


The inclusion of customers’ names 
in the record makes it a valuable sales 
tool. Product analysis will reveal the 
customers who are buying, the quanti- 
ties they buy and how frequently. The 
latter item is particularly helpful in 
any effort to get certain customers to 
increase the size of their orders. 

The requisition list is a by-product 
of posting sales. If the balance on 
hand is below the minimum, the 
poster enters the name of the item and 
the balance on the list. At the end 
of a day’s posting, the list is turned 
over to Mr. Jordan. He consults the 


inventory record to determine the size 
of the order for each item. 

After a stock order is typed, the 
data is entered in the inventory rec- 
ord. Receipts of goods are posted 
from approved packing slips. In the 
case of a direct shipment, posting is 
done from the invoice. 

Sales are posted from a copy of 
the invoice after goods are shipped. In 
a larger concern, Mr. Jordan said, pre- 
posting from a customer’s order might 
be advisable to avoid selling goods no 
longer in stock. However, in a small 
firm, the time lag between receipt of 
an order and filling is short and the 
tisk of selling out-of-stock items is 
minimized. 

Mr. Jordan said that it takes only 
two man-hours a day to do the twin- 
job of posting and checking invoices. 
In his estimation, they are two hours 
well-spent. 
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FITTINGS’—TREY'RE A PIPE 10 SELL 


Knowing the job each type does on the line is half the work 


of selling them to your new customers and servicing the old 


lr vatves may be called “the police- 
men of the pipeline,” fittings are the 
fluid highway markers that divert the 
flow of traffic. They are in fact classi- 
fied by their use on the pipe line. 

When flowing materials travel “the 
main road” in piping and come to a 
“branch,” generally it will be made 
by a tee, a cross, a side outlet elbow, 
etc. 

In the same way, a narrowing of the 
pipe highway, or an expanding, or any 
change in the fluid passageway, can 
be accomplished by the installation 
of a reducer, or bushing. 

To close the end of the passageway 
entirely, a cap may be used; to close 
it from the inside, so to speak, a plug 
is used. 

To extend the pipe highway beyond 
its present line, but in the ‘same di- 
rection, a coupling or union or butt 
weld is used. To change the size of 
the pipe highway at a corner, a reduc- 
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ing ell is used. (That same ell may be 
provided with an opening at the side, 
in which case it’s a “‘side outlet elbow” 
and create a partial diversion.) 

To achieve several of these diver- 
sions at a single point (i.e., branching, 
reducing or expanding, or deflecting 
the flow) fittings are available that in- 
corporate a combination of the types 
mentioned. One such double-function 
fitting is the reducing tee, for changing 
the size of pipe at a corner. 


Pipe Joints and Pipe Costs 


Pipe-joint making accounts for a 
considerable part of the cost of any 
piping system, involving labor in the 
shop, labor in the field, and the cost 
of upkeep and repair. All three fac- 
tors together determine the cheapest 
joint you can specify—which always 
is the first thing on the mind of your 
customer or prospect. 

Some methods of joining pipe ad- 


mittedly are cheaper than others, in- 
itially; some are cheaper in the long 
run to keep “in condition.” Which- 
ever type you specify, you have six 
methods of joining pipe to pick from; 
connection by threads, flanges, welds, 
compression joints or soldered joints, 
or brazed joints. Each has its advan- 
tages; each has its specific “‘on the 
line” characteristics. 

In general, screwed fittings are used 
with the smaller sizes of pipe and for 
low pressure work (their bursting pres- 
sure is from 10 to 20 times the work- 
ing pressure.) ‘They are manufactured 
to withstand the strains of expansion 
and contraction, and stresses set up 
by the weight of the piping, settling, 
water hammer, etc. 


Materials and Uses 


The materials of which they are 
made, determine somewhat how 
screwed fittings are applied. They are 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1949 

















C4.) 


RETURN 


Es 








SOLDERED 


LL 

















BEND “= DEG ECCENTRIC 
- 90-DEG UNION ELBOW «COUPLING 
4-BOLT UNION 
Hi FLANGE fe 
UNION 90-DEG ELBOW THREADED COUPLING COUPLING - ureion 


THREADED 


ALSO OTHER TYPES SIMILAR 
TO WELDING FITTINGS 


aes 


90-DEG ELBOW seal _ BUSHING 




















COMPRESSION 


Soft sleeve. 





‘FLARED CRIMPED INSERT PIPE 
Armored 
gasket 

FLARED re ee TUBE COUPLING 


EC ()) 


\ 





Mil 


TUBE-TO-PIPE COUPLING 


a 


(am, 





TEE WITH PIPE THREAD 








available in cast iron, brass, malleable 
iron, forged steel and extra heavy cast 
steel screwed fittings (with a larger 
radius than ordinary cast iron fittings.) 

Cast iron types are used for most 
general piping work. Brass, in both 
standard and extra heavy weights, is 
used for feed water pipes where bad 
water makes steel pipes undesirable. 
(Brass fittings may be had in iron 
pipe sizes as well.) 

The manufacturers of soap and 
glycerine, of synthetic rubber, rubber 
and rubber products offer a large po- 
tential market for cast iron fittings, 
as do construction and contractors, 
and most of the chemical and process 
industries, including the food indus- 
tries. Quantity users of brass screwed 
fittings are dairies, flour and grain mills 
and plants for cold storage and ice 
manufacture. The petroleum refin- 
eries, the fabricators of plastic and 
plastic products, and several of the 
utilities, including electric light and 
gas companies, use brass fittings both 
in processing and in plant repair. 

Malleable iron fittings of the 
screwed end type are made in plain 
and beaded styles and for various pres- 
sures. Plain fittings generally are for 
low pressure work. Standard beaded 
fittings are used on lines up to 150 
Ibs.; the extra heavy beaded fittings on 
lines up to 250 Ibs.; and the double 


extra heavy for hydraulic work up to 
800 Ibs. 

To sum up: Plain, standard 
(screwed) fittings generally are used for 
low pressure gas and water (house and 
plant plumbing, etc.) while beaded 
fittings (screwed) are standard for 
steam, air, gas or oil fittings. 

As for the threading itself, the 
most common in use is American 
Standard Pipe Thread (taper 1 in 
16). ‘Taper is important; it insures 
tightness in the joint. The thread is 
60 deg. with a tendency to flatten at 
the crest and the root. 


Welding Fittings 


The markets for welding fittings 
naturally tend to duplicate the mar- 
kets for threaded, soldered, and other 
fitting types. Welding fittings may 
in fact be sold whenever a length of 
piping is sold—which means they are 
marketable just about everywhere. 

They have become “standard prac- 
tice” for use in the oil and gas indus- 
tries; in every type of industrial plant; 
on heating and air-conditioning lines; 
in the chemical and process industries 
(particularly in the manufacture of 
drugs and medicines, soap, paper, 
rayon, nylon, tar products, and similar 
industries); in central power stations; 
in the coal and gas mining industries; 
and in water and sanitation works. 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1949 


The textile and apparel industries 
also use welding fittings in cloth and 
garment manufacture; as do several of 
the food industries (breweries, dair- 
ies, etc.). Welding fittings are an es- 
sential too in boat and ship pipe- 
lines. 


Their Advantages 


Welding fittings do, in addition, 
have markets they have won due to 
their particular advantages. Among 
other things they offer: 

(a) great strength 

(b) long life 

(c) improved flow 

(d) less weight 

(e) great flexibility 

(f) a cut-down on the number of 

fittings required on a job 

(g) easy changes and additions “on 

the line” 

(h) less space required on installa- 

tion 

(i) a simplified pipe system design 

They require less maintenance, na- 
turally; the installation generally is 
intended to be permanent. Flow is 
improved because the I.D. of a weld- 
ing fitting when lined up is identical 
with that of the pipe. Only a butt 
weld generally is required to make the 
joint. As a further aid to the pipe 
fitter, moreover, welding fittings are 
beveled to accommodate the weld. 
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FITTINGS—THEY’RE A PIPE TO SELL 


(Ends also may be supplied recessed 
for welding rings, or with straight- or 
rolled-lips.) 


Materials and Types 


Welding fittings, usually made 
either of seamless or welded construc- 
tion, have a wall thickness that is 
uniform throughout — another good 
selling point. They may be made of 
several materials; carbon-molybdenum 
steel, chrome-molybdenum steel, genu- 
ine wrought iron, high tensile strength 
steel, copper, brass, toncan iron, 
nickel, monel, aluminum, etc. 

They may be joined to various pip- 
ing materials, depending on their own 
material type and nature of joining 
with other metals. Among such “af- 
finitive” metals they join readily are 
steel, stainless steel, copper, chrome, 
carbon-molybdenum steel, or iron, 
brass, nickel, monel aluminum and 
wrought iron. 

Like threaded fittings, they are 
made in standard types, weights and 
sizes for every kind of pipe welding. 
(Several types, like saddles, are peculiar 
to welding fittings alone.) Some of 
these standard types would include: 


90-deg. elbows (long and short radii) 

45 deg. elbows 

180-deg. returns (short, long and 
extra long radii) 

straight tees 

reducing outlet tees 

caps and blind flanges 

sleeves 

crosses 

lapped joint stub ends 

reducers (eccentric and concentric) 

shaped nipples 

flanges 

laterals, etc. 


Flanges For Pipe Fittings 

Frequently, in joining pipe, the 
connection is one of a kind that must 
be broken from time to time. As a 
convenience for the maintenance man, 
in repairs or piping changes, flanges 
generally are used to make that joint. 

They find wide use also to connect 
cast iron valves and fittings, and 
steel flanged-end valves (when that 
construction recommends itself as 
most economical.) Valve-bonnet joints 
usually are flanged. 

When conditions in service ap- 
proach 400 Ib. pressure and above, 
at 600-deg. in-sizes above 3”, the sales- 
man will want to remember that 
screwed fittings move into the “sel- 
dom recommended” category. It be- 
comes hard to achieve a tight threaded 
joint that will withstand such service 
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THREADED FITTINGS arc spotted all over this condensate return unit handling 
returns from a 20 hp. boiler against 100 lb. pressure. How many couplings, plugs, 
elbows, tces, unions, flanges, caps, Y-branches and reducing nipples can vou identify? 


conditions. In that situation, gen- 
erally, the joint is made by welding on 
the flange. Frequently, also, it is pos- 
sible to reduce the number of fittings 
required by thus going over to welding 
(in the pressures and temperatures 
mentioned). Particularly is that true 
on the large, heavy walled sizes of 
flanges. 
Flanges come four ways: 


1. Integrally cast with the pipe 

2.Integrally threaded companion 
flanges, screwed in place on the 
end of a threaded pipe 

3. Lapped Joint or Van Stone sep- 
arate from the pipe, and bearing 
upon laps forged integrally with 
the end of seamless tubing. (In- 
variably these are steel forgings or 
castings.) 

4. Welded to the pipe, such as slip- 
on, welding neck and _ plate 
flanges. 


The integrally cast flange is gener- 
ally on cast iron pipe; in fact, it is 
virtually restricted to it. The forged 
flange, with stub end, for welding to 
the ends of seamless pipe. (i.e. carbon 


stecl, alloy steel, wrought iron, brass 
or copper.) 

Internally cast threaded companion 
flanges have a broad market in piping 
for power plants. Their particular use 
is in joining lap-welded steel pipe, 4 
inches and up in size. 


Flange Materials 


Flanges of cast iron generally are 
used for low pressure services. Steel 
flanges run to the higher pressures in 
steam, and the higher temperatures. 
Flanges also are available in bronze, 
copper, wrought iron, carbon steel, 
lead, steel alloys, and forged steel (in 
welding neck, slip-on, screwed, lap- 
joint and blind types.) 

If any single factor is to be listed as 
“most important” to guide the dis- 
tributor salesman in his choice of a 
flange, it is that compression must be 
maintained on the joint faces for the 
“lifetime” of the equipment. For that 
reason, the outer physical character- 
istics of a flange, like facing, finish and 
coating (used generally for protection 
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THE STEAM JENNY SALESMAN” 


ing pen in hand and putting tongue 
cheek, a distributor reports on ‘a 


y in the life of a purchasing agent” 


By George Rittelmeyer 


General Manager and Purchasing Agent 
Mississippi Foundry & Machine Co. 
Jackson, Hiss. senting the LONGWEAR VALVE CO., not selling 
valves but looking for a distributor for the Steam 
Jenny made by my company.” 











“What does a Jenny 
cost the customer?" 








“It depends on the model. The model “That does sound interesting. By the way, how 
XOJ sells for..., with a discount of... many Jennys have been sold in this state? Have 
In addition, you'll make a profit on the you a list of users?" 

repeated sales of cleaning compound.” 


s Jenny is an absolute must when it comes 
team cleaning. Every garage, road machinery 
se, industrial plant and farmer is a prospect.” 
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is a list showing the names of garages, “Very impressive. | presume that you have been 

machinery houses and industrial plants which selling these Jennys long enough to know the line 

using our Steam Jenny.” thoroughly. What were you selling before you 
made this connection?” 
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“Frankly, I've only been with this company one 
week, and before that | was a flour salesman.” 

















PHOTO-MURALS replace the real thing in panel board displays at Couch & Heyle. 


Product application murals further enhance the suggestive selling power of display. 


Displaying Economy In Display 









More 
Sales 






Lower 
Sate 


WHEN you app it all up, a good part 
of the industrial distributors’ dollar 
goes into the display of products in his 
showroom and becomes a frozen asset. 
Depending on the product, those 
popular panel display boards many 
distributors use to face-up their back- 


counter cabinet doors can, individually, 


run into hundreds of dollars. 

On top of this, a counter salesman’s 
eagerness to satisfy his customer’s 
desire for a certain tool (not in stock, 
but on display), will make him com- 
mit “larceny” against any display 
panel. Consequently, it’s six to eight 
weeks before the “missing link” neces- 
sary to complete the display motif is 
returned to the panel. 

The above were the chief reasons 
for making J. F. Bennett, president, 
Couch & Heyle, Peoria, decide to use 
photo-murals as a device to display 
this firm’s industrial supplies, tools 
and equipment. “In addition to hav- 
ing a complete and effective display at 
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Peoria distributor goes in for photo-murals to 


achieve effective yet economical showroom display 


that does away with tools being borrowed to fill orders 


all times,” said Mr. Bennett, “photo- 
murals permit the display of many of 
our major lines that, because of their 
size and bulk, actually could not be 
displayed on back counter door panels. 


Create Interest 


“Photo-murals have supplied the 
perfect answer to displaying hydraulic 
jacks, wire rope and other heavy equip- 
ment. These products with their ac- 
cessories were arranged in a pleasing 
design and photographed to give the 
photo-mural a three dimensional ef- 
fect. The finished product is a real 
attention-getter and displays the mer- 
chandise more effectively than could 
be done by giving it a prominent posi- 
tion on our display floor. 

“Although the photo-murals will 
not allow the customer to handle prod- 
ucts and make close examination, we 
feel that they completely fulfill their 
share of the selling job; creating cus- 
tomer interest. Consumating the sale, 


demonstrating the actual product and 
allowing the customer to examine the 
product in hand is the counter sales- 
man’s part of the selling job.” 

“To get to the other extreme, the 
products that are small in size present 
a display problem. The display of the 
actual product is too small for the 
average customer to see and recognize 
as a need from his usual position at 
the front of the counter. In this case 
the photo-mural has a distinct ad- 
vantage. Take our photo-mural display 
of precision tools as an illustration. 
Enlarged to three times their actual 
size, each and every tool on the dis- 
play is easily recognized, they suggest 
precision tool needs to every customer 
within 25 feet of the counter. Poor 
eyesight, on the part of the customer, 
is something to contend with when 
building an effective display.” 

Another distinct advantage to 
photo-mural display is the ability to 
keep the displays clean; free of dust 
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MAJOR LINES, regardless of size, can 
be displayed photographically. 


and oil spots. Mr. Bennett pointed 
out that the cloth covered display 
panels formerly used to display preci- 
sion tools had to be oiled occasionally 
to prevent rust. 

“In a very short time,” he con- 
tinued, “the cloth would become full 
of oil spots and too frequently were 
found quite dusty; cleaning was a 
continuous procedure.” 


Costs Compared 


Comparing figures on the cost of 
panel boards displaying the actual 
product as against photo-mural dis- 
play, Mr. Bennett said the cost of a 
three by four foot photo-mural to be 
approximately $35. The large size, 
the type used for the precision tool 
display, cost approximately $75. “For 
us,’ said Mr. Bennett, “the use of 
photo-murals as a display medium, 
constitutes substantial savings.” 

To further enhance the suggestive 
selling powers of photo-mural display, 
Mr. Bennett is now in the process of 
completing a series of murals that will 
depict the uses industrial equipment, 
tools and supplies are put te in the 
customers’ plants. The first few are 
already in their intended positions 
atop the back counter cabinets filling 
the space between the top of the 
cabinet and the ceiling. Future plans 
call for the same treatment to be ap- 
plied to the fronts of the low counters. 

To get the photographic negatives 
with which to print the photo-murals, 
Mr. Bennett enlisted the help of his 
manufacturer suppliers. Manufactur- 
ers cooperated by supplying negatives 
of product arrangements designed to 


SUGGESTING precision tools to all customers within twenty-five feet of this coun- 


ter, precision tool murals are three times actual size to make every tool recognizeable. 








ALTHOUGH photo-mural display does not allow the customer to handle the prod- 
uct, it completely fulfills its share of the selling job, creating customer interest. 


fill the specified space. From these, 
the photo-murals were made locally. 
Some are reproductions of actual dis- 
play panels regularly used for promo- 
tional purposes. Manufacturers’ lines 
that were not adaptable to the usual 
panel board type of display simply 
laid out a pleasing product arrange- 
ment on a table top to size specifica- 
tion and photographed it from above. 
Others responded by supplying neg- 
atives of attractive display scenes with 
unique shadow effects to bring out 
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the three dimensional qualities of 
the mural. The various photographic 
treatments given to the different prod- 
ucts relieves the monotony of like 
displays. 

“All considered,” said Mr. Bennett, 
“we think we have hit upon an ex- 
tremely effective methed, of displaying 
our major lines. The materials for- 
merly used for display purposes have 
returned to their rightful place; on 
the warehouse shelves and available 
for customer consumption.” 























Large display rooms and an acre of parking space are features 


of new building, 5,000 ins 


AFTER 45 YEARS in a downtown loca- 
tion, Briggs-Weaver Machinery Co., 
has moved away from the congested 
area to its new half-million dollar 
home on a main highway in the out- 
skirts of the city. The move was cele- 
brated with a three-day open house 
attended by 5,000 persons. 

The move and the open house was 
preceded by a concerted publicity cam- 
paign that reached its peak with pub- 
lication by a Dallas newspaper of six 
full pages of articles and advertise- 
ments about Briggs-Weaver and. its 


suppliers. An advertising ageticy’s*; 


help was enlisted for the project; there 
was a story on every department and 
its personnel. The publicity, according 
to Briggs-Weaver officials, would have 
been even greater but for the fact that 
they discouraged the use of congratu- 
latory ads from contractors and the 
people who furnished materials for the 
building. Spot announcements on the 
radio also were employed to make 
Dallasites aware of the company’s new 
address and telephone number. 
Briggs-Weavei was founded in 1896 
‘by J. C. Weaver, engineer and C. H. 
Briggs, supply dealer. George O’Leary 
is now president and also is president 
of the parent company, Houston Oil 
Field Material Co., Inc. Ashley De- 
Witt, a former Dallas city councilman, 
is vice-president and general. manager. 


MAIL ORDER BUSINESS and quotations are handled by this staff. They occupy STOCK RECORDS are mainisi 
only a small part of the 61,000-sq.-ft. in the new building. : ae eee 
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in tubs, equipped with casters. 



































pect facilities at three-day open house 





COUNTER CUSTOMERS are provided with both ample space to park and plenty 
of room in which to move around after they are in the building. The counter is 
semi-circular, permitting seven or eight countermen to work without getting in each 
other’s way. Note the receptables provided for cigarette ashes and butts. 
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TRAINING for a position on the Western Iron Stores Co., 
Milwaukee, sales team starts in the rear ranks. Joe Hinton, 
new sales trainee, gets first half of sales training program 
from store manager Henry Glitz. 


Sales Training Programs: A Twin Responsibility 


COUNTER SALESMANSHIP is further step in training 
of Joe Hinton. Next phase of program is a move to junior 
salesman’s position, where Western Iron Stores’ sales man- 
ager takes over training responsibility. 


This Milwaukee supply house combines skilled training of both 


store manager and sales manager to produce competent salesmen 


without extra expense or disrupting normal routine of business 


*e 


JOINT CALLS with sales manager, J. O. Smith, teaches 
trainee to stand on his own feet. Mr. Smith notices new 
salesman’s method of presentation, later making suggestions 
and changes in trainee’s approach. 


78 


ee 


ON THE SPOT COACHING after each joint call lets 
Joe Hinton know where he made mistakes in sales interview. 
Sales manager demonstrates methods of making sales presen- 


tation interesting to customer. 


INDUSTRIAL DISTRIBUTION * DECEMBER, 1949 








- ier 6 


} len fi | 


o 





“ul 
> 


1 lets 


rview. 
resen- 











A TRAINING PROGRAM for potential salesmen, which most 
sales minded distributors agree is essential if the firm is 
to get its share of business in the future, need not be an 
extensive operation. The average industrial distributor 
can take sales training in his everyday business stride, as 
is done by Western Iron Stores Co., Milwaukee. 

“The end result of some definite plan for training 
future salesmen,” says Walter W. Ethier, vice-president 
of this firm, “is a selling edge over competition, which 
can be a precious asset to a selling organization.” West- 
ern Iron Stores strives to avoid the too common mistake 
of putting young salesmen into the field too early with 
only a theoretical taste of salesmanship. 


Sales and store managers job 


The management of this firm feels that the responsi- 
bility for training new salesmen should rest with two 
department heads, the store manager and the sales 
manager. Both of these men take an active part in the 
development of competent salesmen. It is the store 
manager’s function to give the trainee a basic knowledge 
of the products he will someday sell, so that he can 
sell with the confidence born of this knowledge, while 
the organization’s sales manager gives the trainee what 
he needs to know to actually move the firm’s products. 

Western Iron Stores’ sales manager, J. O. Smith, feels 
that: “If left alone to flounder for himself on a trial 
and error basis the new salesman is quite apt to develop 
and retain a number of bad sales habits that makes sales 
misfire. A series of sales failures lowers morale and can, in 
time, make the young salesman acquire an unconscious 
will to fail at his job.” Too many. young salesmen, put on 
the road with inadequate training, find that after selling 
their first few friendly connections that the road gets 
tougher, and they usually end up looking for new jobs 
“more suited to their individual personalities.” 


Warehouse is starting point 


Without disrupting the regular routine of the supply 
house, Western Iron Stores is able to successfully oper- 
ate their “twin operation” sales training program. The 
potential salesman starts work in the warehouse, under 
the supervision of Henry Glitz, store manager for the 
frm. The goal for the new employee is eventually the 
position of outside salesman, but his rate of advance- 
ment and the length of time that he spends in store 
operation depends upon the degree of ambition, person- 
ality and ability he displays in the various intermediate 
positions he holds. His training is meted out from the 
beginning with the thought, “What can be done to 
make him a good salesman?” 

A close working relationship between Mr. Glitz and 
the personnel in his department permits careful observa- 
tion, training and coaching all through the employee’s 
line of promotion. The store manager devotes as much 
of his time as possible to the trainee, and the potential 
salesman is given every opportunity to draw upon Mr. 
Glitz’s years of experience in product handling. When 
the new employee reaches the position of counter sales- 
man, he has acquired a well rounded education under 
normal working conditions. He has accumulated a basic 
knowledge of the products the firm carries, an ability 
to get along with customers, and has begun to learn to 
anticipate and satisfy their needs intelligently. 

At this point guidance of the trainee is taken over 
by Mr. Smith. The new employee is advanced to the 
post of junior salesman, and after some basic instruction 
in the psychology of outside selling, is ready to start 
the actual job of moving the company’s products. 








Mr. Smith will delegate his new recruit to cover a 
few selected and nearby accounts. The salesman is not, 
however, a free agent who can come and go’as he pleases. 
Everyday contact with the sales manager for daily instruc- 
tion is one of the principal training rules. 

Each call that the trainee makes is carefully reported 
to the sales manager, and his actual sales results are 
checked against an ideal goal. Once or twice each week 
Mr. Smith and the junior salesman make joint calls on 
different accounts as an additional training measure. 


No swivel chair tactics 


Swivel chair tactics for training salesmen are not part 
of this sales manager’s training procedure. Mr. Smith 
believes in getting out with the salesman and seeing for 
himself how the sales interview is conducted. 

“The purpose of making joint calls with the young 
salesman,” states Mr. Smith, “is to teach him how to 
stand on his own two feet when he is selling on the 
buyer’s home ground. Observing his manner and man- 
ners while confronting the customer, demonstrating, 
instructing and coaching him on the spot when he makes 
sales errors, help to put persuasiveness in his sales presen- 
tation. Gradually the junior salesman masters the art of 
making his sales presentation interesting, convincing and 
helpful to the customer. While the early stages of the 
sales training delivers a well rounded education in sales- 
manship, the test is never complete until the trainee 
can be observed under fire in the customer’s office.” 

Confidence, according to Mr. Smith, stems principally 
from the salesman’s complete knowledge of the product 
he is attempting to sell. This is why the company stresses 
the importance of the sales manager and the store man- 
ager working in conjunction to give the trainee exactly 
the type of information he will need when selling. 


Personality not enough 


“The new salesman certainly cannot get by on a 
pleasant personality alone,” says Mr. Smith. “He has 
to start thinking in terms of the job the product will 
do in the customer’s plants. I stress the importance of 
product engineering knowledge to young salesmen, tell- 
ing them that there is nothing undignified about being 
too well informed. A good many young salesman trying 
to get by on their personalities seem to think so these 
days.” 

Mr. Smith feels that the trainee’s technical knowledge 
should go bevond the product itself. A complete under- 
standing of the uses of the tool or supply equipment is 
necessary to intelligent selling, plus a knowledge of the 
individual customer’s problem in relation to the use of 
the distributor’s products, thinks Mr. Smith. The sales 
manager emphasizes the fact that most customers expect 
salesmen to be more than order-takers, that customers 
often depend on salesmen for the solutions to individual 
plant problems. Mr. Smith recognizes that this ability 
comes from experience in selling, but thinks that the 
need for this quality should be understood from the 
beginning. 

Following these two phases of sales training, sales 
meetings, business magazines and product literature all 
play their parts in developing sales techniques and job 
responsibilities for the junior salesman at Western Iron 
Stores. In addition, Mr. Smith’s personal instruction 
provides a continuous training. 

Through this twin responsibility for developing new 
salesmen, the management of Western Iron Stores has 
found that economical training in product background, 
plus guided efforts in learning sales know-how can be 
expected to produce competent salesmen. 
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company’s own system. 


a cubicle for each line. 


SALES STATISTICS and information are 
the keys to development of sales per- 
formance as far as H. A. Tiemeyer, 
manager of the industrial supply divi- 
sion of The W. H. Kiefaber Co., Day- 
ton, Ohio, is concerned. From the 
standpoint of the salesman in the field 
and of management, sales statistics and 
information are constantly at work 
whether one is conscious of them or 
not. 

Mr. Tiemeyer pointed out that the 
salesman who makes a call without 
knowing anything about a large order 

the customer has placed by mail can- 
not show his appreciation. By the 
same token sales management, which 
has no other yardstick for measuring 
performance other than a trust in 
memory, cannot spot weaknesses or 
plan successful selling effort. 
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SALES DATA, such as H. A. Tiemeyer of The W. H. 
Kiefaber Co., Dayton, Ohio, is studying, are result of the 





CUBICLES in front and at side of Leota Buchholz, who 


provides analysis figures, hold invoices coded by major lines— 
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BREAKDOWN of month’s sales by salesmen also shows 
salesmen’s monthly averages for current and past years—a 


valuable management aid. 


het 


| figures. 


Gathering sales statistics and infor- 
mation costs money, but Mr. Tie- 
meyer’s experience has been that it 
pays. The growth of his department 
testifies to it. From a small beginning 
of providing each of his salesmen with 
a copy of every order sent in by cus- 
tomers, Mr. Tiemeyer has developed 
his information and statistical gather- 
ing facilities to include sales analysis. 
The cost involved is one employee’s 
full time. No mechanical equipment 
other than an adding machine is used. 

Two monthly sales reports and a 
customer purchase record constitute 
the fruits of Mr. Tiemeyer’s fact ga- 
thering system. The reports and rec- 
ord are: ; 

1. Monthly Sales Report of Each 
Salesman by Major Lines, showing: 

A. 43 major lines. 


PAST SALES figures are taken from simple card file kept 
by Mrs. Elizabeth Miller, secretary, and provide comparative 





Sales Statistics Need Not Cost Much 


B. Territory total for year. 
C. Total for same month of 
pre-year. 
D. Total for current month. 
2. Total Sales By Salesmen 
A. Salesmen and territories. 
B. Preceding year’s monthly 


average. 

C. Current year’s monthly av- 
erage. 

D. Current year’s monthly 
sales. 


3. Total Sales by Customers. 
A. Customer’s name and data. 
B. Six-year record monthly 
sales and calls. 
C. Ten-year record of annual 
sales. 
The steps involved in gathering the 
statistics are relatively simple. All in- 
voices are coded to indicate which of 
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PREVIOUS 
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loose-leaf binder. 


the +3 lines they are to be included 
under. As several different major lines 
appear on most invoices, it is neces- 
sary to segregate them. Each invoice 
line of a particular commodity group 
is copied on a white slip which also 
shows the customer’s name. As an in- 
voice line is copied off, a colored line 
is drawn through it on the copy of the 
invoice. It must remain legible in 
order that the customer’s total pur- 
chases may be added. The invoice 
lines of a single commodity group are 
left on the invoice copy since the in- 
voice can then be filed under that 
commodity group. 

Invoice copies and white slips are 
then sorted into small cubicles. There 
are 43 cubicles, one for each major 
line. Current sales of any single ma- 
jor line can be obtained at any time 
by adding the amounts on invoices 
and slips in the cubicle. 

At the end of the month, the in 
voices and slips in each cubicle are 
sorted by salesmen’s customers. The 
amounts are added and the totals en- 
tered on each salesman’s report of sales 
by lines. The process is repeated in 
each cubicle until salesmen’s totals for 
all +3 lines are obtained. 

The territory total for the year is ob- 
tained by adding the current month’s 
sales by lines to totals shown in the 
territory total column of the previous 
month’s report. The sales figure for 
the same month of the previous year 
is copied from the previous year’s 
monthly report on file. One copy of 
the salesman’s monthly report goes to 
Mr. Tiemeyer and one to the sales- 
man. 

After the salesman’s report has been 
prepared, all the white slips are dis 
carded. The remaining invoice copies 
are sorted by customers and the total 
purchases of each customer is ob- 


HISTORICAL RECORD of customers, their purchases and salesmen’s calls are kept on these forms (104 by 43 in.) which fit into 
The record is available to salesmen for their own analysis of sales. 
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MONTHLY REPORT of sales by major lines, with total for year and sales for 
same month of previous year is effective sales tool. Form is hectagraphed on stand- 


ard 84 by 11 in. sheets. 


tained. ‘Uhese totals are centered in 
the customer purchase record. 

On the purchase record form, there 
is a space alongside the purchases foi 
each month for keeping track of the 
number of calls made by the sales- 
man. Salesmen’s calls are entered 
into the purchase record from daily 
call reports. The number of calls 1s 
compared to volume constantly to de- 
termine coverage and results. The 
record is available to salesmen for 
comparison with sales by lines. 

Mr. Tiemeyer thinks the monthly 
sales by lines report to each salesman 
is sufficient for the present. No pro- 
visions for securing a report of cus- 
tomers’ purchases by major lines have 
been made. However, this breakdown 
can be secured by re-sorting the in- 
voice copies and slips after the sales- 
man’s report has been completed. 

In lieu of this breakdown, salesmen 
can analyze their customers’ purchases 
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in other ways. ‘Uhe salesmen, Mr. 
Tiemeyer said, know the large buyers 
of their major lines. Any decline in 
the sales of any particular line can be 
traced by consulting the purchase rec- 
ord for known buyers of the line to 
see if there is a corresponding decline 
in purchases. Another method is to 
check each customer’s orders, copies 
of which the salesman receives daily. 

Although not a complete sales an- 
alysis system, it is geared to the needs 
of the staff and management, Mr. Tie- 
meyer said. The data and information 
has stimulated an analytical approach 
to selling and sales direction. Sales- 
men have improved their sales plan- 
ning. Management has a yardstick to 
measure performance, coverage and 
penetration. The availability of hard 
facts about salesmen, territories, cus- 
tomers and product lines has enabled 
management to plan ahead realistically 
and confidently. 
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ENGINEERING helps distributor and 
customer, says L. H. Shingle, Shingle 
& Gibb, Philadelphia, whether on a 
standard package conveyor or. . . 


x 


. -. LARGE INCLINED RUBBER BELT job bringing 


* 


bags of flooring compound 


up from first to second floor such as the one illustrated above. This installation was 
one of Shingle & Gibb’s engineered sales which solved a particularly difficult materials 


handling problem for a customer. 


Engineering Backs Conveyor Sales Effort 


Competent technical service clinches creative sales work by salesmen 


who are trained to spot opportunities for improved materials handling 


SELLING MATERIALS handling equip- 
ment and supplies generally involves 
power transmission. In order to han- 
dle the two lines effectively from the 
standpoint of customer satisfaction 
and profit, the distributor must be 
able to provide competent engineering 
service. This is one of the five major 
policies adopted by Shingle & Gibb 
Co., Philadelphia, when the firm was 
reorganized several years ago. 
Competent engineering _ services 
alone, said L. Howard Shingle, Jr., 
vice-president, would not have caused 
the company’s sales curve to move 
steadily upward since the reorganiza- 
tion. The firm also stresses (1) its 
availability as a single source for the 
purchase of conveying and power 
transmission equipment and supplies; 
(2) dependable and high quality prod- 
ucts; (3) immediate delivery of many 
kinds of equipment, and (4) ready 
information concerning products. 
The company’s technical _ staff, 
headed by F. W. Baldt, general man- 
ager, and J. F. Muller, sales manager, 
believes it has the answer to those 
critics who maintain that industrial 
distributors are not equipped to give 
the sort: of sales engineering which 
advances the sale of technical prod- 
ucts. The staff studies customers’ 
conveyor and transmission problems 
uncovered by salesmen, lays out solu- 
tions and makes recommendations. 
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The need for engineering service on 
conveying products, said Mr. Shingle, 
is demonstrated frequently. Many 
customers and prospects try to con- 
struct their own conveyors. They in- 
quire of Shingle & Gibb salesmen 
about parts they will need. To make 
proper recommendations, the salesmen 
dig for additional data. The customer 
or prospect learns that many factors 
enter into the design and construction 
of even the simplest conveyor. These 
include, among many other considera- 
tions, the type of material to be han- 
dled, bulk or packaged, quantity, 
weight, length to be covered, width 
required, whether material is to be 
moved horizontally or vertically. 

By this time, the customer or pros- 
pect realizes, without further demon- 
stration, that considerable engineering 
is involved. The data are required by 
salesmen in order to make recommen- 
dations as to the parts required 
whether the customer chooses to con- 
struct his own conveyor or to order one 
from the salesman. 

From the sort of questions the sales- 
men ask, it is apparent that Shingle & 
Gibb’s sales training emphasizes prod- 
uct knowledge. In addition, Mr. Baldt 
and Mr. Muller, who was formerly 
with a manufacturer of transmission 
products, conduct meetings which em- 
phasize spotting opportunities for 
“package” sales of conveyor and trans- 


mission products. Salesmen are in- 
formed on how to observe methods of 
moving large quantities of material in 
plants they visit and to visualize im- 
provement through conveyors. 


Salesmen spot opportunities 


Although the individual members 
of the sales staff have some technical 
background, their primary assignment 
is to sell equipment and supplies and 
to spot opportunities for new installa- 
tions, improvements or replacements 
of conveying set-ups. When a sales- 
man uncovers a potential “package” 
sale, he makes the suggestion to his 
plant contact. If any problems arise 
concerning his suggestion, he takes it 
up with Mr. Baldt or Mr. Muller and 
returns to the customer with addi- 
tional sales material. 

If the salesman succeeds in selling 
the customer the idea of a new instal- 
lation, improvement or replacement, 
he fills out a mimeographed form 
called a “Conveyor Data Sheet”. This 
lists all the specifications of the pro- 
posed conveyor and power transmis- 
sion involved. Wherever possible, the 
salesman is asked to make a rough 
sketch of the proposed installation on 
the back of the sheet. 

Under the specifications on the 
“Conveyor Data Sheet” are listed the 
parts required in the installation: mo- 
tor, base, reducer, sheaves, sprockets, 
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chains, bearings, idlers, etc. Opposite 
the listed items are two columns, one 
indicating price and the other date of 
delivery. ‘he salesman does not fill 
out these spaces but sends the sheet 
to the office. 

At the office, Mr. Baldt and Mr. 
Muller go over the data sheet to check 
the specifications and parts. If they 
ie suitable and parts check with 
,pecifications, the quotations and de- 
very dates are entered for each part. 
| he data sheet is then returned to the 
salesman. 

The salesman then returns with the 
sleet for the customer’s approval and 
in order. Once the order is obtained, 
blueprints are made and a copy is sent 
to the customer. In the event that 
either Mr. Baldt of Mr. Muller has 
other recommendations to make, or 
alterations to suggest on the originai 
specifications and parts list, these are 
explained to the salesman. The sales- 
men then takes them up with the 
customer. 


Officers handle special problems 


Sometimes further investigation and 
study of the installation is required b 
Mr. Baldt or Mr. Muller. In suc 
cases, they visit the customer’s plant 
with the salesman to study the prob- 
lem first hand and secure further per- 
tinent data. 

One such instance involved a cus- 
tomer conveyor problem in a plant 
which required moving sheet glass. 
Safety and prevention of damage were 
primary considerations resulting in 
new recommendations of speed—a 
half foot per minute and proper rub- 
ber belting. 

The type and variety of material 
moved in modern industry militates 
against any widespread standardization 
of conveying equipment, Mr. Shingle 
said. Although the firm engaged in 
installation work, it was found that 
most plants had the necessary per- 
sonnel to do their own installing and 
needed only the engineering advice on 
design, specifications and parts. This 
is furnished by Mr. Shingle’s firm, 
which contributes its extensive experi- 
ence with conveyor problems and 
knowledge of products. 

The lack of any general standardiza- 
tion, Mr. Shingle said, gives salesmen 
many opportunities to employ creative 
selling talents. To back the salesmen’s 
efforts, Mr. Shingle said, the firm has 
equipped itself with the products and 
engineering talent to service virtually 
any industry material handling needs 
from groceries and bottles to floor 
compounds in bags. To sell, the sales- 
man should recognize conveyor prob- 
lems, know his products and study 
customer operations. 


MANY ITEMS are involved in conveyor sales. Herbert Thomas, assistant sales man- 
ager, inspects display including model bottle conveyor, speed reducer, trough idler, 
pillow block, roller chain, couplings and pulleys. 


— 





CONVEYOR DATA SHEET 














Length 








Quantity 





Vertical a Ft. of Lift 


R.P.M. HP. oh. Volts 











PARTS REQUIRED 





Motor 





Motor Base 





Reducer 





Sheave 





Sheave 





Sprocket 





Sprocket 





Chain 





Head Shaft 





Head Bearings 





Head Collars 





Head Pulley or Spr. 





Idlers 





Return Idlers 





Tail Shaft 





Take-Ups 





Tail Collars 





Tail Pulleys or Spr. 





Belt or Chain 











Use Reverse Side for Sketch 











CONVEYOR DATA SHEET (mimeographed, 8 x 11 in.) is used by salesmen to list 
specifications and parts for proposed installation. Sheet is returned to customer 


with quotations and delivery dates after inspection by technical staff. 
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1 FIFTEEN MINUTES is the time required for Hazel 
s Westphal, order editor to check the 65 daily average 
number of industrial sales orders against an approved list of 
accounts to correct misspelled names, wrong addresses, ete. 


3 & 4 THIRTY MINUTES in the divisional office 
s a gives George Behringer, divisional manager, a 
picture of his salesman’s individual performance in the 
field and the trend in the volume of sales by products. Ann 


? TWENTY MINUTES later, Joseph Zimmer, credit 
= manager, has reviewed the sales orders and approved 
credit on each. At the same time, credit ratings are obtained 
for anv orders received from new accounts. 


Reindl, division clerk, issues purchase orders for special 
items, types customer purchase orders on standard sales 
order forms and checks sales orders against back order files 
for shipments being held for additional weight. 


Order Routine On a Streamlined Basis 


Wisconsin distributor develops speed and accuracy in a 


simplified method of processing orders through the office 


It’s THE GENERAL BELIEF Of many office managers that 
executive groups are to blame for office operations not 
coming up to the standards of efficiency set in other 
departments of business operations. Most executives, 
they claim, come up through sales departments and are 
thoroughly unfamiliar with the routines and procedures 
of efficient office operation. Their main concern being 
increased. sales, the “big game” of the firms’ operation, 
they’re wont to ignore the inner machinery of business 
so long as the service is not too bad and invoicing errors 
are not robbing their salesmen of too much selling time. 
As one manager said: ““They never look under the hood at 
the machinery until the car can’t make the grade anymore.” 


Adding to the office problems, in past years, sales vol 
ume with most industrial distributors has been on the 
increase. Handling more orders than ever before has 
taxed many outmoded office systems; a problem that 
definitely falls into the lap of management. 

In an attempt to increase office eficiency, management 
sometimes resorts to increasing the office force beyond 
what is needed to handle the additional load. The wiser 
distributor has made a study of his office operation and 
attacked the problem on a wholesale basis; installing 
new, more flexible and simplified methods of office pro- 
cedure designed to eliminate duplications and keep 
abreast of the accelerated sales pace. <A case in point 1s 
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SIX HOURS is required to fill the 65 sales orders from 

a various sections of the warchouse and have them 

shipped. Each. item is checked on the sales order by ware 
housemen like Robert Kolar. 


] THREE HOURS morc is necded for Abner 
~ s Hansen, extension clerk, to extend sales orders 
using an electric calculating machine and La June Krom- 
forst, billing clerk, to write the invoices on an electric billing 


the J. J. Stangel Hardware Co., Manitowoc, Wis. 

Two years ago, order routine was put on a streamlined 
production basis to cope with the increasing volume of 
sales orders and to keep clerical costs down. At present, 
approximately 3,300 sales orders are handled by Stangel 
Hardware each month in a manner which delivers the 
utmost in speed and accuracy. 

“Our old system reached the limit of its capacity,” 
said Arthur Stangel, president of this firm, “and a com- 
plete revamping of our office and order routine was nec 
essary to eliminate bottlenecks and maintain a satisfactory 
level of service to our customers. While improvement 
in office routine is a continual project, we feel that our 
present method of processing orders is, at the moment, 
the best for our needs and perhaps adaptable to many 
other distributor operations.” 

Designing a new office procedure is usually a_tailor- 
made proposition for industrial distributors hinging, 
among other things, on the number of lines handled, 
the customers served and sales volume. The system of 
order routine at Stangel Hardware, however, is flexible 
and adaptable to distributor operations with common 

(Continued on page 153) 


rt 
Di. 


5 THREE HOURS later, Charles Peterson, pricing clerk, 
a has entered prices and discounts on the sales orders. 
‘The divisional clerk has written necessary back orders; the 
order editor has assigned invoice and territory numbers. 


machine. Totals on the invoices are checked against the 
extension totals as an insurance against pricing errors. The 
five part invoice is distributed to the proper departments. 


An additional 30 minutes completes the operation. 


OFFICE LAYOUT is an important aspect of order 
» processing. Stangel Hardware has grouped related 
operations so that sales orders travel the shortest possible 


distance from one operation to another. 
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W ort me gee 


MODERN DESIGN is the keynote for the new plant of constructed building is located on a 44 acre site in Seattle’s 
Campbell Hardware and Supply Co., Seattle. The recently industrial district, has 100 car parking space. 


Seattle Distributor Opens New Plant 


Open house and product ex- 


position attract 3,500 as 
Campbell Hardware & Sup- 


ply Co. celebrates completion 





of new building 


A THREE-DAY open house and prod- 
uct exposition was held recently by 
the Campbell Hardware & Supply 
Co., Seattle, as the management cele- 
brated the opening of their newly 
constructed supply house. Thirty- 
| seven manufacturers presented ex- 
eens — — “<< hibits in the new plant, located in 
WIDE EXPANSE OF GLASS gives the 7,000 square foot display floor plenty of _— Seattle’s expanding industrial area. 
light, helps make displays more attractive. The sample boards are painted red to The open house and exposition 
enable merchandise to stand out in bold relief. attracted some 3,500 visitors during 
the three day affair. They were drawn 
to the plant by mailed invitations, 
newspaper advertisements, and a 
searchlight display in front of the 
building each night. Exhibitors’ per- 
sonnel and the 60 Campbell em- 
ployees were identified at the open 
house with ribbons bearing their 
names, while guests were asked to 
register for door prizes and were each 
given a souvenir whetstone and litera- 
ture relating the Campbell Com- 
pany’s history and describing the 
new building. 

Most of the exhibits were shipped 
from the east by manufacturers, and 
had been scheduled and appeared at 
such shows as the Metals Show in 
Los Angeles. Special arrangements 

ne oe ccna ated were made by Campbell’s manage- 
ADJUSTABLE SHELVING is practical feature of stockroom. Shelves can be ment to rent exhibition booths from 
spaced to fit individual items ,effect a 25 percent saving in space. Fluorescent lighting the Seattle Civic Auditorium, and a 
provides adequate illumination for workers. scenic lighting company provided 
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illumination for each exhibitor. The 
display floor was decorated by a large 
number of floral displays sent for the 
occasion by Campbell’s customers 
and suppliers. 

The new plant is a two story struc- 
ture with a large penthouse atop the 
second floor. The shipping, receiving, 
bulk storage and office areas cover 
10,000 square feet, while a support 
free display room occupies 7,000 
square feet. 

The entire front area and half of 
one side of the display floor is plate 
glass from floor to ceiling, with the 
floor completely unobstructed _ by 
pillars of any kind. All sample boards 
are painted red, which causes all fin- 
ishes of tools and materials to show 
up to advantage. A sales counter 
runs the length of the display floor, 
with stock shelves behind it. 

An enclosed loading platform ad- 
joins the shipping and _ receiving 
room, where merchandise purchased 
in carload quantities will be housed. 
Layout tables for both shipping and 
receiving materials will be installed. 
An escalator will carry package goods 
to the daylight second floor, while 
a gravity chute will speed service from 
the second floor to the first. 

The stock room utilizes a new 3 
inch plyboard adjustable shelving, 
with the result that the same amount 
of stock can be housed in 25 per- 
cent less space than on fixed shelv- 
ing. Height of the shelving is ad- 
justed in accordance with the height 
of items on the shelf. 

The offices are just to the right of 
the main entrance. The ceilings are 
accoustically tiled, while asphalt tile 
is used for the office floors. 

Telephone salesmen are located 


SOME OF THE CROWD that attended Campbell Hard- 
ware & Supply Co.’s open house and exposition is shown 


EXTRA WIDE AISLES make removal of stock a more efficient and speedy process. 





looking over exhibits. Thirty-seven manufacturers brought 
exhibits to be displayed during the three-day celebration. 


Shelving here was spaced for each item of stock in a matter of seconds, can be 


quickly adjusted when stock is relocated. 


near the stockroom for quick handling 
of orders. The greatest percentage of 
the inventory is housed on the main 
floor, where articles called for most 
frequently can be speedily obtained. 

The penthouse, Wallace Campbell, 
president, said, will serve as a lunch- 
eon and recreation room for em- 
ployees and a meeting room for 
customers on special occasions. This 
section of the building was not com- 
pleted at the time of the opening, 
but the penthouse is wgeied to be 
ready for service soon. 

Campbell Hardware & Supply Co. 
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had been located in a five-story struc- 
ture in downtown Seattle since 1927. 
Parking problems and a_ congested 
truck-loading area had made the loca- 
tion increasingly undesirable. When 
the company moved into the new 
building, the original plan was to 
keep half of the stock in the old 
building for several months, until 
customers could adjust to the change. 
However, the industrial exposition 
fixed the new location in customers’ 
minds so well that the old buildin 
will be closed as soon as the stoc 
can be moved out. 











An Index of Industrial Distribution Articles 


Here’s a listing of articles that appeared in the last five issues 





GENERAL 
Month 


THE Business OurLoox 
First half of ’49 reviewed 

“DEATH OF A SALESMAN” 
A picture review of a Broadway hit 

Tue STEAM JENNY SALESMAN......... Dec. °49 
Just a joke between friends 


IDEAS FOR MANAGEMENT 


TAILORED INVENTORIES SuPPORT SALES.Oct. ’49 
An approach which leads to sales 
More SALEs—LOoweEr Costs 
The first in a series on Cost Reduction 
How To Save Power DoLiars........ Nov. 749 
The second in the series on Cost Reduction 
INVENTORY ConTROL Gores On AN 
“ASSEMBLY LINE” BASIS..........- N 
San Francisco firm tells you how 
Sounp Buyinc, SELLING NEED SOLID 
Facts 
All firms profit by inventory contro] 
STREAMLINED ORDER ROUTINE Dec. ’49 
Distributor speeds up order processing 


LAYOUT AND DISPLAY 


Dispray Serts Power TOOLs........ Nov. ’49 
Proof of effectiveness in display 

DispLayinc Economy IN Display Dec. *49 
Photo-murals prevent display “larceny” 


MEETINGS 


ForuMs SCHEDULED 
Regional meetings in Rye, Biloxi, Chicago 
First REGIONAL MEETING IN Rye......No. 749 
A report of the first meeting 


PRODUCT SELLING 


EXTINGUISHERS 
Complete service offered on fire extinguishers 
WARE, SL tks ooo eae Nov. *49 
Pertinent facts to help sell valves 
FiIrTIncs 
Product information to increase sales 


PROMOTION 


How Supp.ies Reacu I[npustry 
High school students learn the ropes 
Novetty Maruincs Make FRIENDS 
New and novel methods of direct mail 
An EFFectTIveE Maiinc List......... N 
How to keep it up to date 
SEATTLE DisTRIBUTOR OPENS PLAN’... 
3,500 attend three-day open house 
A New Home Out or Town ». 749 
5,000 attend celebration in Dallas 


Page 
74 


82 
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SALES IDEAS 
Month 
A ConcENnIAL HoMeE LIFE FOR 
SALESMEN Aug. *49 
Sales management can help 
SaLes SuRvEY CAMPAIGNS........... 4 Aug. *+9 
A new idea for sales campaigns 
‘TEAMWORK IN SELLING IS SIMPLE......Aug. "49 
The how and the why-for 
ge Seeeeee er eer rr Tere Sep. ’ 
How to increase selling effectiveness 
Sates Meeiincs Tuat Ciick 
Distributor invites the customers 
Can You Herr Beat THE Droucut?. . Oct. 
A study of the irrigation market for sales 
Spor Reparrs Brinc SALES 
Repair service pays off in sales. 
SPECIALIZING WitTHoUT SPECIALISTS. ..Dec. ’ 
Sales manager gets five assistants 
SALEs Statistics NEED Nor Cost 
Mucu 
And here’s a story that proves it 
ENGINEERING Backs SALES EFFORT 
Technical service fills the bill 


SALES IDEAS FOR SALESMEN 


Try A New ApprRoACH 
A salesman’s system when plant gates are closed 
SALESMEN Must BE Soup on 
SALESMANSHIP t. °49 
A few lessons directed at salesmen 
Constant Contact CREATES 
CuSTOMERS 
How this theory works out 
SALESMEN REcoRD SALES IDEAS 
How to record round tables 
On-Tue-Jos SELLING 
Demonstration with trailer unit 


TRAINING 

CLINIC FOR ‘TELEPHONE SALESMEN....Aug. ” 
How to develop telephone technique 

SALES TRAINING PROGRAMS .. 
Shared by store and sales managers 


WAREHOUSING 


SPEEDING UP THE SERVICE........... Nov. °49 


Improved service by use of pneumatic tube carrier 


WAREHOUSING WITH PEAK Erricrency. .Nov. 749 
Good housekeeping brings results 


QUESTIONS & ANSWERS 


CuHualtn SLINGS 
Wenn Ropr: Sunes... .. 5... 0656 6kn8 Nov. 
CuHaIn DrIvEs 
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These Osborn Master Sweep Floor 
Brushes are real cost-cutting tools 
that will push your profits higher 


ET behind the Osborn line of new Master Sweep 
Floor Brushes and push your sales and profits to 
a new high in 49. 


For Master Sweep’s built-in quality and modern 
design have real appeal to every value-conscious main- 
tenance man intent on cutting cleaning costs in fac- 
tories, offices and stores. Just check these 7 “sell-ective” 
construction features that will insure faster, easier, 


PUSH THIS ioc 


* Scientifically “‘work-balanced” to reduce fatigue. 
OSBORN BRUSH ¢ Oval trim brush face for maximum sweeping action. 
¢ New streamlined natural lacquered block with at- 

tractive color identification band. 


¢ Top quality brush stock of correct thickness and trim. 
¢ Tufts anchored individually in solid hardwood block. 


¢ Polished straight-grain hardwood handle. 

¢ Two-position handle holes, “lock-tight” threaded 

for quick assembly. 

In addition to Master Sweep Floor Brushes, the 
Osborn line includes a better tool for every maintenance 
job—sweeping, dusting, washing or painting—plus the 
world’s finest power driven brushes. It will pay you real 


profits to push the top-quality, fast-working Osborn line. 


9 78 THE OSBORN MANUFACTURING COMPANY 
a Dept. 216, 5401 Hamilton Avenue Cleveland 14, Ohio 


WORLD’S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY. * POWER DRIVEN BRUSHES + PAINT BRUSHES +» MAINTENANCE BRUSHES 
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THE SALES INDICATOR—Supply sales in This parellels the rise from September to October of the pre- 
October rose 34 points from 270 to 304. ceding two years, as shown on the chart. 


Supply Sales Trends 











=--=194 
— 1948) —--1947 
F M A MM 


ORDERS PER WORKING DAY were 99, up 9 
from September. Orders per day were 8.1, up slightly 
from September. 





North North 
Month Pacific Western Central Southern Atlantic 


Sales 4 261 328 260 
Indicator ; 33 252 362 286 


Orders per Sales- S. 7.7 8.6 11.0 
man per Day , . 7.8 8.7 9.5 


Volume per Q 13,400 18,100 11,200 
Salesman ¥ 10,500 10,500 16,700 11,100 


1 
Size of $48.10 39.60 38.20 34.00 
Average Order ; . 29.80 35.70 34.70 


Orders per : 99 104 86 
Working Day 5 . 113 126 86.4 
=--- 1949 


= 
—— 1948 —=-—|947 
J FM A Hh J 3) ff 











REGIONAL TRENDS—All but the North Central 
states showed an upward trend in the Sales Indicator. 
The Pacific Coast showed the largest increase with 11] SIZE OF AVERAGE ORDER for October was 
points gained. The North Central showed a 19-cent $33.60, down $3.30 from September. Volume per 
drop. salesman was $12,300, down $600 from September. 
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Bigger Market For 





THE OSTER MFG. CO. 
Liz CLEVELAND, OHIO, U.S.A, 
eee” 





Manufacturers MUST cut costs! That's YOUR clue to a Bigger Market 
for Oster "RAPIDUCTION’ High Speed Pipe Threading Machines. 


Production speeds of these modern threaders keep costs at rock bottom. 
Only 11.3 seconds to thread 142” pipe! Only 25.3 seconds on 3” pipe! 
Only 34.9 seconds on 4” pipe. Comparable speeds obtainable on all es semaselr atone has 
other sizes within range of these machines. 














No. 6-A "RAPIDUCTION” (similar to above) 
Such speeds are due to Oster-engineered FEATURES that not only assure hes standard pipe range of 174” to 6” and 


atendt ‘ attains , hi ‘A bolt range of 1” to 4”. 

sustain cost pr i . 

U ed low cost proauction threading Dut low cost machine maintenance Both models have famous “RAPIDUCTION” 
P ° . Die-Head that covers complete range of each 

Keep your eyes peeled for large production pipe threading prospects. eundiine its Geeky Guten aud ae wat at 


Those are YOUR prospects for Oster “RAPIDUCTION” machines! holders and chasers. (Never a die-head change!) 


Engineered and manufactured by 


THE OSTER MANUFACTURING COMPANY 


Main Office and Factory: 2041 E. 61st ST., CLEVELAND 3, OHIO 
BRANCH SALES OFFICES: NEW YORK ¢ CHICAGO ¢ PHILADELPHIA ¢ LOS ANGELES 





BUILDERS OF PROFIT-MAKING THREADING TOOLS AND MACHINES SINCE 1893 
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ELECTRIC POWER PRODUCTION BY UTILITIES 
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Keeping Up With Business 


$3.5 Billion Expenditures 
Planned By Gas Industry 


In the five year period coming up, 
the gas industry plans to spend more 
than $3.5 billion for construction, 
augumenting the worth of its present 
facilities to $10 billion. 

Of the $3.5 billion, a little more 
than half will go to transmission 
equipment; the remaining $1.2 billion 
for construction. It is expected that 
1949 alone will account for a billion 
of the planned outlay. 

Meanwhile, the utility service is 
preceding with its efforts to improve 
on production and use of gas, and to 
that end has undertaken an industry- 
wide campaign of promotion to keep 
sales at the record levels of 1948. 


Winter Prospects 


Portend More Oil, Less Coal 


The use of petroleum this winter 
is expected to top last winter’s con- 
sumption by about 8 percent. 

In many areas of the United States, 
it will be remembered, last winter’s 
heating oil consumption was cut sub- 
stantially ‘by the abnormally warm 
weather. This year, however, what 
with normal requirements to satisfy, 
now aggravated by the coal mining 
stoppages, oil men look for expand- 
ing use of industrial and heating oils. 
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Construction In 1950 
To Follow 1949 Pattern 


The construction market, in the 
opinion of T. S. Holden, president of 
the F. W. Dodge Corp., is likely to 
undergo conditions very similar in 
1950 to those the industry encoun- 
tered in 1949, which was marked by 
a continuing period of readjustment. 

“There is reason to doubt whether 
the current upswing in activity can 
be viewed as the beginning of sus- 
tained upward movement. Commodity 
prices, business activity and construc- 
tion are likely to have mixed trends.” 

Mr. Holden expects the volume of 
public construction in 1950 to in- 
crease over 1949. Private building 
may decline moderately. 

What the continued buyers’ market 
means to the investing public, he 
believes, is a probable gradual lower- 
ing of construction costs. For pro- 
ducers it means an increased urge 
toward product improvement, new 
products, lower costs, and improve- 
ment in market and method analysis. 


Hack Saw Blade Practice 


In Revised Form 


The Standing Committee in charge 
of reviewing Simplified Practice Rec- 
ommendation R90-46, Hack Saw 
Blades, has approved a revision of the 
recommendation. Copies of the revi- 


sion, according to the Commodity 
Standards Division of the National 
Bureau of Standards, have been 
mailed to producers, distributors, and 
users for comment. 

As originally issued in 1928, the 
recommendation established a simpli- 
fied list of stock sizes of hack saw 
blades. The proposed revision brings 
the simplified list of sizes in line with 
current industry practice. 

Broach blades have been omitted 
from the program, and the remaining 
types of blades have been consolidated 
into two tables; one covering hand 
frame sizes, all steel types; the other 
covering power sizes, high speed steel 
type only. 


Briefs: 


. . . In its first week the strike cost 
the steelworkers more than 30 million 
in lost wages. 


. . . Though exports take only 9 per- 
cent of U. S. production, they absorb 
25 percent of machine tool output; 
20 percent of tractors; 15 percent of 
trucks and 9 percent of cotton cloth. 


. . « Carbon steels constitute about 
92 percent of all steel produced. 


. . . The electric utility industry has 
increased its sales of power 34 times 
in the last 20 years. 
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in a Series of Advertisements 
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"MORE SALES THROUGH PLANNED SELLING” 


SALESMAN’S MANUAL 


A good product and extensive advertising are two 
basic reasons for the sales success of Yarway 
Impulse Steam Traps. 


A third reason, enthusiastically approved by dis- 
tributor salesmen, is the Yarway Steam Trap 
Manual, This 72-page book is a streamlined re- 
fresher course in steam trap operation and appli- 
cation. One invaluable section is the Trap Selector 
—a ready guide to the use of the right trap in the 
right place. 


This Yarway Trap Manual is just one more reason 
why Yarway Impulse Steam Traps are so popular 
among supply house men... lead in supply house 
trap sales. 


Other reasons—Yarway’s outstanding perform- 
ance, small size, easy installation, minimum main- 
tenance, adaptability, low cost. 


More than 600,000 Yarway Impulse Steam Traps 
have already been bought! 


YARNALL-WARING COMPANY 
111 Mermaid Ave. Philadelphia 18, Pa. 
Branch Offices in Principal Cities 


WAY Lica Umi 
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INDEX OF BUSINESS ACTIVITY—Prepared by Business Week 


-ENDUSTRIAL PRODUCTION — Declines with Strikes 


by 

‘Lhe unfavorable balance in_busi- 
ness and trade, inherited from the coal 
and steel strikes, continues to dog the 
economy, a situation that promises to 
linger with us for some time. 

Nevertheless, several segments of ac- 
tivity still exert their favorable influ- 
ences. The Construction industry, 
never at a higher rate for the season, 
may add up to a new peacetime rec- 
ord for the year. Consumer buying 
has held up remarkably well, too, de- 
spite the strikes, and retail goods move 
in-an encouragingly large volume. 


Industrial Output 


No doubt of it, the steel and coal 
strikes dug deep into the total national 
rate of production, and at a time when 
an upturn in economic activity had 
just begun to make itself felt. 

The chart in the table at the right 
gives some indication of the produc- 
tion rate in various industries just 
prior to the steel and coal shutdowns. 

It will be seen that total production 
was off only 7.4 percent from January 
through September 1949, as compared 
with the same 9-month period the 
year before—and 1948, you will recall 
was notable for its record peacetime 
production rates. Moreover, a major 
factor contributing to the overall de- 
cline were the plant-wide vacation 
summer shutdowns, which this year 
were almost “national” in practice. In 
almost every industrial segment listed 
in the chart, the low point of produc- 


All categories but Transportation 
I:;quipment and Manufactured Food 
Products were moving slower for the 
9-month period than they had in the 
same period of 1948. ‘Transportation 
Equipment production reached _ its 
“low” in May (220), but has moved 
ahead steadily since that time. Manu- 
factured Food Products began the 
year in low gear (159), but finished 
through; September in high (165). 


Textiles Move Ahead 
It’s quite possible this latter product 
group may be the only segment of 
industrial activity to close the year 
ahead of itself, production-wise, over 
its output rate for 1948. 
Perhaps the big surprise of the year 


is to be found in the sharp recovery 
registered by textiles. Though that 
product group still runs behind its 
sizeable output for 1948, it has moved 


‘up from its July low of 121, to 155 for 


September, just a few points behind 
its high for the year, 160, noted last 
January. 

In the Metals industries too, the 
recovery from the July low (128) has 
been noteworthy, that group closing 
its September production at 156. Pos- 
sibly that figure may go higher still, 
for most metals users entered the 
strike period favorably situated as to 
supplies; the metal-working industries 
reporting only a slight dip in their 
activities during the strike period it- 
self. 





Iron and Steel 203 
Machinery 

Transp. Equip’t 

Nonferrous Metals, Peadeste. 
Lumber and Products 
Stone, Clay, Glass Products 
Textiles and Products 
Leather and Products 
Manufactured Food Products 
Bituminous Coal 

Anthracite 


232 
181 
157 


171 
112 
159 


111 


PRODUCTION IN THE FIRST NINE MONTHS OF 1948 COMPARED 
WITH PRODUCTION IN THE FIRST NINE MONTHS OF 1949 


Average 


9-mo. 1948 


276 


206 


144 


Percent 
verage Increase (+) 
a mo. 1949 or Decrease (—) 

201 —1.0 
237 —14.0 
240 +1.0 
158 —13.7 
128 —18.5 
191 —7.3 
139 —18.7 
106 —5.4 
162 +1.2 
102 —29.0 

68 —61.0 


157 —7.5 
177 —7.4 
184 —7.0 
206 —7.6 
165 —6.8 


170 
191 
198 
223 
177 


Crude Petroleum 
Total Production 
Total Manufactures 
Durables 
Non-Durables 


tion for the year was reached in July. 
Only Transportation Equipment, 
Manufactured Food Products and coal, 
both bituminous and anthracite pro- 
duction, were still going strong 
through the summer months. 
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SAVE HANDLING TIME.. 


simplify stocking! 


“National Hardware Packing” is tailor-made to meet 
distributor and customer needs for faster handling, 
simplified stocking and reshipping on fastener orders. 
Carriage, Machine and Lag Bolts .. . as well as Cap 
and Set Screws ... are packed in strong corrugated 
containers averaging 25 to 30 pounds each. These can 
be reshipped in the original container without further 
repacking. Handling costs are reduced, order service 
speeded—when customer requirements do not permit 
al ordering in full case quantities. 
‘National Hardware Packing . . . for Originated by “National” —and enthusiastically ap- 
bmw tg Machineand Lag Bolts proved by distributors and their customers the country 
... and Cap and Set Screws... over—“N.H.P.” may be your answer to lower handling 
together with “National's” and shipping costs. Write for booklet giving com- 
color-coded, easy-to-identify a‘ 
labels, makes the “National” line plete details. 
definitely the easiest to handle, 


i THE NATIONAL SCREW & MFG. CO. 
No ti. / Cleveland 4, Ohio 
ationa (p------------------—---------------. 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1949 





Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 











“Selling Is My Business” . . . 001 we movies « « 


sales aid? . . 


LEO GERST: 


Sell Confidence 
Before Products 


A sound knowledge of products and 
applications is a “must” for industrial 
supply salesmen but, without the cus- 
tomer’s confidence in this acquire- 
ment, much of its value is nullified. 
This is what Leo Gerst, A. V. Wig- 
gins & Co., Syracuse, N. Y., learned 
after his first round of customers more 
than a year ago and he thinks it holds 
good yet. 

When Mr. Gerst began selling, 
after more than 25 years of product 
engineering experience, he learned he 
had to sell his ability to help, rather 
than products. This required alert- 
ness for opportunities to aid customers. 

Early calls were made with the ob- 
ject of getting acquainted with pur- 
chasing agents and other key men in 
customers’ plants. Thereafter, Mr. 
Gerst developed an interest in opera- 
tions in his talks with these contacts. 
The object was to obtain clues as to 
where and how he could be useful. 

Such was the case in a call on a 
manufacturer of electrical goods. From 
a conversation with the purchasing 
agent, Mr. Gerst learned that the firm 
was having difficulty with the finish 
of a plastic case. Mr. Gerst offered 
to find a solution and the offer was 
accepted. He obtained the job speci- 
fications and consulted his abrasive 
supplier. The supplier provided the 
answer as to the type and grit of paper 
which should be used. Another con- 
ference with the purchasing agent re- 
sulted in an introduction to key pro- 
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. Inspire customer’s confidence? . 


duction men in the plant and the 
working out of the finishing opera- 
tion. 

The immediate sales resulting from 
Mr. Gerst’s initiative were gratifying, 
but more important to him was the 
customer confidence gained. This, 
Mr. Gerst feels, opens the door of 
opportunity for future creative sales. 


R. C. PAULSEN: 


Check Use of Pump 
Before Taking Order 


“1 find that in selling pumps I can 
best serve my customer by not taking 
an order without first checking to find 
out how the pump is to be used and 
for what purpose. ‘The strangest things 
can turn up even when the buyer’s 
engineering department specifies,” 
said R. C. Paulsen of Hudson-Tucker, 
Inc., San Diego, Calif. 

“For example, a large water filter 
was to be installed, having 4-in. suc- 
tion and discharge openings. It had a 
capacity of 750 g.p.m. and the cus- 
tomer was all set to put in 4-in. suc- 
tion and discharge pipe lines. True, 
a 4-in. line would get the water 
through, but it would have taken a 
50-hp. motor. By substituting an 8-in. 
pipe line to and from, a 20-hp. motor 
would suffice. Whether it is an engi- 
neered job or not, it is up to the dis- 
tributor’s salesman to check. 

“In pumping installations there are 
a great many factors, but the first 
things to check are the intake and dis- 
charge lines; for, as a general rule, the 
bigger the pipe the less the power. 


. . Check product use before completing sale? 


Why? Because, roughly speaking, 
the total dynamic head consists of 
(1) suction head, (2) friction head 
or loss, and (3) static head. In this 
case, the friction head was a big factor 
on account of the small pipes. The 
loss at/the flange openings is practi- 
cally negligible, they are so short. But, 
in effect, prolonging them out to great 
length by using pipe the same size 
would greatly step up the power re- 
quired. 

“Always put in as large pipes as 
practical, so that the water can come 
up to and leave the openings of the 
unit, whatever it may be, without un- 
due speed. This would be my first tip 
to salesmen starting in on pump 
sales.” 


EDWARD N. SERRELL: 


Product Movies Rate 


%%% As Sales Aid 


. Edward N. Serrell, industrial sales- 
man for the Bidwell Hardware Co., 
Hartford, Conn., likes Hollywood 
movies, but they don’t hold a candle 
to product pictures. The reason for 
Mr. Serrell’s prejudice is basic. Prod- 
uct movies pay off in sales. 

Mr. Serrell is convinced that prod- 
uct movies, which show what a prod- 
uct can do and how it does it, extend 
the salesman’s demonstration capacity 
beyond physical limitations. He points 
out that an actual demonstration 
merely scrapes the surface of most 
products’ utility. A carefully prepared 
movie, in which products are handled 
by experts, can cover the full range 


(Continued on page 152) 
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“‘Here’s how tested 3M methods 
hoost your coated abrasive sales!” 


SALES COOPERATION—‘“‘3M” Sales Engineers work for you! 
They’re qualified to analyze your customer’s grinding and 
finishing operations, help you close a sale, supervise installations, 
and advise on many similar problems. 


ADVERTISING SUPPORT— Real case-histories show your customers 
how prominent manufacturers use “3M” Abrasives. Shows 
them specific cases where money is saved, production is speeded 
up, better products result. Such helpful advertising is an- 
other “38M” service designed to aid you. 


NEW IDEAS—Research to develop new uses and new markets 
for coated abrasives uncover many extra sales opportunities. 
Recent example: Use of “3M” Abrasive Belts for heavy grind- 
ing. You’ll find “83M” Abrasives are easier to sell. 
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SALES MEETINGS—Periodic “‘3M” sales meetings keep your rep- 
resentatives in touch with new techniques from all over the 
nation—give them valuable facts and useful selling helps 
with which to sell your customers. 


awit = n IE i a 


QUALITY PRODUCTS—Trained laboratory technicians are work- 
ing continually to improve quality, building greater strength 
and performance into backing materials and minerals for 
“3M” Coated Abrasives. As a result you can sell “38M” Abra- 
sives with confidence that your customer will get the best. 





‘ABRASIVE 
BELTS 











Made in U.S.A. by INNESOTA!\ INING &/\ FG. CO., St. Paul 6, Minn. 

also makers of ‘Scotch’? Brand Pressure-sensitive Tapes, ‘‘Scotch’” Sound 

Recording Tape, ‘‘Underseal’”” Rubberized Coating, ‘‘Scotchlite” Reflective 
Sheeting, ‘‘Safety-Walk” Non-Slip Surfacing, ‘3M’? Adhesives. 


General Export: DUREX ABRASIVES CORP., New Rochelle, N.Y. ¢ In Canada: CANADIAN DUREX ABRASIVES LTD., Brantford, Ontario 
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. . . remember friends’ anniversaries and birthdays 


In THE CouRSE Of selling, salesmen make many friends 
of buyers and people who affect buying. Such rela- 
tionships are invaluable to salesmen. In order to im- 
prove friendships, H. G. Barnes and J. A. Jordan, 
partners in Barnes & Jordan, Inc., Syracuse, N. Y., 
remember birthdays and anniversaries. A greeting card 
or a small gift delivered at the appropriate times goes 
a long way towards further cementing such friendships. 

Remembering dates, however, is not easy; especially 
when the number of persons whose anniversaries and 
birthdays must be noted is constantly increasing. To 
help, Messrs. Barnes and Jordan rely on a standard 
looseleaf notebook which holds 8 by 11-in. ruled sheets. 

A page is set aside for each customer firm. Each 
page is ruled into sections for entering (1) name of 
person, (2) title, (3) home address, (4) birthday or 
anniversary, (5) type of greeting, (6) hobbies, sports, 
interests, etc. 

Where the wife and children are also known, the 
same information is kept on the family. 

By consulting the book each week, appropriate 
mementos can be mailed or delivered on or before the 
exact date of the anniversary or birthday. 


..- handle the heavy materials 


MOVING A HEAVY BARREL of chain or a loaded 
reel of wire rope is by no means a one-man job unless 
it’s done at the J. T. Wing Co., Detroit, Mich. There, 
with the chassis of an old warehouse truck, a chain 
block hoist and an oversize pair of “ice tongs”, Wilfred 
Beaudet, warehouseman, built this unique contraption 
(it has no name). The tongs are used on barrels only. 
Wire rope reels are lifted by a sling, but only high 
enough to permit the axle of the reel to rest in the 
cradles, welded to the side of the frame. Although 
home-made, this device permits one-man operation 
and handling of heavy objects in the warehouse. 


pan et 
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Dates to remember are kept in a special notebook which 
H. G. Barnes consults each week. It helps to keep friends 


... save handling and space 


* 


se 
BY RACKING the heavy wire rope reels in tiers on 
an angle iron frame, the White Star Machinery & 
Supply Co., Wichita, Kans., can fill orders without 
excess handling of the heavy cumbersome reels. Reels 
are racked by positioning larger reels at the bottom 
of the rack and smaller sizes in higher positions. Reels 
are lifted into position by an electric hoist, operating 
on an I-beam trolley located above the reel positions. 
Reels are supported by U-shaped lugs welded to the 
frame which cradle the pipe axle of the reel, permitting 
the reel to revolve as the wire rope is dispensed to a 
wire rope measuring machine. 
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Increases Sales with Versicon Hose 


Now available . . . a multi-purpose hose designed for —— per- 
formance with virtually any liquid or gas oo Thermoid — 
Hose. It is made with neoprene tube and oil-resistant cover—Ww “ 
high tensile rayon cords to insure maximum strength, light-weig 
and flexibility. 
Versicon, another of the famous quality rubber products — 
available to industry through Thermoid research, is the a o 
a long felt need. Now you can supply your customers with — ~ 
for their requirements. Now you can increase = we’ an = 
i i i d profit. Versicon elimin 

ur inventory increasing turnover an ) 
the need for stocking special hose . . . Versicon is the special — 
Available from %’’ to 2%’’ for use with air, water, oil, gases an 
virtually all fluids in lengths from 50’ to 500’ depending on size. 


id! 
It will pay you to Spectfy Thermoid ! 


The Thermoid Impregnation Process 
insures a deeper penetration of rub- 
ber between the threads of the yarn, 
which encases each individual strand 
with protective rubber. The rubber 
acts as a sheath between the strands 
and prevents the destructive abrasive 
action as the product is flexed in 
use. To obtain the required rubber 
penetration, the twist of the yarn 
must be to exact specifications. With 
the yarn twisted too tightly, proper 
penetration of the rubber compound 
is impossible. This condition pro- 
duces abrasion, causing premature 
failure. On the other hand, if the 
yarn is twisted too loosely, the prod- 
uct lacks tensile strength. Thermoid 
has discovered the optimum twist of 
the yarn which assures maximum 
rubber penetration and greatest 
strength. The development of 
Thermoid Impregnation Process is 
another step forward in Thermoid’s 
planned program of product im- 
provement, assuring maximum ser- 
vice and lower operating costs to 
industry through the use of Thermoid 
Industrial Rubber Products. 





id Quality Products: Transmission 
fans ra. ial Multiple V-Belts « — 
veyor Belting « Elevator Belting « Wrappe 
and Molded Hose « Molded Products el ndus- 
trial Brake Linings and Friction Materials. 





Main Offices and Factory * Trenton, N. J., U. SOR: 


Western Offices and Factory * Nephi, Utah, U.S.A. 


Ladustrial Rubber Products « Friction.-Materials + Oil Field Products 


e 
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WORLD’S MOST COMPLETE LINE 

of Portable Electric Tools not only 
gives you more kinds of tools to sell— 
but a choice of speeds, power and price 
in most groups! 


39 YEARS OF LEADERSHIP in engi- 
2 Sn and manufacturing helps 
you sell customers on the skill, experi- 
ence and “know-how” that gives them 
modern electric tool improvements 


first and fastest! 


TOP-QUALITY materials and work- 
EDrecsni, insure longer years of 
service for Black & Decker Tools—a 
big selling point for you to impress on 
cost-conscious buyers! 


SERVICE THAT SELLS is a product of 

the world’s finest electric tool 
organization. Black & Decker owns 
and operates 28 Factory Sales & Service 
Branches, within 24 hours of the plant 
of any customer! 


CONSISTENT, AGGRESSIVE ADVER- 
TISING is carried on by Black & 
Decker in The Saturday Evening Post 


and leading industrial publications. 
Millions of advertisements each year 
always send buyers to YOU! 


THE BLACK & DECKER MFG. CO. 


' 6 eae SELLING HELPS, to back up 


your sales efforts at home, are sup- 
plied you in attention-getting Black & 
Decker displays, booklets, catalogs, 
mailing pieces and newspaper mats! 


WELL-PLANNED EXHIBITS in im- 

portant national trade shows con- 
tact your customers when they’re in a 
buying mood — give them graphic 
demonstrations of Black & Decker 
Portable Electric Tools! 


cca ten FIELD 2 EPRE- 


SENTATIVES from your Black & 
Decker Branch are ready to give you 
on-the-spot assistance in opening new 
business and closing sales! 


©) ie TRAINING CLINICS have been 


developed by Black & Decker to 
give Distributor salesmen the latest in- 
formation on new tools—break in new 
salesmen on the complete line—help 
any salesman produce greater volume! 


qT) roucy, « HONEST DISTRIBUTOR 


POLICY, under which you operate, 
represents B&D’s more than 30 years 
of successful selling through Distribu- 
tors—builds sound, profitable business 


for you and for us, year after year! 


¢ 617 Pennsylvania Ave., Towson 4, Md. 


= LEADING DISTRIBUTORS EVERYWHERE SELL 


PORTABLE ELECTRIC 


TOOLS 


S 
x 
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ar o> 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1949 








Hardware Association Head 
Sees “Good Business”’ Future 


John H. Mize, president of the Na- 
tional Wholesale Hardware Associa- 
tion, went “on the record” with an 
optimistic forecast recently at the 
Fifty-Fifth Annual convention of the 
association held in Atlantic City. 
“From now on out,” Mr. Mize de- 
clared, “‘our declines should level out 
By the end of the second quarter of 
1950, an optimistic view most cer- 
tainly can be taken.” 

Robert H. Russell of J. Russell & 
Co., Holyoke, Mass., backed up Mr. 
Mize’s torecast with statistics that 
showed the hardware trade to be one 
of the healthiest, long-lived and least 
risky of all businesses. 

Lhe five-day schedule of events in- 
cluded several joint sessions with the 
American Hardware Manufacturers 
Association, in Atlantic City for their 
97th Semi-Annual Convention. The 
president of the manufacturers group, 
Harold F. Seymour, led off the speak- 
ers heard at that organization’s ses- 
sions with an open forum on “Contact 
Areas vs. the Conference Booth Plan.” 
Other speakers heard included Walter 
Chamblin, Jr., vice-president of the 
National Association of Manufactur- 
ers; the Hon. Harry F. Byrd, U. S. 
Senator from Virginia; and Dr. Ralph 
C. Hutchison, president of Lafayette 
College, Easton, Pa. 


Two District Managers 
Named By Buffalo Firm 


Two new district managers recently 
were appointed by Buffalo Fire Appli- 
ance Corp., Dayton, Ohio. 

E. C. Purnell now is in charge of 
the North-Central territory with head- 
quarters in Chicago. Mr. Purnell has 
been in mill supply sales work for 
many years. 

John S$. Chapman will take over 
Buffalo’s southeastern territory, with 
headquarters at Memphis, Tenn. Mr. 
Chapman has been in the fire equip- 
ment sales field for some time and also 
has been sales manager of an automo- 
tive equipment manufacturer. 


GUESTS AND SUPPLIERS examine products at Losey and Company open 


house. They are (left to right) George Pickcl, Guerino Franc, Harry Reed, L. H. 
Gilmer Co., G. P. Weishaar and L. M. Cowperthwait, American Pulley Co., 
R. R. Yetter, C. K. Williams & Co., and C. W. Hacefner, Fafnir Bearings. 


Annual Open House Held 
by Losey and Company 


Losey and Company, Inc., Easton, 
Pa., recently played hosts to some six 
hundred industrial distributor execu- 
tives, purchasing agents, salesmen and 
suppliers at their annual open house. 
Most of the Losey suppliers were pres- 
ent at the affair to demonstrate the 
uses of their products to the guests. 

Paul Webb, originator and producer 
of the Mountain Boys, a cartoon strip 
in True Magazine, was present. 

Arthur Kreitz, president, stated that 
the open house originated at Losey’s 
seven years ago, and has grown from 
an average attendance of forty or fifty 
people to its present size. 


Ames Co. Names Reynolds 
Sales Representatives 


Hal W. Reynolds Co., 2902 Euclid 
Avenue, Cleveland, Ohio, has been 
appointed exclusive sales representa- 
tives in northern Ohio for B. C. Ames 
Co. of Waltham, Mass. 

The latter firm manufactures mi- 
crometer dial indicators and microm- 
eter dial gauges. 


CARTOONIST Paul Webb (center), 
originator of the Mountain Boys, talks 
with Arthur Kreitz (left), president of 
Losey and Co., Easton, Pa., and Dick 
Marshall of Brown and Bigelow at 
Losev’s open house. 


New District Representative 
For Butterfield Division 


F. P. Rogers, 520 First Ave. South, 
Seattle, Wash. has been named a 
representative for the Butterfield Divi- 
sion of Union Twist Drill Co., Derby 
Line, Vt., manufacturers of taps, dies, 


reamers and industrial cutting tools. 


Mr. Rogers will represent the firm 
in Oregon and Washington. 
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William M. Patterson 


William Patterson Dies, 
Former Association Head 


William M. Patterson, president of 
the Frick & Lindsay Co. Pittsburgh 
distributing firm, died of a heart at- 
tack at Oakmont Country Club, Oc- 
tober 29. Mr. Patterson was 63. 

He had been with the firm for 40 
years and had served as president since 
1940. He was active in the work of 
the National Supply and Machinery 
Distributors’ Association and ofh- 
ciated as its president during 1946-47. 
Prior to that period, and since, he 
served as a member of the board of 
governors. 

Surviving are his widow, a daugh- 
ter, two sons, a brother and a sister. 


E. C. Atkins, IIT 
Named To New Post 


Elias C. Atkins III has been pro- 
moted to assistant to the vice-presi- 
dent, moving up to this position from 
that of manager of mill sales. He will 
make his new headquarters at the 
E. C. Atkins & Co. factory branch at 


sense 


E. C. Atkins, TI 
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Portland, Ore., and travel in that ter- 
ritory. 

Mr. Atkins was graduated from 
Taft School, Watertown, Conn. in 
1942. He also attended Bowdoin 
College, Brunswick, Me. He served 
in World War II in the 87th Infan- 
try Division in the European theater 
and was awarded the Purple Heart 
and Oak Leaf Cluster. 

Before he entered permanently into 
the employ of the company, he re- 
ceived practical training for a num- 
ber of years in the summer between 
school sessions. He has travelled ex- 
tensively, calling on saw users in the 
United States, particularly on the Pa- 
cific Coast. 


Larkin Relocates Plant 


Larkin Lectro Products Corp. has 
relocated its entire facilities in a 
larger plant in Pine Bluff, Ark. The 
firm will manufacture are and _ re- 
sistance welding equipment as well as 
power and distribution transformers. 


W. W. Woodruff Hardware 
Elects Baker President 


David F. Baker, with 24 years of 
service with W. W. Woodruff Hard- 
ware Co. Knoxville, Tenn., has been 
elected president and general man- 
ager to succeed the late W. W. Wood- 
ruff, Jr. 

Mr. Baker is the third person to 
head the company since it was organ- 
ized in 1865. W. W. Woodruff, Sr., 
was its first president. 

T. E. Kirkham, secretary-treasurer, 
was named assistant general manager. 


S. C. & H. Advances Peak 


William A. Peak has been ap- 
pointed manager of the newly created 
power tools division of Strong, Car- 
lisle & Hammond Co., Cleveland in- 
dustrial supplies distributor. Mr. Peak, 
who joined the firm in -1939, has 
worked in the shipping, order and 
price departments. 


Purtell Honored as “‘Distinguished Citizen’’ 


William A. Purtell 


William A. Purtell, president of 
Holo-Krome Screw Co., Hartford, re- 
cently received the Distinguished Citi- 
zen Award made by the Hartford Post 
of the Jewish War Veterans. After 
reporting on the award, The Hartford 
Courant, morning newspaper, pub- 
lished an editorial commenting on 
Mr. Purtell’s contributions as a citi- 
zen. The editorial: 

“There are some kinds of public 
honors that a person just doesn’t work 
for deliberately. One of these is the 
Distinguished Citizen Award made 
by the Hartford Post of the Jewish 
War Veterans. If a man set out to 
get this honor he’d be defeating his 
own ends. For this kind of award 
usually goes to individuals who are 


less interested in salving their ego than 
they are in getting a job done. 

“That is what makes the nomina- 
tion for the award of William A. 
Purtell, president of Holo-Krome 
Screw Co., a particularly felicitous 
choice. It’s hard to think of a move- 
ment for better community welfare, 
to foster fair-play and decent race re- 
lations, that Mr. Purtell hasn’t figured 
in prominently in recent years. 

“He has repeatedly given us the 
lie to the idea that an industrialist 
must be greedy, selfish, and callous to 
succeed. The committee has com- 
pletely justified its choice by its simple 
statement: ‘Because with no thought 
for personal place or advancement 
he has joined all men of good will in 
helping to broaden the minds and 
deepen the sympathies of all people, 
and so has helped greatly to make 
Hartford a community in which men 
and women of different faiths, races, 
and colors have made their homes with 
a quiet content born of understanding 
and good will.’ 

“Perhaps they didn’t intend to do 
so originally but the Jewish War Vet- 
erans, by inaugurating this yearly 
award, have helped to bring home to 
the people of Hartford the fact that 
this city is rich in unselfish leadership. 
The award does a great deal more 
than pay deserved tribute to a dis- 
tinguished citizen. It is an annual 
object lesson in good citizenship that 
cannot fail to inspire others.” 
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FIFTY YEARS OF SERVICE with American Swiss File & Tool Co., was com- 
pleted last month by William A. Liebman, purchasing agent. The event was ccle- 
brated with a luncheon at which Frank E. Shurts, president, presented Mr. Liebman 
with a gold watch. Pictured are W. A. Wuehrmann, treasurer; Barney Meade, vice- 
president; Mr. Shurts; Mr. Liebman; Jack DeRing, superintendent; and A. B. Brown, 
former superintendent and now a director. 


APPOINTED. Bay State Abrasive 
Products Company, Westboro, Mass., 
announces the appointment of Elden L. 
Auker as Assistant District Manager in 
the Michigan area. He has been em- 
ployed by Bay State as an abrasive 
engineer since January 1948. 


Metal Co., Los Angeles is Vincent Alexander, sales manager of Manheim Mfg. & 
Belting Co. With Mr. Alexander are Don Andrews, vice-prseident of Andrews 
Hardware, and Dan Taylor, Los Angeles representative for Manheim. 





ELECTED. J. Paul H. Hively was 

elected vice president and director of - 

the Lowry Electric Co. Inc., Williams- GETTING APPOINTED vice-president of W. P. & R. S. Mars Co., Duluth, isn't 
ort, Pa. He joined the company in the only recent, major achievement for Bill Mars. He got Jean, his fiance to say 
33 as industrial sales representative. “Yes” and now,—meet Mr. & Mrs. Bill Mars. 
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2 CARLOADS OF GLOBE CATALOGS 


Our second catalog for the Globe Machinery & Supply Company, completed 
in June 1949, contains 1472 pages. They bought 10,000 catalogs (two car- 
loads). Our first catalog for Globe, completed in 1942 contained 974 pages 
and they bought 4,000 catalogs at that time. Weinberg & McKee catalogs 
have played an important role in the growth and development of this lead- 
ing lowa distributor whose general office is in DesMoines, with branches at 
Cedar Rapids and Davenport. Both catalogs contain such modern features 
as high speed prices on cutting tools printed in red, action illustrations, etc. 
They were produced on modern high speed photo-offset presses. 


ah 


F. W. SWANSON, JR. 
President of Globe Machinery 
and Supply Company 


"Customers tell us that it is one of the 
most complete and most helpful cata- 
logs that they have ever seen and not 
_ are they well pleased with the gen- 


eral contents, engineering data, etc., 
but they have been very highly com- 
plimentary about the physical make up, 
the layout, the printing, the arrange- 
ment, etc. We, ourselves, are very 
pleased with the way Weinberg and 
McKee handled this catalog from the 
very start and commend you and your or- 
ganization for your efficiency in compi- 
lation and follow through to the finish." 





1942 
EDITION 





THE SWING IN CATALOGS TODAY—IS TO OUR MODERN PHOTO-OFFSET WAY 


WEINBERG & MCKEE, Inc. 


600 WEST JACKSON BLVD. 
CHICAGO 6, ILLINOIS 





‘ 
\ 


OC mH REGOS 
Wl oko ONO ZMH 
ease ree , am Au 4 


as DMOOCD rPpvAZMO 
9-00 wer—cr-& § ZOMZ-BOD <OPD4i 


nue 
ese 


| Bupa 


7 


ABRASIVE MACHINE & SUPPLY COMPANY 
Newark, New Jersey 
AIRCRAFT STEEL SUPPLY COMPANY 
Wichita, Kansas 
ALLEN SUPPLY COMPANY 
Cedar Rapids, Iowa 
ALLIED TOOL & ABRASIVE COMPANY 
Los Angeles, California 
ALMQUIST BROS. 
Los Angeles, California 
ANCHOR RUBBER COMPANY 
Dayton, Ohio 
THE BALBACH er 
Omaha, Nebra 
nag, ney SUPPLY "COMPANY 
irginia 
BARRETT- CHRISTIE COMPANY 
Chicago, Illinois 
BARRETT oe COMPANY 
Joliet, Illinoi 
WALTER R. CARR —* 
San Francisco, Califor 
CASANAVE SUPPLY COMPANY 
Philadelphia, Pa. 
CENTRAL RUBBER SUPPLY COMPANY 
Indianapolis, Indiana 
CHICAGO PULLEY & SHAFTING COMPANY 
Chicaco, Illino‘s 
CLARK egg oy S ama 
Jamestown, New 
CLEVELAND — & SUPPLY COMPANY 
Cleveland, Oh 
COGGINS & OWENS COMPANY 
Baltimore, Maryland 
COUCH & os INC. 
Peoria, Ill'n 
CRAMER HARDWARE COMPANY 
North Tonawanda, New York 
CROSBIE COMPANY 
Washinaton, D. 
R. C. DUNCAN COMPANY 
Minneapolis, Minnesota 
HAROLD a — 
New Yor 
ELLFELDT MACHINERY & SUPPLY COMPANY 
Kansas City, Missouri 
THE FAETH as, 
Kansas City, Missour 
FUCHS MACHINERY & "SUPPLY COMPANY 
Omaha, Nebraska 
GALIGHER yrange vaca 
Salt Lake City, 
GENERAL MACHINERY COMPANY 
Pittsburg, Kansas 
THE A. J. GLESENER COMPANY 
San Francisco, California 
GLOBE MACHINERY & SUPPLY COMPANY 
Des Moines, Jo-wn 
ALBERT gee) a. 
ae ee Mary 
THE F. HALLOCK {COMPANY 
Derby, pore ce 
HARPER FOUNDRY be MACHINE COMPANY 
Jackson, Mississip 
HARRIS IRON & SUPPLY COMPANY 
emphis, Tennessee 
HARRIS PUMP & SUPPLY COMPANY 
Pittsburgh, Pennsylvania 
SAMUEL HARRIS COMPANY 
Chicago, Illinois 
HART INDUSTRIAL SUPPLY COMPANY 
Oklahoma City, Oklahoma 
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HART SUPPLY neosene treated 
Oshkosh, Wiscensi 
HARTFIELD-HEALY ‘COMPANY 
Buffalo, New York 
HAVEN SAW & TOOL COMPANY 
Oakland, California 
HAYS SUPPLY COMPANY 
Memphis, Tennessee 
HOUSCH gg a SUPPLY COMPANY 
Evansville, Indian 
INDUSTRIAL SUPPLY COMPANY 
Richmond, Virg 
INDUSTRIAL SUPPLY acetal 
Salt Lake City, Uta 
INDUSTRIAL SUPPLY DIVISION 
Louis Berkman Co. 
Steubenville, Ohio 
INTERSTATE MACHINERY COMPANY 
Omaha, Nebraska 
IOWA MACHINERY SUPPLY COMPANY 
Des Moines, Iowa 
JONES & AUERBACH, INC. 
Newark, New Jersey 
KASPER & KOETZLE, INC. 
Brooklyn, New York 
KIRK-WICKLUND CO. 
Kansas City, Missouri 
M. D. LARKIN COMPANY 
Dayton, Ohio 
LEWIS SUPPLY COMPANY 
Memphis, Tennessee 
LINDQUIST HARDWARE COMPANY 
Bridaeport, Connecticut 
LOWRY ELECTRIC CO. 
Williamsport, Pennsylvonia 
MACHINERY 6& tal COMPANY 
Kansos City, Misso 
MACHINERY _— e ‘SUPPLY COMPANY 
Dallas, Tex 
MACHINISTS. TOOL & SUPPLY COMPANY 
Los Angeles, California 
MANUFACTURERS ee COMPANY 
Grand Ravids. Michia 
MARSHALL-NEWELL SUPPLY COMPANY 
San Francisco, Californ 
McCONKEY-DOCKER & COMPANY 
Phoenix, Arizona 
McTUNKIN SUPPLY COMPANY 
Charleston. West Virainia 
MECHANICAL SUPPLIES COMPANY 
Cincinnati, Oh‘o 
METROPOLITAN SUPPLY CORP. 
Los Angeles, California 
F. MEYER & BROS. COMPANY 
Peoria, Illinois 
MEYERS SUPPLY COMPANY 
Chicago, Illinois 
MID-STATE INDUSTRIAL CORPORATION 
Rockford, Illinois 
MILL SUPPLY & MACHINERY COMPANY 
St. Louis, Missouri 
MIZE SUPPLY COMPANY 
Waynesboro, Virginia 
MORRIS ABRAMS, INC. 
New York City, New York 
R. C. NEAL CO., INC. 
Buffalo, New York 
NEAL & BRINKER COMPANY 
New York City, New York 
W.S. NOTT COMPANY 
Minneapolis, Minnesota 


® Tools Made of HIGH SPEED STEEL, are priced in red. 
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OLIVER ABRASIVE & TOOL COMPANY 
Buffalo, New York 

PACIFIC TOOL & a —* 
Oakland & San Francisco, Calif 

—s TRANSMISSION COMPANY 

w York City, New York 

PEDERSEN BROS. COMPANY 
Chicago, Illinois 

PERTH AMBOY HARDWARE COMPANY 
Perth Amboy, New Jersey 

sig atl & — SUPPLY COMPANY 

ichita, K 
PRODUCTION ‘TOOL & SUPPLY COMPANY 


St. Lou 

PULVER | MACHINISTS SUPPLY COMPANY 
Chicago, Illinois 

RAILEY MILAM, INC. 
Miami, Florida 

— INDUSTRIAL SUPPLY COMPANY 

aukee, Wisconsin 

SOUTHWEST ‘SUPPLY CO. 
Glendale, California 

STACY SUPPLY COMPANY 
Springfield, Massachusetts 

STANDARD — & SUPPLY CO. 
Hammond, India 

STANDARD MACHINISTS ~ aaa COMPANY 
Pittsburgh, Pennsylvani 

STANDARD-SHANNON SUPPLY COMPANY 
Philadelphia, eee 

STANDARD + ont le — CORP. 
Baltimore, Maryla: 

STAR MACH INERY COMPANY 
Seattle, Washingto: 

STEEL SALES & SUPPLY COMPANY 
Kansas City, Missouri 

STELLHORN COMPANY 
Toledo, Ohio 

WM. H. TAYLOR COMPANY 
Allentown, Pennsylvania 

TAYLOR SUPPLY = _— 
Baltimore, Mary 

TERRE HAUTE HEAVY HARDWARE 
Terre Haute, Indiana 

GEO. S. THOMPSON, INC. 


El Paso, Texas 

TOOL SHOP — COMPANY 

Detroit, Michiaa 

TRACY, ROBINSON & WILLIAMS 
Hartford, Connecticut 

TRIPLEX SUPPLY COMPANY 
Milwaukee, Wisconsin 

TRANTER MANUFACTURING COMPANY 
Pittsburgh, Pennsylvania 
ARNER HARDWARE COMPANY 
Minneapolis, Minnesota 

]. M. WARREN & COMPANY 
Troy, New York 

WATKINS, INC. 
Wichita, Kansas 

W. T. WEAVER & SONS 
Washington, D. C. 

WHITE STAR MACHINERY co. 
Wichita, Kansa 

A. V. WIGGINS ‘COMPANY 
Syracuse, New York 

J. T. WING & —e* 
Detroit, Michiqa 

YARROW INDUSTRIAL SUPPLY COMPANY 
Philadelphia, Pennsylvania 

ZONNE ELECTRIC TOOL COMPANY 
Los Angeles, California 








A MESSAGE TO AMERICAN 


INDUSTRY °« 


79th OF A SERIES 


The 
Labor Union Monopoly 
Bites ALL Workers 








What kind of government is it which: 


. . » Prosecutes the Great Atlantic & Pacific Tea 
Company which it asserts handles about 642% 
of the retail food distributing business as an il- 
legal monopoly in restraint of trade, and 


. » » Seeks to break up four big meat packing 
companies and make them into 14 companies, 
charging the four with being a monopoly in 
restraint of trade, but 


» « » Makes no move whatsoever to apply the 
federal anti-trust laws to the exercise of virtu- 
ally 100 percent monopoly control of labor in 
the coal industry, and the only slightly less com- 
plete monopoly control of labor in the steel 


industry? 


The answer to that question is simple. It is class 
government of the most flagrant type, a govern- 
ment by which special privileges are dispensed 
without justice and to the great injury of all 
workers. It is the kind of government which will 
lead to the early sacking of the American en- 
terprise system and the personal freedoms of 
workers. 


In legal terms the explanation of this flagrant 
affront to good government is also simple. In 
1932 labor union activities were given virtually 
complete exemption from the application of the 
federal anti-trust laws by passage of the Norris- 
LaGuardia Act. 


continued on next page 











When the Norris-LaGuardia Act was passed 
labor unions were relatively weak. Only about 
16% of the nation’s industrial workers were 
organized, only about 12% of the steel workers. 
About two-thirds of the coal miners were union 
members, but only half that number were paying 
dues. The country was in the depth of its worst 
depression. The unemployment of about one- 
fourth of the labor force made monopoly control 
by labor seem so remote as to be almost fanciful. 


But after only seventeen years devoted to the 
promotion of labor union organization by the 
federal government, we have labor monopoly 
with us. In its power and scope it makes the 
alleged business monopolies being prosecuted 
under the federal anti-trust laws seem positively 
piddling. In its manners it makes the old-time 
business monopolists look like Lord Fauntleroys. 


What is lacking, grievously lacking, is action 
by Congress; action to shape our federal anti- 
trust laws to take account of the labor monopoly 
that has become the dominant national force in 
our country today—a force that is leading to the 
loss of freedom of all workers. 


Before labor monopoly is broken up, as it must 
be broken up if our economy is not to be per- 
manently wrecked, other steps will no doubt be 
required. But one test more than any other will 
be the touchstone of the nation’s determination 
to keep its economic and personal freedom. It is 
what it does to see that labor monopoly re- 


ceives the same treatment under the federal 
anti-trust laws as any other kind of economic 
monopoly. 


The purpose of the federal anti-trust laws is to 
break up monopoly and preserve fair competition 
in the United States. It is a fine purpose. The 
wisdom and fairness of its application in partic- 
ular cases is often open to challenge. But in spite 
of bad administration every farsighted business 
man I know is a staunch defender of our na- 
tional anti-trust policy. 


At present, in the exemption of labor monop- 
oly, we have a breach in that policy which, if 
not closed, will soon become fatal both to the 
policy and the enterprise system it is designed 
to foster and protect. 


The main thing wrong today with Great Britain 
and indeed all Europe is that no effective anti- 
trust laws are in existence to protect the public 
from business and labor monopolies, to guaran- 
tee personal freedoms. No free economy in 
Europe or America can prosper as long as pro- 
tected monopolies remain and flourish. 


While your representatives in Congress are home 
with you talk to them about the special privi- 
leges now granted to labor union monopoly. 
You would serve your country well by finding 
out what they intend to do about it before it is 
too late. 


President, McGraw-Hill Publishing Company, Inc. 
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More OEM’s Specify US Gauge 
Than Any Other Make! 


a! ? 
vw i~ ’ 
® inal Equipment Man racturer:< /# 


Po 


-- Because USG Assures More Value 


7 





s 
‘ ; : CASE GAUGE 
Throughout industry, the story is the same ' TURRET nt bakelite turret cose 


from year to year. Original equipment A complete form pon 
manufacturers (OEM’s) demand substantial 

gauge value ... accuracy, durability, and 
quality at economy prices ... and 6 out of 10 
specify US Gauges. 


infor’ 

gauges © - 

vy specificat! 

yoo te chemical jad p 

Bourdon tube . 
stainless steel con om 
Aor B. M ment © 

bronze anc 
Socket, spring, m 


They know that US Instruments give more ; Pe for testing. = 
service, more accuracy, more value for the sag one A a! poe 
money. They know USG can supply all their scale ommce. Ranges uP 0 500 
needs—from highly specialized instruments 
measuring as low as 1” of mercury absolute, 
to standard type gauges measuring from 30” 
vacuum to 100,000 pounds pressure per square 
inch. And they know that for more than 40 
years US Gauges have been the standard of 
dependability. So more original equipment 
manufacturers specify US Gauges than any 
other make. oo 

Next time you order gauges, follow the lead a 
of these satisfied users ... buy US Gauges. 7 =< ‘water. 
For more information about US Gauge write 
today. United States Gauge, Division of 
American Machine and Metals, Inc., 

Sellersville, Penna. 


ERMOMETER 
INATION TH 
CORND ALTITUDE GAUGES 


For installation OF ; 
heating systems: 
water temperatu ain 
above —_ 


US GAUGES— BETTER INSIDE... BETTER 
OUTSIDE ...BETTER ON YOUR PRODUCT 


oft ote {i 





PRODUCTS OF UNITED STATES GAUGE... Absolute Pressure Gauges « Aircraft Instruments « Air 
Volume Controls « Altitude Gauges « Boiler Gauges « Chemical Gauges « Dial Thermometers ¢ Glass Tube 
Thermometers « Flow Meters ¢ Inspectors’ Test Gauges « Laboratory Standard Test Gauges « Marine, Ship 
and Air-Brake Gauges « Recorders « Controls and Alarm Gauges « Voltmeters « Ammeters *« Welding Gauges 
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ro se, Chain Drives. vou NEED THE ANSWERS 























Industrial chain types include those pictured. Question 2 names them. 


Bound down by worn teeth 


in your think-sprockets? 


Chain drives swinging low on 
sales efficiency? Fill in the 
missing links on these 17 
questions, then turn to Page 


148 for the answers. 


1. A modern chain drive will deliver: 
QO up to 99 percent of the 
power applied 
O up to 80 percent of the 
power 
O up to 65 percent of the 
power 


2.Can you identify the chain types 
pictured in the diagram? 


3.The “silent chain’ is 
name for 
CQ light steel roller chain 
C] open-type malleable 
chain 
1 finished roller chain 
C) the inverted tooth chain 


4. Silent chain drives may be made 
in which of the following designs 
of link connection: 

0 link mounted with station- 
ary bushings and free-turn- 
ing pins 

QO) bushings or liners between 
the link and the pin 

QO) rocker pin, with the pin 
made in one or two parts 


another 


iron 


5. The use of the multiple roller 
chain makes it possible to employ 
a shorter pitch without sacrificing 
high power capacity. 

O True. O False. 
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6. Generally, for heavy, slow speed 
work, as in heavy conveyor and 
elevator work, you will be in- 
clined to recommend: 

Q light steel roller 
OQ silent chain 
O) semi-finished roller chain 


. Multiple chain assemblies in power 
drives are not so durable nor so 
effective as the same number of 
single strands run parallel in a 


group. O True. CL) False. 


. Silent chains operate most satis- 
factorily at speeds: 

QO from 400 to 700 fpm 

Oj from 700 to 1200 fpm 

QO) from 1200 to 2000 fpm 


. Although they may be operated at 
higher speeds for special applica- 
ions, finished steel roller chains 
will be found to operate most sat- 
isfactorily at speeds from 1000 to 
2000 fpm. O True. 0 False. 


. The proper speed for operating a 
roller chain drive depends on 
which two of the following: 

C1 pitch 

CJ) lubrication 

L] sprocket size 

O) work load 


.Any good conveyor chain can be 
adapted for power drives, provided 
they are run at moderate speeds. 
O True. O False. 


. When chains are operated without 
slack the working parts carry heav- 
ier load than necessary and work 
much harder. 0) True. O False. 


. When a chain breaks, the trouble 
may be due to which of the fol- 
lowing: 

C) the pitch or size is wrong for 
the speed at which the chain 
is run 

(J shock loads, suddenly ap- 
plied 

1) worn or inaccurate chain or 
sprocket 

(1 water or moisure corrosion 
in the housing. 


14.Often it is possible to turn a 
badly worn sprocket around, so 
that the chain will bear on the 
unworn side of the sprocket teeth. 
O) True. O False. 


.All chain drives require lubrica- 
tion. O True. O False. 


.In most cases the best lubrication 
results are obtained: 
C) by the grease method 
1 by the bath method 
O) by drip lubrication, using a 
light motor oil 


. Chain drives which must operate 
under dusty and dirty conditions 
should be cleaned occasionally, by 
taking down the chain and wash- 
ing it in kerosene or gasoline. 
O True. O False. 





Next month: 


INDUSTRIAL TAPES 
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W PRODUCT 


WITH SALES 
POSSIBILITIES 

















Knurling Wheel 


Supported on Pin 
Held in Usual Fixture 


A knurling wheel for roughing up 
the surface of mill rolls is supported on 
a solid pin held in the usual fixture. 
The illustration shows one type of 
wheel which, because of its hardness 
and strength, is said to have lasted up 
to 100 times as long as steel wheels 
before regrinding was necessary. 

Kennametal, Inc., Latrobe, Pa.— 
Industrial Distribution, December 


1949. 














Furnished With Safety Switch, 
Universal Geared Head Motor 


A new threading machine of alumi- 
num construction has a regular pipe 
range of } to 2-in. pipe; extra range 
d-in. pipe; extended range of 24 to 
8-in. pipe when used with drive shaft 
and geared die-stock; and a bolt range 
of 4 to 14-in. 

Two stationary, quick-opening, ad- 
justable die-heads are standard equip- 
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ment; one die-head with two sets of 
dies covers the range of } to 3-in.; the 
other die-head with two sets of dies 
covers the range from 1 to 2-in. The 
front chuck eliminates the need of a 
chuck wrench; the rear chuck is self- 
centering. A roller-type, self-centering 
cut-off device requires no adjustment 
of the two rollers. A cut-off gauge is 
calibrated for easy setting for any 
length of nipple up to 6-in. 

An improved type of thread length 
gauge is another feature. The com- 
plete machine is furnished for bench 
use but can be furnished on either a 
steel stand with 16-in. plain wheels or 
on a pipe leg stand with tool tray. Net 
weight is approximately 299 Ibs. 

The Oster Mfg. Co., Cleveland, 
Ohio—Industrial Distribution, De- 
cember 1949. 














Router 


Detachable Motor Can Be Used 
In Shaper & Power Plane 


Weighing only 64-lbs., a new router 
features a detachable motor and has a 
shaft speed of 18,000 to 20,000 rpm, 
assuring a smooth, clean cut. A simple, 
positive micrometer depth adjustment 
enables it to be adjusted from 0 to 1- 
in. in 64ths. A spring loaded tension 
ring assures that the adjusting ring 
will not move while the router is in 
operation. 

Specifications are: 110 v, AC/DC, 
60 cycle motor; die cast aluminum 
alloy housing; double pole switch; 
chuck of }-in. capacity adaptabie to ve, 
4, Ye-in. with adapters; shaft size ys-in. 


at chuck end; overall dimensions max- 
imum height of 8-in., minimum 6}- 
in., base 54-in. diameter, motor hous- 
ing 3g-in. diameter. 

Porter-Cable Machine Co., N. Y.— 
Industrial Distribution, December 


1949. 














Portable Electric Saw 


Adjustable Base Permits 
Depth of Cut Adjustments 


A new 6-in. portable electric saw 
permits bevel cutting at any angle 
from 0 to 45°. It will cut to a maxi- 
mum vertical depth of 2-in. and 
minimum vertical depth of j-in. At 
an angle of 45°, maximum depth is 
1}-in. cut and minimum 32-in. 

The saw is powered with a universal 
110 volt, AC/DC motor which drives 
the 6-in. blade at 4000 rpm, no load 
speed. Helical gears made from 
chrome-molly steel, heat treated to 
correct hardness, give maximum driv- 
ing power. Ball bearings with perma- 
nent lubrication are used throughout. 
A one-piece aluminum housing en- 
closes the saw and forms the upper. 
blade guard. A_ lower telescoping 
safety guard covers the blade except 
while cutting. A special blower-type 
fan keeps the sawdust clear of the 
cutting line while the saw is being 
operated. 

The saw is 9-in. long, 63-in. high, 
8-in. wide and weighs 10 Ibs. 4 oz. 
Standard equipment includes a com- 
bination rip-crosscut blade and 10-ft. 
of rubber-covered 3-conductor cable 
with plug. A metal carrying case and 
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NATIONAL CUTTING TOOLS 


National's complete line of rotary metal cutting tools includes many of 
special usefulness to the aircraft and other light metal industries. 
Typical are the router bit, threaded shank drill, twist drills, 
chucking reamer, counterbore, and inverted spotfacer shown below. 
Designs feature highly polished flutes to reduce friction and high 
helix angles to facilitate chip ejection. All are of extra sturdy 
construction. National's light metal tools are fully described in a 

ng) \ new catalog supplement, ‘National Metal Cutting Tools for the Aircraft 
and Light Metal Industries."" A copy is yours on request. 


CALL YOUR DISTRIBUTOR 


LEADING DISTRIBUTORS EVERYWHERE offer complete stocks of 
NATIONAL metal cutting tools. Call them for cutting tools or any 
other staple industrial product. 


WATIONAL TWIST DRILL AND TOOL COMPANY Rechester, Michigan, U.S.A. 
Distributors in Principal Cities « Factory Branches: New York + Chicago + Detroit + Cleveland + San Francisco 





mp gauge can be furnished as addi- 
tioual items. 

The Bradford Machine Tool Co., 
Cincinnati, Ohio—Industrial Distri- 
bution, December 1949. 
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Self-Tapping Screw 


Offers Speed & Economy, 
Eliminates Tapping Operations 


A sclf-tapping screw is a combina- 
tion of the size-marked socket head 
and the thread body of the regular self- 
tapping screw which cuts a thread in 
a plain drilled hole in metals or plas- 
tics, as the screw is turned in. In 
many assemblics where other fasten- 
crs used are standard socket head 
screws, only the standard key wrench 
is needed for driving all fasteners. 


The screws can be readily removed 
and repl: iced in the same hole any 
number of times without materially 
reducing their holding powcr. They 
are very suitable for fastc ning many 
parts which must be removed for 
servicing. 

Parker-Kalon Corp., New 
N. Y.—Industrial Distribution, 
cember 1949. 


York, 
De- 

















Pipe Wrench 


Alloy Steel Jaw Inserts 
Are Interchangeable, Replaceable 


A new line of aluminum pipe 
wrenches is fully drop-forged from 
special high tensile aluminum alloy. 
Replaceable alloy steel jaw inserts are 
interchangeable. The same insert fits 
handle of movable j jaw. Multiple dove- 
tail design and retaining screw assure 
easy assembly and firm anchorage. In- 
serts are cadmium-plated. 

Steel adjusting nut is case-hardened, 
knurled for easy adjustment and cad- 
mium-plated. Movable jaw is  sus- 
pended between two springs of unique 


design. Gripping action is immediate 
and positive. 

]. H. Williams @& Co., 
N. Y.—Industrial Distribution, 
cember 1949. 


Buffalo. 
De- 














Air Guns 


Chief Feature Is 
Restyling Of Gun Handle 


Three types of air guns are fea- 
tured in the manufacturer’s new line. 
They include: a pistol grip style with 
the trigger valve in the normal trigger 
position; a slightly smaller and lighter 
type with the trigger located above 

(Continued on page 114) 
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fox your 1950 Planning 


REMEMBER NATIONAL HAS 
THE ONLY COMPLETE LINE OF 
PORTABLE BLOCK SANDERS 


Here is a complete line of portable sand- 
ing machines that will fit readily into 
any Mill-Supply Distributor’s business. 
It offers a selection of air or electric 
driven sanders with either straight-line 
or orbital action. These sanders have 
been carefully developed and tested in 
the field, and each is the finest machine 
of its type available. Plan now for 1950. 
See how you can fit into National's se- 
lective distribution system. Write today 
for details on these powerful, vibration- 
less, economically priced sanders. 


MODEL 
Mity-Mi 





, Electric Driven... 


DEALER AIDS AND ADVERTISING 


WILL HELP YOU SELL... 


NATIONAL SANDERS 


NATIONAL AIR SANDER, INC., Rockford, Illinois 
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Only $2.98 helps put new “sell” 
in television advertising 


Sponsor of television show had to refilm his commercials to meet a 
new selling problem. New films picked up at the studio 4 p.m., delivered 
to TV station 800 miles away 8:47 P.M. same evening. Air Express cost 


for 11-lb. carton, $2.98. (In undramatic fashion Air Express keeps radio, . 


television or any business rolling.) 


Remember that $2.98 bought a 
complete service in Air Express. 
Rates include door-to-door service 
and receipt for shipment—plus the 
speed of the world’s fastest ship- 
ping service. 





ele 

Every Scheduled Airline carries 
Air Express. Frequent service — 
air speeds up to 5 miles a minute! 
Direct by air to 1300 cities; fastest 
air-rail to 22,000 off-airline offices. 
Use it regularly! 


Only Air Express gives you all these advantages 


Nationwide pick-up and delivery at no extra cost in principal 


towns, cities, 


One-carrier responsibility all the way; valuation coverage up to 
$50 without extra charge. And shipments always keep moving. 
Most experience. More than 25 million shipments handled by 


Air Express. 


Direct by air to 1300 cities; air-rail to 22,000 off-airline offices. 
These advantages make Air Express your best air shipping buy. 
Specify and use it regularly. For fastest shipping action, phone Air 
oa Division, Railway Express Agency. (Many low commodity 


rates in effect. Investigate.) 





Rates include pick-up and delivery doo? 


to door in all principal towns and cities 


AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES oF THE U.S. 


I 
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New Products 


(Continued from page 112) 





the handle and operated by thumb 
pressure (both of these have standard 
male thread 4-in. pipe connections 
and the strainer screen in the handle 
prevents nozzle clogging); and a type 
for use where a constant flow of air 
is desirable without the need of hold- 
ing down the trigger button. 

The chief feature is the styling 
of the gun handle so that it fits more 
easily and quickly into the operator’s 
hand. Another action-assisting fea- 
ture is the suspension hook, designed 
so that it may be hung up on a suit- 
able fixture after each blow-off opera- 
tion and retrieved in the least possible 
time for the next blow-off. 

Paasche Airbrush Co., Chicago, 
Ill.—Industrial Distribution, Decem- 
ber 1949. 


Truing Device 


Self-Contained Unit 
Driven By Diamond Wheel 


A device for truing diamond abra- 
sive wheels is small and compact, 
sturdily constructed and extremely 
simple to set up and operate. Driven 
by the diamond wheel to be trued, 
rather than by a separate motor, this 
feature obviates the need for reduc- 
ing the speed of the diamond wheel 
during the truing cycle. 

The brake-controlled device is de- 
signed for truing diamond wheels of 
all bond types, except resinoid bonded 
diamond wheels finer than 220 grit. 

The rapidity with which the de- 
vice trues is an outstanding feature. 
An 18-in. metal bonded diamond 
cut-off wheel was found to be .015-in. 
out-of-round. It was made to run 








ee “MARVEL” Has 


: —— the edge 


ib 
rd 
ns 
le 
De 


ir 


ng 


re 


MARVEL High-Speed-Edge Blades assure Faster, more Accu- 
rate cutting with proven Economy and complete Safety. Only 
al the MARVEL is a composite blade with a high speed steel cut- 
ting edge electrically welded to an exceptionally tough, strong 
alloy steel body. 


The High-Speed-Edge does the cutting while the alloy back, 
with hardened eyes, carries the load. Blade tensions up to 
300% higher than those possible with ordinary blades are 
recommended. This greater tension is confined to the cutting 
or leading edge by the location of pin holes (exclusive MARVEL 
design feature) and cannot be overcome by work resistance. 
Heavier feeds and greater speeds are practical without “run 
out.” 


With greater accuracy, higher production and lower cost per t. High-Speed-Steel cut- 

cut, come the extra dividend of Safety, for MARVEL High- ting edge. 

Speed-Edge Hack Saw Blades are Positively Unbreakable— 

they will not shatter. 2. Tough unbreakable 
* alloy steel body with 

MARVEL High-Speed-Edge Hack Saw Blades cost no more hardened eyes. 

than ordinary high speed blades. MARVEL High-Speed-Edge 

Holes Saws not only have the “edge” but the tough alloy steel 

bodies which give them the extra strength needed for deep 





Integrally welded to 


work on drill presses and lathes. MARVEL Band Saw Blades make a fast-cutting, 
; come welded to size ready for use, packaged in individual long lasting composite 
nit boxes . . . these three lines of superior metal-cutting saws blade that is positively 
eel constitute the very finest blade service you can offer your unbreakable. 


customers. 


: | ARMSTRONG-BLUM MFG. COMPANY 


“THE HACK SAW PEOPLE” 


5700 BLOOMINGDALE AVENUE CHICAGO 39, ILLINOIS 
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OUT OF 1001 TEST TUBES) 


FORWARD- 
LOOKING 
is the Word 


Recommend Chica- 
go Mounted Wheels 
for all finishing jobs. 
These were the first 
wheels ever to be 
mounted on their 
own steel shanks— 
today’s 


and are 


finest. 


AND, the same expert craftsmanship that has made Chicago Mounted Wheels the most 
widely used in industry today accounts for the outstanding results obtained with Chicago 


Grinding Wheels and Cut-Off Wheels. 
FREE ENGINEERING SERVICE 


Let us help your customers with their grinding problems. We furnish special Engineering 
Data Sheets making it easy for anyone to submit information from which we can recom- 


mend the abrasives to do the job better. 


CHICAGO WHEEL & MFG. CO., 1101 W. Monroe St., Dept. MB, Chicago 7, III. 


The Chicago Mounted Wheels used in industry 
today look simple enough — abrasive wheels 
mounted on steel shanks, but 


Those little wheels are the result of more than 
50 years of know-how and more than 1001 tests 
to determine the most exactly perfect combina- 
tion of grain, grade, bond, shape, shank length 
and steel analysis to do each job. 











Write for 
Literature and 
Attractive Fran- 
chise open on all 
jnationally adver- 
tised Chicago 
wheel products 


Free 











C) Send Catalog 


[_) Franchise Data for Supply Houses 
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true in 14 minutes. Similar results 
were obtained on vitrified bonded 
diamond wheels used for carbide 
grinding. 

Norton Co., Worcester, Mass.— 
Industrial Distribution, December 














Paint Roller 


Air Pressure Supplied 
By Pump On the Tank 


A specially designed, lead-coated 
“no tip” tank holds three gallons of 
paint, which is fed to the sheepskin 
covered paint roller through a 15-ft. 
hose. The painter controls the flow of 
paint with a valve button on the roller 
handle. 

The pressure paint roller allows 
almost effortless painting of all flat 
surfaces, giving a satin smooth or 
stippled finish in one quick operation. 
Cleaning of the pressure tank is made 
easy by a wide mouth tank opening of 
6-in., permitting easy accessibility. 

W. R. Brown Corp., Chicago, III. 
—Industrial Distribution, December 
1949, 


Electrodes 


Resist Corrosion, 
For High-Specification Jobs 


A new AC/DC electrode combines 
great resistance to corrosion with a 
tensile strength of 110,000-120,000 
psi as welded. It is recommended for 
welding of spring steels, nickel-clad 
steels, medium-carbon and _air-hard- 
enable steels. Its range of applica- 
tions includes pressure vessels, jet- 
propulsion equipment tools and dies. 

Preheating the base metal to a tem- 
perature of 300-500° F. is advised. 
The deposited metal cannot be heat 
treated. 

All-State Welding Alloys Co., Inc., 
White Plains, N. Y.—Industrial Dis- 
tribution, December 1949. 
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Sinewed for savings 
with Du Pont Cordura yarn 


From the varied types of high pressure hose used by industry 
right on down to the consumer's garden hose, the strength of 
Du Pont Cordura* High Tenacity Rayon offers many advantages. 


HT 
petiBieg Be “Cordura” just about doubles the bursting strength of air 


hose ... makes it stand up against rough service . . . resist 
flexing, strain, and internal friction. 


“Cordura”-reinforced garden hose weighs much less... 
coils smoothly . . . is more flexible. 


“Cordura” also improves the quality of conveyor belts, V-belts, 
tires and many other products. That's because “Cordura” is 
engineered to yield much greater strength than yarns made of 
natural fibers. And each strand of this yarn is a continuous filament 
—has no short pieces to pull apart under a strain. 


Because you get so much strength from so little, ‘‘Cordura” 
makes possible lighter, stronger products, plus important 


cost-wise advantages. 
* REG. U. S. PAT. OFF. 





Help your customers 
PROFIT with “Cordura” 


Inherently stronger than natural fibers commonly used, and usually 
more economical, “Cordura” is a yarn your customers can't afford 
to overlook. Remind them about the advantages of products made 
with “Cordura.” And perhaps you can help customers find still 
another use for “Cordura.” Du Pont will be glad to furnish a de- 
tailed analysis of any applications they have in mind, along with 
other helpful information. Rayon Division, E. 1. du Pont de 
Nemours & Co. (inc.), Wilmington 98, Delaware. 


for RAYON...for NYLON... for FIBERS to come... look to DU PONT 
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EQUIPMENT 
SAVE FLOORS 
SAVE MONEY 
and TIME 


Free 


ey Aa Ce WEN TTET 
AT EVERY TURN 


DARNELL CORP. LTD. 60 WALKER ST. NEW YORK 13. NY 
LONG BEACH 4, CALIFORNIA 36 N CLINTON. CHICAGO 6. ‘LL 
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Air Valves 


Mounting Holes At Top & Side 
Facilitate Attachment 


An addition of two models to the 
“fingertip” type of three-way air 
valves now provides an “On” of nor- 
mally open companion to the “Off” 
models announced previously. 

One model has @-in. pipe thread 
apertures for quick response when 
used with air cylinders up to 6-in. 
bore and operates by a light touch 
on the handle-lever button. The 
other model is the same valve with- 
out the lever, for operation by means 
of a cam or trigger on the working 
machine. 

Hose nipples to take g-in. I.D. and 
up to 3-in. O.D. air hose are in- 
cluded. 

Mead Specialties Co., Chicago, II]. 
—Industrial Distribution, December 
1949. 


ea 


Hand Lift Truck 


For Use With Single 
Or Double Faced Pallets 


An adaptation of two earlier models, 
a new hydraulic hand lift truck may be 
operated and maneuvered easily, in- 
cluding entry into and exit from any 
standard pallet. By a slide plane ar- 
rangement, the forks are raised and 
lowered, permitting the dual wheels 
in each fork to roll smoothly over sills, 
cross members of double faced pallets 
and up ramps. 
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Here's the easiest to use, highest quality shim stock line 
on the market. The kind of product that brings in those 
automatic repeat orders. And we're doing everything 
we can to make our line just as perfect as possible from 
the distributor's viewpoint as well as the customer's. 


FREE ADVERTISING FOR YOU —Your firm 
name is imprinted on each rack when they're ordered 
in quantities of 25 or more. It gets your name into the 
shop on an every-day basis—helps your other lines, too. 


FLEXIBILITY OF ASSORTMENTS —Yov fill 
the rack with any four gauges of brass or steel—the 
customer gets exactly what he wants. Eleven gauges, 
from .001" to .010", are available, each packed in 
sturdy, metal-edged carton. 


LARGER PROFITS—targer units of sale for you. 
You sell the rack and four cartons of shim stock at one time. 


@ SELL PACKAGES INSTEAD OF INCHES! 


No waste in stocking or using. 


LAMINATED SHIM COMPANY 





INCORPORA 


LENBROOK 


SHIM T F ° GI 
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Operation merely entails pumping 
the handle, using long or short strokes 
as preferred. The oversize lift ram, 
operating vertically, lifts load a full 
4-in. without effort. Handle rotates 
360° and will lift in any position. 
Lowering is by foot lever, at any speed 
desired, and fall is cushioned to pre- 
vent noise and jar. 

Revolvator Co., North Bergen, N. ]. 
—Industrial Distribution, December 
1949. 





Air Compressors 


Offer 2 Working Pressures, 
2 Air Deliveries 


‘Iwo dual-pressure low-cost portable 
air compressors offer two working 
pressures and two air deliveries by 
merely shifting a lever. One is pow- 
ered with a 4 hp electric motor; the 
other with a 3 hp gasoline engine. 
Both operate at 150 Ibs., pressure de- 
livering 2.4 C.F.M. free air for tire 
inflation operating a grease gun, air 
blow gun. 

By shifting a lever, the compressor 
is a continuous-running unit at 50 
Ibs. pressure delivering 3.2 C.F.M. free 
air for uses requiring low pressure and 
increased volume. 

American Brake Shoe Co., New 
York, N. Y.—Industrial Distribution, 
December 1949. 


Saw & Band Filer 


Accurate Scale Eliminates 
Guess Work From Angle Filing 


A combination contour saw and 
band filer is made with speeds of 
up to 4100 fpm for cutting wood 
and speeds ranging down to 92 blade 
fpm for cutting and filing metals. 
Quick-change, powerful ball-bearing 
equipped gear box and step pulleys 
make any one of eight speeds in- 
stantly available. 

Cutting and filing speed data are 
given on an etched chart on the drive 
compartment door. Rapid filing and 
flat work are assured by the rigidity 
of the hardened steel file guide and 
backer-up which is supported above 





IM pil , , 

Pa DISTRIBUTORS! Your customers are reading about this new catalog of Koppers 
strokes Bitumastic Protective Coatings in leading industrial papers this month. Be sure you 
t ram, have an ample supply of catalogs on hand to meet requests for this literature. 


a full 
rotates 


fam Here's your guide to Lower Maintenance Costs! 


1, N. J. 


cember 


SEND FOR YOUR FREE COPY — 


New, 16-page booklet describes corrosion and its causes 
.. . tells you how to fight it! 


Stop Corrosion D This new, 16-page catalog gives you 








Koppers Bitumastic® Protective Coat- 
Low co ings .. . helps you select the particular 
coating or coatings that will keep cor- 
rosion completely under control in your 


+i ¥¥ 





ssures, plant. 
liveries You'll find a complete specification on 
ortable §& \ each coating . . . surfaces to which it may 
orking be applied . . . coverage . . . methods of 
ies by : application . . . drying times . . . and 
S pow- similar important data. 
or; the F The booklet also discusses the most 
ongine. : ; 
at ie. prevalent causes of corrosion, and points 
ay tie out the Bitumastic Coating most effec- 
im, air ‘ ’ > tive against each. It illustrates many ex- 
amples typical of the effectiveness of 
pressor i. , these specialized materials. 
at 50 & Mail the coupon below for your copy 
M. free i ¥ of this free booklet; there’s no obliga- 
re and g ‘ tion. Or ask the industrial distributor in 
New ‘ : your vicinity who stocks Koppers Bitu- 
worn mastic Protective Coatings for a copy. 
ee USE THIS HANDY COUPON 
al  # 
Koppers Company, Inc. | 
Dept. 1223T, Pittsburgh 19, Pa. | 
‘inates Gentlemen: 
so : Please send me, without obligation, a copy of 
Filing —— your new, 16-page catalog, “Stop Corrosion.” 
w and F re Name 
eds of & Complete details and specifications on: 
wood Company 
 blad KOPPERS BITUMASTIC BLACK SOLUTION 
, blade KOPPERS BITUMASTIC TANK SOLUTION Position 
metals. KOPPERS BITUMASTIC SUPER-SERVICE BLACK 
yearing KOPPERS BITUMASTIC NO. 50 Address 
ulle = KOPPERS BITUPLASTIC® NO. 28 
os KOPPERS BITUMASTIC HI-HEAT GRAY 


ds in- 
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KOPPERS COMPANY, INC., Dept. 1223T, Pittsburgh 19, Pa. 
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The COMPLETE line... 


Blue Devil Socket Screw Products 


Socket Cap Screws Flat Head Socket Cap Screws 
Socket Set Screws Socket Stripper Bolts 
Socket Pipe Plugs Socket Screw Keys 


Precision made by specialists in socket screw manufacture 
in a plant devoted exclusively to the manufacture of 
Blue Devil Socket Screw Products. 


Sold through authorized 
Industrial Supply Distributors 





SAFETY SOCKET SCREW COMPANY 
4449 N. KNOX AVENUE « CHICAGO 30, ILLINOIS 





New York Office —11 Park Place ~ West Coast Warehouse—2022 E. 7th St., Los Angeles 
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and below the table. Precision ma- 
chine cut helical gears run in a con- 
stant bath of oil. 

The frame is of 10-gauge solid 
welded steel, heavy rigid. The 
15 x 15-in. cast work table, ground 
to close machine tool limits, is 
mounted on two heavy cast trunnions, 
designed to simplify and speed up 
insertion and removal of blades 
through a front, rather than a side, 
table slit. 

Boice-Crane Co., Toledo, Ohio— 
Industrial Distribution, December 


Key-Controlled Padlock 


Keyway Is Located 
In Back of Lock 


A key-controlled combination pad- 
lock features brass-cylinder, _ nickel- 
silver pin tumbler key security. Built 
like the lock on a safe, it is produced 
entirely of hard metals. A 1%-in. brass 
outer case houses a heavy steel inner 
case. The inner mechanism is ruggedly 
constructed to withstand hard use. 

The combination tumblers are auto- 
matically disarranged when the lock is 
closed, adding greater security. The 
free-turning dial is of brass, finished in 
hard-baked black enamel with white 
numerals for easy reading. 

Master Lock Co., Milwaukee, Wis. 
—Industrial Distribution, December 
1949, 
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Come to POWELL for 
ALL your Valves 


Fig. 560—200-pound Bronze 
Regrinding Horizontal Swing 
Check Valve. 


Fig. 3003—Class 300-pound Cast 
Steel O. S. & Y. Gate Valve. 


Fig. 1793—Large 125-pound 
Iron Body Bronze Mounted 
0.S.& Y. Gate Valve. 


Fig. 1531—Class 150-pound 


Cast Steel O.S. & Y. 
Globe Valve. 


Fig. 1708 — 200-pound 
Bronze Globe Valve with 
renewable stainless steel 
seat and regrindable, re- 
newable ‘‘Powellium” 
nickel-bronze disc. 


Fig. 559—125-pound Iron 


Body Bronze Mounted 
Swing Check Valve. 
Regrindable, renew- 
able seat and disc. 


Fig. 375 — 200 - pound 
Bronze Gate Valve with 
renewable ‘‘Powellium” 
nickel-bronze disc. 


There are obvious disadvantages in buying flow control equip- 
ment from several different sources. Then why get your bronze 
or iron valves from one place, your steel valves from another, 
and possibly corrosion-resisting valves from several others, 
when Powell makes them all*? 


This is an age of specialization; and whereas various manufac- 
turers are emphasizing valves that meet certain flow control 
requirements, Powell specializes in making valves to meet all 
the demands of every branch of Industry. And there’s only one 
standard of quality at Powell—to make the right valve to 
suit the service, and to make it the best. 


Plants representing every branch of Industry have found that 
it pays to make Powell—and only Powell—responsible for 
the performance of all their flow control equipment. So we 
suggest you always carry an adequate stock of Powell Valves. 


Po 

Fig. 150—150-pound 
Bronze Globe Valve 
with renewable com- 
position disc. 


Fig. 1979—150-pound Stainless 
Steel O. S. & Y. Globe Valve. 


Fig. 241—Large 125-pound 
lron Body Bronze Mounted 
0. S. & Y. Globe Valve. 


Fig. 190—150-pound Iron 
Body Bronze Mounted 
“Irenew” Globe Valve 
with regrindable, renew- 
able ‘‘Powellium’” nickel- 
bronze seat and disc. 


*The Complete Powell Line includes Globe, Angle, 
Gate, Check, Relief and Flush Bottom Tank Valves in 
Bronze, Iron, Steel and a wide range of Corrosion- 
Resisting metals and alloys. 


Powell Engineers are always at your service. 


The Wm. Powell Company, Cincinnati 22, Ohio 


Fig. 500—125-pound <a 
Bronze Gate Valve. | 4 : 
Screwed-in bonnet. 


Fig. 1832—200-pound 
Stainless Steel Gate 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES Valve. 
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time to tool up 
for tougher selling 


Harder-hitting salesmanship. Keener study of markets. Still better 
service. And along with these and other means of pulling more 


orders A CATALOG TAILORED TO FIT THE PREFERENCES OF BUYERS. 


The Donnelley Catalog Compiling Department is con- 
stantly turning out new catalogs for distributors. 
* Recent deliveries, for example, include a catalog for 
A. W. Davis Supply Company, Portland, Oregon 


(repeat order); and one for Knives & Saws, Inc., Chicago. 


This Department is at your service, too—all set to give you service 
in a matter of months, in time to make a big difference in your 1950 
results. Samples and information on request. No obligation. Drop 


us a line today. 


R.R. DONNELLEY 
& SONS COMPANY 


350 East 22nd Street - Chicago 16 








INDUSTRIAL DISTRIBUTION © DECEMBER, 1949 














Control Instruments 


Have 1 Service Adjustment, 
Equipped With Reset Action Stops 


A new line of air-operated control 
instruments includes controllers for 
automatically controlling temperature, 
pressure, flow, liquid level, humidity 
and pH value. 

The controllers have calibrated con- 
trol actions. Reset rate, derivative 
time and proportional band adjust- 
ments are accurately calibrated and 
reproducible. They can be completely 
disassembled and after being reas- 
sembled, with replacement parts, only 
one adjustment is required to put the 
system in exact calibration. 

The instruments are offered in five 
types of control action: on-off, propor- 
tional, reset, derivative and reset plus 
derivative. The instruments are readily 
convertible from one type to another. 

The Bristol Co., Waterbury, Conn. 
—Industrial Distribution, December 
1949. 


Pliers 


Two Types Added To Line, 
Three Types Redesigned 


Two new types of pliers have been 
added to the manufacturer’s line. The 
7-in. diagonal plier has a 14-in. cut- 
ting edge and a narrow head to pro- 
vide good clearance. Forgings re- 
ceive two restriking operations to in- 
sure uniform dimensions. Matched 
cutting edges are induction hardened 
and joints closely fitted to prevent 
wear from looseness. The wrench 
plier is an 8-in. general utility, slip- 
joint plier with three jaw-opening 
adjustments. Its slim, slightly offset 
jaws reach into narrow places. 

To make the heavy-duty water 
pump lier stronger and suitable for 
more jobs, the jaws were shortened 
and their offset increased. Handles 
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How to make a’no man: |((:2}) 


v VEN if your prospect isn’t in a buying mood, 
\ ) here’s how to keep from going away empty- 
handed. Remind him that you handle General Electric 


lamps and just ask for the order. Every customer 
you call on needs lamp bulbs. And since G-E 
lamps are tops in preference, it often only takes 
a suggestion from you to clinch a sale. 


THE REPLACEMENT MARKET for fluorescent lamps is 
getting bigger every day. Help your customers 
get all the light they pay for by reminding them 
to replace worn-out tubes with new General 
Electric fluorescents. 


JUST ABOUT EVERYONE uses incan- 
descent lamps somewhere in his 
plant or office. G-E makes all 
types and wattages for every 
requirement. 


MORE AND MORE places being lighted by G-E slimline 

fluorescent lamps! Point out they’re the zewest in fluo- 

rescent—instant starting —extra long—more efficient. 

Now available in a wide range of lengths 

and diameters to fit all types of - AND DON’T FORGET G-E 

installations! ai , miniature lamps! 
They can add up toa 
good-sized order be- 
cause they’re used in 
so many ways—in 
elevators, indicators, 
instruments — hun- 
dreds of other places. 


EVERYBODY USES LAMPS... 


G-E LAM PS THE EASIEST TO SELL ARE 
GENERAL @@ ELECTRIC 
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Here’s Why 


Lari6 Dou Dy 


SPHERICAL GRINDING forms the seats of a Dart union 
into a true ball joint. Bearing surfaces are wide, precision-matched 
to lock the leaks without excessive wrenching. 


TWO BRONZE SEATS are non-corroding . .. designed 


to last for years without a leak. 


RUGGED CONSTRUCTION of practically indestructible 


ike labe eliip Amol iare-hilit-toMuleli(-tol o)(-MicelaNilalicl Meohsm colle i-1a7(4-melile| 
brutal wrenching. 













































































See your supplier today for these befter 
life-time unions by DART. 


E. M. DART MFG. CO. 


Providence 5, Rhode Island 



























UNIONS 
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were redesigned to spread only to a 
comfortable hand fit in any of their 
five positions, decreasing hand pres- 
sure required. The midget slip-joint 
ignition plier was streamlined to im- 
prove its appearance and utility. Its 
offset jaws were narrowed to permit 
use in tighter places. The brake spring 
plier was improved with a larger hook, 
sharp pointed to slip under close- 
fitting brake shoe springs. The goose 
neck arm was enlarged, taper in- 
creased and point sharpened to make 
positive contact with brake lining. 
Plomb Tool Co., Los Angeles, 
Calif.—Industrial Distribution, De- 
cember 1949. 


Die Handling Truck 


Has 20,000-Ib. Capacity, 
4 Hydraulic Lifting Cylinders 


A heavy duty, hydraulic die han- 
dling truck features motor-driven hy- 
draulic pump, provision for inserting 
and removing die slings, hand winch, 
retractable wheels and roller top. It 
has a range of elevation of from 28 to 
44-in. 

Four synchronized hydraulic hoists 
raise and lower the platform by push 
button controls operating solenoid 
valves in the power driven pump. The 
dies are transported to and from die 
storage by an overhead crane. A 
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N 1869 the driving of a golden spike 

united the Union Pacific and Central 
Pacific Railroads... joined our eastern 
and western coasts. 


In the same year Thomas Edison an- 
nounced the opening of his electrical 
laboratory. The Indian Wars officially 
ended. Popular songs were “The Little 
Brown Jug,” “Shoo Fly, Don’t Bother 
Me,” and “Up in a Balloon.” 


And — in 1869 David Round founded 
the chain-making organization which 
today operates factories in six U. S. 
cities... whose products are used in 
homes and industry throughout the 
world. 


David Round learned his trade as an 
—— in his father’s hand forged 
chain plant in Staffordshire, England. A 
master chain craftsman, he demanded 
the utmost in fine workmanship... re- 
fused to compromise with quality. 


This insistence upon perfection con- 
tinues today. 


Since 1869... Security in every link 











It is the guiding spirit of the organi- | 
zation which is now headed by Raymond 
L. Round (chairman of the board and 
president), a grandson of the founder. 


Members of the supervisory group in 
the Cleveland factory (foremen and 
superintendents) average 26 years of 
service. Six have exceeded 40 years. 
Many families claim three generations 
in Round plants. 


And, working side by side with veteran 
craftsmen, are large groups of carefully 
selected younger men. They are being 
trained to maintain the Round standards 
of quality... will provide business leader- 
ship in years to come. 


To the Round organization, the pro- 
duction of fine chain is more than a busi- 
ness. It is a tradition to be upheld...a 
reputation to be carefully guarded. And, 
above all, it is a clearly recognized re- 
sponsibility which guarantees that every 
Round Chain product will be unsur- 
passed in quality. 















Industrial Sling Chains e Farm Chains ¢e Mari 

Chains © Tire Chains e Log Chains e Building 
Chains © Railroad Chains e Crane and Sinden 
Chains e Sugar Cane Sling Chains (with Grip Trip) 


























Lhe Cleveland Chain &M&& Co. 
Cleveland 5,Ohi0 === 





Round Associate Chain Companies: The Bridgeport 
Chain & Mfg. Co., Bridgeport, Conn. e David 
Round & Son, Cleveland, Ohio e Round California 
Chain Co., So. San Francisco and Los Angeles 
Cal. e Seattle Chain & Mfg. Co., Seattle Wath ° 
Woodhouse Chain Works, Trenton, N. pF 
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FOR QUALITY 
AND VARIETY 


. . . Industrial 
Distributors 
choose the 
‘Blue Face’ 
Line 


) 








\ 


C AST iron ines by Sprout-Waldron have long been 

an assurance of complete customer satisfaction. 
This is why Industrial Distributors everywhere look to 
S-W today as their Pulley Headquarters. 


Whether it’s a rough materials handling job which 
demands the ultimate in belt-saving features .. . or 
a simple task of power transmission—there is a wide 
selection of ‘Blue Face’ Pulley types and sizes to meet 
the application. 


Write for Bulietin P-848 today! 


Sprout, Waldron & Co. 
3 Waldron St.,\ Muncy, Pa. 


PWT QMO. 
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winch arrangement draws dies from 
presses to table, and by a sheave ar- 
rangement also transfers dies from 
table to press. 

Retractable wheels allow empty 
table to be moved into position but, 
when loaded, the table rests on base 
supports for proper stability. Four 
sling rings allow table to be handled 
by overhead crane service. The roller 
top has three removable retaining bars 
for safety. 

Lyon-Raymond, Corp., Greene, 
N. Y.—Industrial Distribution, ' De- 
cember 1949. 


Lamp 


Starter Switches Eliminated, 
Maintenance Simplified 


To meet the increasing demand for 
lamps of single pin base construction 
and instant starting characteristics, a 
40 watt lamp has been designed 
specifically for installation in fixtures 
having spring loaded sockets and in- 
stant start ballasts. The lamp length, 
including sockets, is 48-in. 

For the first time, users can com- 
bine 4 and 8-ft. lamp instant start 
fixtures having similar sockets and 
fixture cross section and appearance. 
Greater flexibility of lighting design 
is effected, with the advantage of in- 
stant starting. The lamp is silicone 
coated to assure instant starting 
under high humidity conditions. 

Champion Lamp Works, Lynn, 
Mass.—Industrial Distribution, De- 
cember 1949. 


Dial Indicator 


Half-Nuts May Be Opened, 
Carriage Moved By Hand 


A new thread dial indicator aids in 
cutting metric screw threads on lathes 
equipped with metric lead screws. In- 
stead of reversing the lathe to return 
the cutting tool to the starting point, 
the half-nuts may be opened and the 
carriage moved quickly by hand. The 
graduated dials shows when to engage 
the half-nuts so the cutting tool will 
follow the original cut. 

To provide for various pitches of 
metric screw threads, several gears 
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CUTTING JOBS 


\ 7] 
ATKINS Caled Chip 


Te em Segmental Saws SELL 
a ~ o meee «6BECAUSE THEY SAVE 


are specially tempered 








fied > Ee —n Atkins “Curled-Chip” Segmentals safely withstand cutting 
for % Mia speeds and feeds far beyond the capacity of ordinary 
tion * * saws...and for many reasons. 
ol Their inward curving, buttressed teeth curl the chip from the 
ined metal so smoothly that it springs from the roomy, rounded 
— gullet... High-speed steel segments are shock-proof mounted 
sth, to keep cuts cleon and narrow... Atkins Segmentals never 
s wander or gall—cut so efficiently that there is no feed 
on. chatter at the heaviest feed rates—no clogging that breaks 
tart teeth — much lower power consumption. 
and Bee tev For your customers who do billet sawing, ingot cropping, 
nce. , Ga bar cuioff, etc.—in steel, cast iron, copper, brass, aluminum 
sign or their alloys — Atkins Segmentals, available in all sizes 
= : ee from 11 in. to 10 ft., offer a combination of advantages that 
‘one f a & pay off in substantially reduced sawing costs. Tell this 
ting / P savings story and cash in! 
mn, : 
De- : Another Sales Builder... 
j ; “Curled-Chip" Buttressed ATKINS “CURLED-CHIP” MILLING SAWS 

Tooth. Chip springs from ‘ 

the gullet as it leaves the All the advantages of the Atkins “Curled-Chip” 

pee ne eee ae method in high speed milling saws. 

; Whenever you have a problem in metal cutting, FF 

ied, . put it up to an Atkins Cutting Engineer. He'll give ; 
and ; you the right answer—and be glad to do it. 
; in oe J . Self ejecting curled chip. 
hes 
In- 


urn 


Cluer Stet’ SAWS 


the a S 
Th | 
ne A KIN E. C. ATKINS AND COMPANY «¢ tome office and Factory: 





will 402 South Illinois Street, Indianapolis 9, Indiana 
Branch Factory: Portland, Oregon i. TITS 
of Branch Offices: Atlanta * Chicago * New Orleans » New York sipcatieesaaes . 
—s MAKERS OF BETTER SAWS FOR EVERY CUTTING JOB 
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THREADWELL'S. 44//_\ 
NET PRICE UST 373 
of STANDARD ’ 


having different numbers of teeth are 
mounted on lower end of thread dial 
shaft. Vertical position of indicator 
is changed as required so that correct 
gear for pitch of thread to be cut will 
mesh with lead screw. Each dial grad- 
uation is marked with a letter; a chart 
is supplied to show which gear and 
graduations must be used. 


HELPS YOUR BOOKKEEPING sisi inisi soon 
IN DOLLARS and SENSE 


We were sitting in a booth the other day eavesdropping on a couple 
of distributors who were discussing pricing. 


“You know, Jack,” said the first guy, “I've been selling cutting tools 
for a long time and I'll be darned if I know how pricing got so 
fouled up.” 


“Like what in particular, Pete?’ asked Jack. 


“Like consumer discounts, frinstance,” said Pete. ‘Take a standard 
three-eights high speed hand tap. So if it's Cut Thread you knock off 
15%. If it's commercial ground you add 5%. Precision ground you 
add 10%. And when you get one five-eighths, your Cut Thread dis- 
count is plus 5%. Who ever heard of a PLUS DISCOUNT? It don't 
make sense, and I haven't got time to study calculus every time I 
make a sale. It's screwy, I tell ya, and it must drive my customers 
even screwier.” 
































With a loud clearing of the throat, we turned around and introduced 
ourselves. Then we asked the boys how they would like a Threadwell Steel Sh elving 
table of Net Prices of Standard Taps, all worked out in dollars and 
cents, no brush, no lather, no rub-in. No Nuts, Bolts, Tools Needed 

“Fine, fine,” they wailed, “but we don’t handle Threadwell!” For Shelf Or Divider Adjustment 

ite a handicap we agreed, but not fatal in this case. Threadwell , 
is pe it to its me distributors anyway, and will be glad to A new ty Ww of steel shelving fea- 
supply it to anyone else who will make use of it . . . and there’s no tures a special stud that slips into 
hook in it. The boys clapped us on the back and for the first time in a hole in the shelf and into a keyhole 
ages, somebody picked up our check. in the upright. The shelf is pressed 
down and the assembly is complete. 

For speedy adjustment, shelves are 
instantly movable on 14-in. centers, 
dividers on l-in. centers. All parts 
are 100 percent adjustable from front 
of unit. The shelving is available in 
open and closed shelving, parts bins 
and counters. 

Aurora Equipment Co., Aurora, 
. Ill.—Industrial Distribution, Decem- 
THREADWELL TAP & DIE COMPANY, Greenfield, Massachusetts ber 1949. 

Taps @ Dies ®@ Drills © Counterbores ®© Keyway Broaches ® Screwplotes @ Gages ® Pipe Threaders (Continued on page 133) 


If you would like a free copy of 
Threadwell’s net price list of 
standard taps just write us for 
it. We'll be glad to supply you 
with extra copies, too. No obli- 
gation of course. 
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Meeting the fastenings needs of your customers is easy 
when you handle the Bethlehem line of bolts, nuts and similar 
products. For Bethlehem fastenings number hundreds of 
individual types and sizes, and include just about every 
headed or threaded item your customers can ask for. 

In addition to variety, the Bethlehem line has other advan- 
tages. Bethlehem fastenings have sturdy heads, tough shanks, 
and the smooth-fitting threads customers like. They're good 
fastenings to sell, for they mean repeat sales, over and over. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 
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Here is a line of quality cutters that offers a steady 
source of income because... 


1. it is broad enough to meet requirements for 
efficient milling on a wide variety of work 
and materials; 


it has modern design and construction fea- 
tures to make every cutter give fast cutting 
rates, close accuracy in the duplication of 
parts and long service between sharpenings. 


Tell your customers why these two features mean 
lowest real cutter cost. It’s helping Brown & Sharpe 
Distributors everywhere to make new sales and cash 
in on repeat orders. Brown & Sharpe Mfg. Co., Provi- 
dence 1, R. I., U. S. A. 


We urge buying through the} 
BROWN & SHARPE CUTTERS (5 





Flaring Tool 


Prevents Crushing Or Scoring 
Of Tubing in Shop Vices 


A heavy-duty, self-centering flaring 
tool will make all tube flares from 
3/6 to 3-in. inclusive. The nickel 
plated, three-piece unit consists of 
smooth-surfaces case hardened steel 
jaws with smooth, graduated indi- 
vidual holes which grip tubings of 
varying diameters without marring or 
scoring. An aluminum bronze vice 
firmly secures the jaws around the 
tubing. The floating, self-centering 
spinner automatically produces uni- 
form flares, and the sturdy handle 
affords maximum leverage. 

The rugged, heavy-duty unit elimi- 
nates spoilage occurring during unsuc- 
cessful hand-flaring attempts. There 
is no need to correct or file down 
flares made with this tool since all 
flares are uniform in width. 

E. Edelmann & Co., Chicago, III. 
—Industrial Distribution, December 
1949. 


Electric Hammer 


Of Electro-Magnetic Design 
With Free-Striking Piston 


A new type of electric hammer 
will both hammer and rotate the 
drill bit at the same time. It elimi- 
nates the quarter turning of the star 
drill wrench by hand to get a round 
hole. 

A new line of drill steel has been 
developed to use with the hammer, 








WHY DO Genuine 
BELMONT FLAX PACKINGS 
Seal Securely and Last Longer? 


1 We possess complete facilities for 
their manufacture. 


2 Belmont controls the purchase of the 
raw flax fibre. It is carefully selected 
for length, strength and softness. 


3 The steps of hackling, spreading and 
drawing of suitable rovings are all ac- 
complished within the Belmont plant. 


4 The braiding of rovings: lubricating 
and finishing of the completed packings 
are under expert supervision. 


And Belmont Consumer Advertising 
stresses the important construction fea- 
tures incorporated in each individual 
type of Belmont Packings—the exira val- 
ues that make Belmont Packings seal 
more securely ... last longer. 


Each advertisement tells the buyer to 
see the Belmont Distributor. It creates 
leads and sells for you. Belmont adver- 
tising works for the Distributor. 
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Did you know that Kester makes over 
100,000 sizes and types of flux-core solder? 
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OR over fifty years Kester has been concerned 

with producing solder for every phase of in- 
dustrial work. Have your customers take advan- 
tage of this experience by consulting Kester’s 
Technical Department on all soldering problems. 
There is no obliaation. 


FREE—Technical Solder Manual Available on Request Vy, 
Send for Kester’s new solder manual, oY 
“SOLDER and Soldering Technique.” 


KESTER SOLDER COMPANY / aya 


4201 Wrightwood Avenue « Chicago 39, Illinois 


pains at SOLDER 


Newark, New Jersey * Brantford, Canada 
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with carbide cutting edges and spiral 
flutes that make possible the drilling 
of the hardest rock and clean the 
cutting out of the hole as the ham- 
mer rotates the drill steel. 

The hammer will drill up to 2-in. 
diameter holes, has an automatic 
safety clutch on the rotating drive 
that will slip if the bit binds or gets 
stuck in its hole. The percussive ham- 
mering can be stopped while the 
bit continues to rotate to clean the 
hole. The hammer weighs 384 lbs. 
and is available for either 110 or 220 
volt AC operation. 

Syntron Co., Homer City, Pa.— 
Industrial Distribution, December 
1949. 











Carbide Cutters 


For Use in Removing 
Gates, Fins & Risers 


The manufacturer has extended 
the ss and 4-in. shank series of car- 
bide cutters to include a }4-in. shank 
set. It comprises the ten most popu- 
lar shapes and is furnished in a trans- 
parent case. 

The cutters have a large range of 
uses, such as breaking sharp corners 
and edges, machining carbon, finish- 
ing castings of any material, grind- 
ing radii and grooves, deburring oil 
holes, blending welds and assembled 
parts and removing weld beads. 

They may be ordered individually 
or in sets, and can be reground when 
dull by returning them to the factory. 

The Severance Co., Saginaw, Mich. 
—Industrial Distribution, December 
1949, 


Pillow Block 


Equipped With Ball 
Or Spherical Roler Bearings 


An improved unit type of anti- 
friction bearing pillow block holds © 
fast to shafts revolving at high speeds 
with a vise-like grip. It is designed 
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P-K PAGE AD 
AIMED AT YOUR 
CUSTOMERS 


The right 

Self-tapping Screw 

for any assembly... 

an extra sales advantage 
that helps Parker-Kalon 


Distributors to 


get the orders 


DISTRIBUTORS 


AND DON'T OVERLOOK ‘10/2 KNOW-HOW 
NOU SHOW-HOW ‘WHIZ TYPES AND SIZES 
M01 PROTECTION FOR THE DISTRIBUTOR 


* The Parker-Kalon Distributor carries the No. 1 line of Self-tapping Screws. 
He has all these extra sales advantages working for him. In a buyers’ market, 
they can spell the difference between “break even” and mounting profits. 


REMEMBER...IF IT’S P-K...1T’S O.K.! 


PARKER-KALON CORPORATION, 200 VARICK ST., NEW YORK 14, N. Y. + Mokers of Self-tapping Screws * Cold-forged Socket Screws, 


Wing Nuts, Thumb Screws * Hardened Screwnails and Masonry Nails * Shur-Grip File and Solder Iron Handles * Metal Punches * Damper Regulators and Accessories. 
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VICTOR 


brings business to your door 


Warehouses and plants using conveying equipment 
have hundreds of uses for belting. In fact, in every 
industrial field where materials move, there are heavy 
belting needs—and you can fill all these needs when 
you handle Victor—“the most complete line of balata 
and textile belting in America.” 

And you can be sure that Victor is your best bet for 
volume sales. For Victor dependability is constantly 
making new customers and holding old ones. In all fields 
of industry you'll find quick sales—and repeat sales— 
for Victor, because Victor is the choice for conveying, 
elevating, and power transmission use. 

Let Victor tell you more about this all-inclusive line. 
Write today for details. 


with a tapered inner ring and a tapered 
split sleeve which, when the ring is 
pressed against it with a tightening 
nut, contracts and wraps around the 
shaft. 

The concentric grip will not loosen 
even though the shaft may vibrate. 
The use of the sleeve eliminates the 
need for lock screws which may cause 
burrs on the shaft. 

The unit pillow block is completely 
assembled and pre-lubricated for im- 
mediate installation and operation. 
Special floating seals prevent the leak- 
age of lubricants and entrance of dirt 
and foreign matter into the bearing. 
The pillow block is available in “free” 
or “held” types, in shaft sizes from 
lie to 2¥%-in. 

SKF Industries, Inc., Philadelphia, 
Pa.—Industrial Distribution, Decem- 
ber 1949. 











bie 
Pump Oiler 


Beaded-Body Design Permits 
Easy Handling & Operation 





A 54-0z. capacity all-purpose oiler 
is precision built with seamless alu- 
minum body and brass spout, fitted 
with a red enameled cap. Since the 
entire top can be taken off, the oiler 
is easy to fill and clean to use. It is 
capable of ejecting a full stream of 
oil, or drop by drop. 

Eagie Mfg. Co., Wellsburg, W. 
Va.—Industrial Distribution, Decem- 
ber 1949. 


Lighting Fixtures 


THESE INDUSTRIES USE BELTING © SELL THEM VICTOR 
Brick and Clay - Bottling - Flour and Feed - Canning 
Steel - Confectionery - Paper - Packaging - Food - Tobacco + Printing 


Includes Unshielded, 
Louver or Plastic-Shielded 


A new line of commercial type four 
lamp 40-watt fluorescent lighting fix- 
tures is available in three styles—un- 
shielded, louver-shielded and _plastic- 
shielded. Each may be surface or 

‘ pendant-mounted, individually or in 
continuous rows. 

The unshielded is ideal for high bay 
areas in stores or public buildings. 





Victor Batata & Textite Betting C. \_ 


53 Park Place, New York 7 - 300 W. Hubbard Street, Chicago 10 
Factory: Easton, Pa. J 
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The louver-shielded is designed to 
develop 37 percent of light output 
downward and is: recommended for 
areas requiring well shielded illumina- 
tion. The plastic shielded fixture is 
suited to rooms where well-diffused, 
vittually-shadowless light is preferred. 

A 20-gauge steel-constructed, alumi- 
num enamel-finished basic chassis and 
white Miracoated reflector, which pro- 
vides a minimum reflection factor of 
86 percent are featured in the new 
line. The basic chassis allows the un- 
shielded fixture to be easily converted 
into either of the other two. 

For continuous row mounting of all 
three fixtures, special joining plates for 
mounting are provided for either pen- 
dant or surface installations. Standard 
single and double stem pendants make 
possible clean, streamlined installa- 
tions. 


Sylvania Electric Products, Inc., | 
New York, N. Y.—Industrial Distri- | 


bution, December 1949. 











Lifting & Moving Device 


Pivot Action Of Wheels 
Assures Unscratched Floors 


A rugged, portable lifting and | 


moving device will handle mer- 
chandise or equipment weighing up 
to 2,000 Ibs. to a height of 4-in. with 
a minimum of effort on the part of 
only one man. 

The actual lifting bar which slides 
under the object being moved is so 
constructed that a maximum grip is 











BEALL 


SPRING WASHERS 
STEADY DEMAND ~ and continuous REPEAT business. 


Almost every one of your customers who uses Nuts, Bolts and Screws, 
now uses or can be sold BEALL KANT-LINK SPRING WASHERS — the 
nationally accepted type. 

BEALL Helical Spring Washers have Long range “live” action and 
adequate PRESSURE POWER to combat ALL causes of looseness. 


NATIONALLY ADVERTISED — and nationally accepted. IN 
STOCK in all standard sizes; made of Carbon Steel, Stainless Steel, 
Everdur, Duronze and other metals. 


130 Shamrock St. 


BEALL TOOL DIVISION, Hubbard & Co., east atton, itt. 


@eeeeeeeee#eee#e#ee#ee#ee##e#8e#@¢# 


TIGHT 


when assembled 


BEALL Spring Washers T } G H T 


— prompt shipment — in service 
in cartons and bulk. 


after long service 
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WHIGH OF THESE STATEMENTS IS CORRECT ? 


The BRIDGES Fipe Die means bigger profits and more satisfied cus- 
tomers for you. It costs more than an ordinary die, but it gets more work 
done,more easily, in less time, and it’s much cheaper to maintain than any other 
type. It is the ONLY die designed for economy of chaser replacements, 
one set of BRIDGES chasers lasting longer than ten sets of ordinary chasers. 
Your customers will choose the BRIDGES Pipe Die, because it saves its 
initial cost during the first few months’ use. And they'll come back to you 
for more of these labour saving, money saving tools. 


The big selling feature of the BRIDGES Pipe Die is the tangential arrange- 
ment of the chasers. These are made of a special high speed steel, and are 
easily reground by hand on any grinding wheel to about one quarter of their 
original length. The chasers can be reground a hundred times, and at every 
regrind the die is as sharp as before, cutting perfect threads in one operation 
only (not two, as with old-fashioned die stocks). 


Your customers will like these other exclusive features of the BRIDGES 
Pipe Die: a gauge for accurate and easy reading of the pipe diameter, and 
a micrometer adjustment for possible variation in fittings. This double 
setting device ensures a perfect pipe joint, always. BRIDGES Pipe Dies are 
made from Hiduminium R.R. 53B, the super strength light alloy, and all 
models are ratchet-operated. Receder action through a train of gears is 
provided for cutting thread on pipes of 2” dia. and over. 


B “ ( g G - C RATCHET-OPERATED, TANGENTIAL 


PIPE DIE 


Manufactured by: §, N. BRIDGES & CO. LTD., 
Parsons Green Lane, London, S.W.6., England 
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obtained. The portion of the frame 
which comes in contact with the 
object is padded with heavy sponge 
rubber, preventing marring or damag- 
ing finishes. 

The specifications are: net weight, 
35 lbs.; width, 20-in.; height, 32-in.; 
handle length, 22-in.; depth, 104-in. 

Buffalo Hoistrux Co., Buffalo, 
N. Y.—Industrial Distribution, De- 
cember 1949. 











Rotary Table 


Two Hold-Down Clamps 
Lock Table in Position 


A rotary indexing milling table has 
an 8-in. diameter with two % x 1#-in. 
“T” slots crossing the center. A 1}- 
in. reamed hole is situated at the 
center of the table surface for a 
locating plug. The table is graduated 
for the full 360° and the rotary feed 
is positive through worm and gear 
with a ratio of 40:1. The rotary 
indexing dial is accurately graduated 
in 15-minute intervals. 

With an overall height of only 34- 
in., the table is useful on jobs where 
a fixture takes up a large percentage 
of the distance between the spindle 
and the machine table. The base 
diameter is 94-in., with two bolt and 
key slots for rigid mounting of the 
table to either a milling machine, 
drill press, shaper or surface grinder. 

Chicago Tool & Engineering Co., 
Chicago, I]_—Industrial Distribution, 
December 1949. 


Air Cooled Motor 


Motor Housing Totally Enclosed, 
No Foreign Matter Can Enter 


A new air cooled ball bearing 
motor is identified as polyphase, 50 
or 60 cycle, constant speed, con- 
tinuous duty, squirrel cage induction 
with high torque and low starting 
current, with power sizes from 2 to 
60 hp. 

Air is drawn in through the ex- 
ternal hood, passed over the stator 
core and out over the pulley bearing, 
while small fan blades on the rotor 
serve to circulate the air inside, trans- 
ferring the heat to the frame and 

(Continued on page 142) 











UNITED STATES the line that has 
ELECTRICAL always kept pace 
1fele) Be with industry sets 


the pace to bring 





you more sales 


and profits 





The United States Electrical Tool Co. 


write us for 
helps you with this active, impressive 


available territory 
SIX-POINT DISTRIBUTION PLAN 
. Full line 5. Good profits 


. Super-quality 6. Sales and adver- 
. Economical prices tising aids 
. Protection 


AMERICA’S MOST COMPLETE LINE: 


drills, grinders, surfacers, polishers, sanders, 
tappers, hole saws, heat guns, buffers, valve 
seat grinders, valve refinishing shops, flexible 
shaft machines, and many other eelctrical tools. 


Established in 1897... 
pioneers in electrical tools. 


ec 


UTILITY FLOOR GRINDER 
12”, 14” and 16” wheels 


WHEEL GUARDS ADJUSTABLE TO 
WHEEL WEAR 


Totally enclosed motor; push-button starter for 
overload protection; ball-bearings enclosed in 
dust-tight housings; enclosed adjustable wheel 
guards and every modern feature for modern 
use and installation. 


Model 500 


THE UNITED STATES ELECTRICAL TOOL CO. 


CINCINNATI, OHIO, U.S.A. 
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The McGraw-Hill magazine of metalworking production 
McGraw-Hill Building, New York 18 
Member of the Audit Bureau of Circulations and the Associated Business Publications 
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Sales of new product 





increased 600% three months after 


advertising pitched in to help 


Generally . . . because your suppliers do support you so consistently with good 
advertising . . . there’s no comparative basis on which to judge how much more 
difficult your job would be without advertising’s help. 


That’s why we think you'll be interested in this carefully documented case of how 
a new industrial product’s sales fared before and after advertising went to work. 


First tentatively marketed in January (1 on the chart), this new product was released 
to the entire sales staff for intensive selling in May (2). Three months later, in 
September, sales were still pretty much staggering along (3) ... had even fallen 
off a bit. 


But now look what happened! In September, a catalog describing the product was 
distributed, a direct mail piece was mailed to sales prospecis, and an advertisement 
announcing it was placed in six good industrial magazines. 


Sales started soaring immediately ... and within three months had increased almost 


600%! (4) 


Same sales force . . . same product ... but now advertising was backing up the 
sales staff’s work ... making contacts ... arousing interest . . . creating a prefer- 
ence for this new product so that the sales staff could concentrate on closing orders. 


That’s the way it is with soundly advertised equipment . .. and thousands of sim- 
ilar cases have shown the power of good advertising to help you make more sales 
... and bigger ones .. . oftener. 


So the next time you close a big sale, or a nice fat order comes in “over the tran- 
som,” or somebody calls and says “come out and see us,” don’t forget the help 
your supplier’s advertising gives you. 


... particularly their American Machinist advertising. For this helpful, hard- 
working magazine is read by most of the important metalworking production men 
in your territory ... and its proved power to help you sell is the reason why almost 
600 advertisers invest more advertising dollars in it than are invested in any other 
metalworking magazine. 


TOP .....: PARTNER IN YOUR BIGGEST MARKET 
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in Deming 
Centrifugal Pumps 


@ From the little 5 g.p.m. "Motor-Mounts" to the big 
3600 g.p.m. Side Suction Centrifugals, you can meet 
the lion's share of industrial requirements with the 
diversified line of standard Deming Centrifugal Pumps. 


This "Power of Selection" makes it possible for the industrial distrib- 
utor's salesman to match the right pump to the need . . . frequently 


helping the customer to avoid the extra cost of a special pump he 
THINKS he needs until he sees a STANDARD Deming Centrifugal 
designed for the work. 


For example, the Deming Side 
Suction Centrifugal shown at 
the right is designed with a 
separate liquid end. Where 
corrosive liquids must be 
pumped, only this separate 
liquid end need be made of 
special alloys with resultant 
economy fo the user. 


THE DEMING COMPANY 
511 BROADWAY « SALEM, OHIO 


EE mv § ing 
HE COMPLETE LINE 
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Pumps for All Industries 
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endbells—cooling the motor com- 
pletely. 

Actual temperature rise on the 
stator windings will not exceed 55° 
C. and the external frame remains 
much cooler even under continuous 
full load operation. Ball bearing 
temperature rise in the motor is only 
30° C. or less, assuring long life of 
insulation and bearings. 

Valley Electric Corp., St. Louis, 
Mo.—Industrial Distribution, De- 
cember 1949. 














End Mill 


Solid Carbide Provides 
Greater Resistance to Wear 


Completely formed from solid car- 
bide, a new type of end mill is de- 
signed for production runs on close 
tolerance slotting and key way cutting 
operations in cast iron, mild heat- 
treated steels and all types of non- 
ferrous, non-metallic materials. 

Chief feature is the wear resistance 
provided by the solid carbide. Ample 
flute length with smooth contours 
allows faster chip removal regardless 
of depth of cut. The end mills are 
available in straight or spiral flute de- 
sign in sizes ranging from Ys to @-in. 

Wendt-Sonis Co., Hannibal, Mo.— 
Industrial Distribution, December 
1949. 


Electrode Dresser 


Main Feature Is 
1200 RPM Cutting Speed 


An air-powered electrode dresser is 
light in weight (34 Ibs:), portable 
and is equipped with a cutter for re- 
shaping copper electrodes on spot 
welding machines without removing 
the tips from the machines. 

Its 1200 rpm cutting speed increases 
the number of electrodes that can be 


























com- 























the 
>” 
nains 

















quail rou 




















Sharp, strong corners...straight, true sides... 

clean, accurate threads...these are but three 

of the qualities which are consistently uni- 

form throughout every shipment of REPUBLIC 

Upson Semi-Finished and Cold Punched Nuts. 
Republic Steel Corporation...Bolt and Nut Division, 
Cleveland, Ohio and Gadsden, Ala....Export 
Department, Chrysler Building, New York 17, N. Y. 
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THE WORLD'S WORST ~~ \ <2) }) 
APPROACH T0 A SALE! <« 


J / 
Salesmen who use this “approach” are sure to get off 
on the wrong foot with/busy customets. Your prospects 
have plenty ofptoblems‘without being asked: ‘““What- 

dya \Know?”t They're anxious to get the facts about 
your products quickly and without time-wasting pre- 
liminary convapsariog. 

Get the facts onLdmson fasteners from us so you can 

; approach your customers in a posi- 

tive manner—use Lamson bolts, nuts 

and cap screws as a “door opener”. 

Tell your customers why they are 

his best buy. You’ll earn his good- 


yesme™ ucts. ° ° 
a will and increase your sales average. 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio * Chicago * Birmingham 
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dressed in a given time with the tool. 
Another main feature is the type of 
cutters used. The combination of 
correct angle on cutter blade and speed 
of tool permits the blade to cut faster 
and, at the same time, disperse chips. 

The easy working throttle valve, 
extra length of flat angle and general 
design permit easy accessibility. All 
driving gears are fully supported on 
needle or ball bearing for longer gear 
life and smoother performance. Gen- 
eral specifications are: height of angle 
;-in., overall length 103-in., free speed 
is 1500 rpm, 3-in. pipe air inlet. 

The Aro Equipment Corp., Bryan, 
Ohio—Industrial Distribution, De- 
cember 1949. 














Band Saw 


Has 4 Cutting Speeds, 
From 53 to 266 F.P.M. 


A portable, metal cutting band saw 
cuts angles, bars, tubes and pipe up to 
a capacity of 6 x 10-in. The stand has 
4 legs for stability, motor mounting 
takes any standard motor (4 hp 
110/60/1). 

Chief features include a unique 
hydraulic dash-pot mechanism to in- 
sure controlled, constant pressure from 
beginning to end of cut; blade-mount- 
ing from top (for half minute blade 
changes); unobstructed view of cut- 
ting operation (no yoke or frame to 
hide work) and double sets of blade 
cleaning brushes. 

Kalamazoo Tank & Silo Co., Kala- 
mazoo, Mich.—Industrial Distribu- 
tion, December 1949. 
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Good N eighbor 


| 7 OU have a neighbor who has 4 
Y complete stock of “Greenfield” 
threading tools, waiting for your call. 

He’s a good neighbor. He knows his 
business. He’s friendly and anxious to 
serve you. He may be able to help you 
with a threading problem and save you 
a lot of money- 

This neighbor of yours is the 
Creenfield” Distributor. There are 
over 1,000 of them, located in every 
industrial neighborhood in this country. 
Working closely with him, and at your 
service also, is a trained “Creenfield” 
threading tool engineer. They make 4 
team of good neighbors that have been 
serving American industry, in wat and 


eo) 
in peace, for over 75 years. 


GREENFIELD TAP and DIE CORPORATION 


Greentield, Massachusetts 


and 
THE GEOMETRIC TOOL CO. 
Wew Haven 15, Connecticut 
AMPCO TWIs 
Jackson. 


nd 
DRILL CORP. * 
, Michigan 


Divisions of Greenfield ToP and Die Corporation 











The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 


a 
-. 
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DISTRIBUTOR 


Maximum holding power per dollar of 
investment—helps your customer get True 
Fastener Economy. The dependability of 
RB&W Nuts is the product of more 
than a century of continuous research 
and progressive development 
in nut manufacturing .. . backed 
by the skill of four generations of 
RB&W men and women. 


RB&Ww 


THE COMPLETE QUALITY LINE 
104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


Plants at. Port Chester, N. Y., Coraopolis 
Pa., Rock Falls, Ill, los Angeles, Calif 
Additional sales offices at: Philadelphia 
Detroit, Chicago, Chattanoogo, Ookland, 
Portland; Seattle 




















Washer-Drier 


No Operator Required 
For Normal Operation 


A gew machine washes, dries or 
does both to a variety of sizes of cy- 
lindrical cans at the rate of 300 per 
minute. The machine occupies a 
space 3 x 7-ft. and consists of a pre- 
liminary conveyor, main conveyor, 
rubber roll, brush, fractional hp 
motor and a larger motor. 

It eliminates long air drying con- 
veyor lines by doing the same work 
in less space and time. Other appli- 
cations are the removing of moisture 
prior to labeling or entrance of the 
can to a freezing room and the te- 
moving of alcohol used as the freez- 
ing medium. 

Chain Belt Co., Milwaukee, Wis. 
—Industrial Distribution, December 
1949. 


Pillow Blocks 


For Straight Shaft Or 
Adapter Type Mounting 


A series of normal and heavy-duty 
spherical roller bearing pillow blocks 
will soon be available in bore sizes 
ranging from 276 to approximately 
8in. They will be self-aligning, in- 
corporating either felt or triple metal- 
lic labyrinth seals. The units will be 
built for either straight shaft or adapter 
type mounting. 

The Fafnir Bearing Co., New Brit- 
ain, Conn.—Industrial Distribution, 
December 1949, 


Indexing Fixture 


Built-In Electric Control 
Synchronizes Spindle Movement 


For use with punch press, tapping 
machine and drill press, an electric 
indexing fixture makes possible ac- 
curate and rapid indexing of work 


STOCK...DISPLAY...SELL 


More Easily, Effectively, Profitably 
with the New CAMPBELL CHAIN 
CONTAINERS 
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CAMPBELL CHAIN: Conngenamnay 


Cam Cak -&~ 
~ cna 
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AMPBELY CHAIN (ommeo"9 ee —_ 


S a a 6 CAMPBELL CHAIN Comoe 


CAMPBELL CHAIN “CAM-PAK” 


Made from fibre-board—will withstand 
the roughest handling. No wood fo splin- 
ter, no nails to snag hands or clothing. 
Takes less storage room. Type and Work- 
ing Load Limit printed on label. For Proof 
Coil and BBB Coil chain only. 
SIZES: | QUANTITY: SIZES: 
3/16” 250 ft. 5/16” 
1/4” 150 ft. 3/8” 


QUANTITY: 
100 ft. 
75 ft. 








CAMPBELL CHAIN Fibre Drums 


Replaces wooden barrels formerly used for shipments of 500 to 
700 pounds. Can be re-used, as lever-action metal head is 
easily replaced after opening. No more nails or splinters. 











CAMPBELL CHAIN Company 


(International Chain & Mfg. Co.) 


York, Penna. 
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GREATER PROFITS 
CLIPPER 


) v¥ Constant Consumer Demand 
WNo Factory Sales to Users 
) V Nationally Advertised 
\ Firm Resale Price Policy 
/ Highest Uniform Quality 











Originators 
of the 
packaged vise 


YOUR COLUMBIAN 
DISTRIBUTOR IS ALWAYS 
READY TO HELP YOU 


COIUMBIAN VISES 


‘THE COLUMBIAN VISE & MFG. CO. 


9025 Bessemer Ave. : Cleveland 4, Ohio 
the Worlds Largest Mahers of Vises 


STRENGTH * ACCURACY *+ WORKMANSHIP + DEPENDABILITY 
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pieces. Table indexing motions are 
controlled electrically through a modi- 
fied geneva system to assure smooth, 
shockless action. At each indexing 
station, the table is accurately locked 
in place by a hardened locking pin. 

A built-in electric control synchro- 
nizes spindle movement and controls 
the downward motion of the spindle. 
The unit is available with a choice of 
interchangeable indexing plates rang- 
ing in size from 10 to 14-in. in diam- 
eter. 

Ettco Tool Co., Inc., Brooklyn, 
N. Y.—Industrial Distribution, De- 
cember 1949. 


Cemented Carbide 


Provides Rapid Dissipation 
Of Heat At Cutting Edge 


An improved grade of cemented 
carbide offers higher hardness, more 
wear resistance and greater cutting 
edge strength and cratering resistance. 
It is used for finishing and light 
roughing cuts on no-ferrous metals 
and cast iron with hardness up to 
Brinell 550. 

Performance has shown that heat 
is carried away faster from the cutting 
edge. Many sizes and types of stand- 
ard tools and blanks in the new grade 
are available. 

Carboloy Co., Detroit, Mich.—In- 
dustrial Distribution. December 1949. 


Blow Torch 


Tank Inlets & Connections 
Mechanically Locked Into Position 


A blow torch with a polished brass 
tank incorporates features resulting 
in more efficient performance. For 
example, the shut-off valve is equipped 
with a replaceable needle pin which 
will not break off and clog the blow 
torch. A small spring on the pump 
plunger washer keeps the washer 
spread for positive pumping action. 
The pump itself is blow proof. The 
fuel line from the tank to the burner 
is equipped with a mesh strainer con- 
trol to prevent flash back. Other 
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<. Other 


features include a strong, ribbed re- 
inforced bottom; a heavy steel prim- 
ing cup which won’t break off and a 
long undervein that is equipped with 
clednout plug. 

The pump is removed to fill the 
fuel tank. However, another model 
of the same torch is filled through 
the funnel shaped bottom equipped 
with a filler plug. Both models are 
one quart capacity. 

P. Wall Mfg. Co., Grove City, Pa. 
—Industrial Distribution, December 














Bin Units 


Reversible Shelves Provide 
Flat Or Bin Type Storage 


A new line of 78-in. bin units fea- 
ture dividers that are adjustable hori- 
zontally. No nuts, bolts or tools 
required. 

The shelves of the bin are adjustable 
up and down every 14-in. where divid- 
ers are not used. 

All bin units are 3-ft. wide, 1-ft. 
deep and 64-ft. high. Eight different 
units are available, also a variety of 
accessories. including shelf boxes and 
sloping bins. 

Lyon Metal Products, Inc., Aurora, 
Ill—Industrial Distribution, Decem- 
ber 1949. 


A CORRECTION: A report on a 
new South Bend Lathe Works preci- 
sion turret lathe that appeared in the 
September issue incorrectly stated that 
a feature was “a locking mechanism 
which will index the turret head 
within plus or minus .005-in. measured 
4-in. from the turret face”. The figure 
in the specification should have read 
“.0005-in.” 





There's More 


BLACKMER 
Rotary Pump 


BUSINESS 


than meets the eye 


. where liquids are handled in 
your customers’ plants, you can 
help cut costs. 


EXAMPLE: Sell Blackmer Rotary 


Hand Pumps for dispensing from 
drums ... you'll stop waste and 
Promote safety and “good house- 
keeping.” And there are practical, 
sales-compelling reasons why your 


customers will buy every item in 


the line. 


"The Distributors’ Line of Rotary Pumps” 


The cooperative, service-strong sales policy Blackmer has practiced 
with Distributors for 45 years has made Blackmer “The Distributors’ 
Line of Rotary Pumps.” Here are facts which sell Blackmer Products: 


Rotary HAND PUMPS 


10 and 25 g.p.m. hand pumps are 
made in models for every industrial 
use. Write for detailed sales piece 
“HPS,” available to you in quantity. 





Blackmer line strainers for up to 6” 
connections have top acceptance 
based on industry’s long, satisfac- 
tory experience with these ruggedly 
built, easy-to-clean strainers. Write 
for strainer literature. 


Rotary POWER PUMPS 


5 to 1500 g.p.m. for every application. One 
of the many desirable exclusive Blackmer 
features in the famous “self-adjusting for 
wear” design which maintains high efficiency 
far beyond accepted expectancy. Write for 
Bulletin 307. 


TRUCK PUMPS 
Yes 


Single and dual truck pumps, long proved 
the leader in the petroleum industry. Now 
Blackmer Truck Pumps are used by indus- 
trial haulers of tank truck liquids. Write for, 
Bulletin TP3. 


At least 80% of Blackmer installations in industry are easily specified 
for model and capacity by Distributors’ Representatives. Where 
technical assistance is desirable, Blackmer’s engineering staff is at, 


your disposal. 


Write For Blackmer's Distributor-Profit Plan. 


BLACKMER PUMP COMPANY 


GRAND RAPIDS 
MICHIGAN 
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Bin 


¢ For Your > 


CORROSION > °° 


CONSCIOUS 


You can always assure your 
customers of prompt deli- 

very when you purchase 
ALLMETAL Stainless Fas- 
teners. From our large and 
complete stock you can 
obtain immediate delivery of 
Stainless Screws, Nuts, Bolts, 
Washers, Rivets, Pins, Nails, etc. 


WRITE, ON YOUR LETTERHEAD, FOR CATALOG No. 49H 


Know the Answers 


to quiz on page 106 











‘ ." 
Wrenee” 





LESS MANUFACTURERS SINCE 1929 
UL» 


4 
33 GREENE STREET. NEW YORK I13.,N.Y. 











The Practical, 
good-looking 
Beacon for 
Fixed 
Position 


KEEP 


Twn TS 


EMBURY 


WARNING 


Order through Your Jobber 





EMBURY MFG. CO., WARSAW, N. Y. 
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Sell these products .. . 
for steady returns 


... tanks — coils — bends — ex- 
pansion joints — kettles — dippers 

evaporators — heaters — coolers 
—chemical apparatus . . . we con- 
tinue to supply American industry 
with these products as we have been 
doing for more than 65 years. De- 
mand is constant — returns are good. 
Write for details, 


ARTHUR HARRIS COMPANY 
210-218 N. Aberdeen St. Chicago 7, Ill. 





1.A modern chain drive will deliver 
up to 99 percent of the powe: 
applied. 

. One is solid block center; two is 

multiple-assembly block center; 

three is a typical roller type chain; 

four is multiple-roller; four “‘a” are 
the repair links for multiple roller; 
and five is a silent chain type. 

3. Silent chain is another name for 
the inverted tooth chain. 

4. They may be made in any one of 
the three designs. All three were 
correct. 

5. That’s true, and it makes fo: 
quieter, smoother operation. 

6. Rough-finished roller should be 
your recommendation for this typ 
of service. 

7. Nonsense. Multiple chain assem 
blies are more durable, more ef- 
fective than single strands run in 
parallel. 

8.From 1200 to 2000 fpm is the 
most satisfactory speed for silent 
chains, though they have been op- 
erated at higher speeds. 

9. That’s true. 

10. Upon pitch and sprocket size de- 
pends the proper speed for oper- 
ating a roller chain drive. 

11. That’s true, as for instance the 
equipping of a roller chain drive 
with attachments for conveyor 
work, 

12. That’s true, and that is what 
makes for wear of teeth and 
sprockets. 

13. Any one and all of the four may 
be responsible for chain breakage. 

14. That’s true, but it isn’t “recom- 
mended practice.” 

15. All chain drives do require some 
lubrication. 

16. For most installations, the drip 
method is recommended; for high 
speed chain operation, of course, 
the bath method generally is best. 

17. True, and of course after cleaning. 
the chain should be soaked in a 
light oil and hung up, to drain off 
the excess of oil. 








Working without a goal is drudgery. 

A goal without working is a dream. 

Working towards a goal is progress. 
—Martin Vanbee 
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Fittings—They’re 
A Pipe To Sell 


(Continued from page 72) 





WELDING FITTINGS have invaded 
the South wholesale, and that’s no 
jest. Here is Bill Sheldon, warehouse- 
man at Mills & Lupton, Chattanooga, 
enn., checking in some 8-in. ells. 


from rust in transit and storage) are 
as important as the flange type itself. 


Uncommon Flange Markets 


Flanges of various kinds are used 
extensively in some markets where one 
wouldn’t expect to find them. In the 
chemical and food industries, for in- 
stance, on glass piping up to 4-in., 
malleable-iron flanges (in a compres- 
sion type of flanged joint) are standard 
on the line. The dairy industry, too, 
uses standard metal fittings in sanitary 
glass piping, in lengths up to 10 ft. 
long (and where pressures are not 
great). 

Plastic piping, which is finding 
more and more application in industry 
today, also utilizes the standard types 
of fittings, applying them by welding, 
threading and other of the methods 
of joining pipe. 


Compression Joints 


For soft drawn copper tubing, com- 
pression joints are furnished in two 
styles. In one the tubing must be 
flared to engage the fitting, in the 
other, the fitting is provided with a 
wedge element which is forced against 
the tubing to make the joint. 

The types of fittings available for 
compression joints are similar to the 
larger, threaded fittings used on piping 
and include, plugs, caps, unions, tees, 
half unions, elbows, reducing nuts, 
45-deg. elbows, couplings, reducing 
tees, crosses, etc. In the standard com- 
pression fittings, a nut takes up from 
each side on its respective sleeve 


HOT 


PROFITS 


JOHNSON aas 


FURNACES ¢ BURNERS ¢ BLOWERS © TORCHES 


No. 120 Hi-Speed Steel No. 616 Soft Metal No. 118 Combination 
Heat Treating Furnace Melting Furnace Bench Furnace 
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No. 33 Needle Flame No. 101 


No. 1202 Blower Hand Blow Torch Bench Furnace 
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No. 25 


Hand Torch No. 60 BCE Concentric No. 20X 


Ring Burner Cross Type Burner 











Push the line that pays hot profits. JOHNSON gas 


burning equipmegt is famous for efficiency and 


economy. Steady national advertising in leading 





trade papers helps you sell. 


® 
JOHNSON GAS APPLIANCE CO. 


588 E AVENUE N. W. CEDAR RAPIDS, JOWA 
ESTABLISHED 1901 
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We have a 
copy for you- 


ae facts about industry's 
rating of gauges that you 


will want to know... 


You may well have read some of the 
Marsh advertisements contained in 
this folder. Brought together they 
tell a story about gauge preference 
in field after field of industry that is 
important to you. Everyone who 
handles pressure gauges will find 
this presentation profitable reading. 

Your copy, sent on request, will 
demonstrate two things: (1) that 
Marsh Gauges are the right gauges 
for you to handle, aaa (2) that 
Marsh, through such advertisements 
as these, drives home to your cus- 
tomers unremittingly the story of 
Marsh acceptability. 


JAS. P. MARSH CORP. 
Dept. C, Skokie, tll. 


the gauge 
with the 2 
“RECALIBRATOR 


— quickest and 
ge tha’ has be 
a *% 
@ <t justment—the finishing 
u 


touch to o superlative gauge. 
OU! 


GAUGES ® VALVES © TRAPS 
DIAL THERMOMETERS 
HEATING SPECIALTIES 





SADDLE OUTLET fittings I. Q., that 
extra know-how that benefits customers 
of Weaks Supply Co., Monroe, La., 
qualifies Bill Crow vice-president and 
Sales Manager Herman Chapman to 
sell them. 


members, drawing the tubing ends 
into the body. 

In the flared fitting, a long, tapered 
nut which has been slightly bevelled 
beyond the threaded end draws the 
tubing (previously flared) against the 
body. In the inverted flare fitting, the 
nut screws into the body, not over it, 
and is short, squarely cut, and slightly 
belled inside. 

Compression type fittings are uni- 
versally employed because they are 
simple, efficient, of low cost, and easv 
to assemble on stainless steel, monel, 
copper, brass, aluminum, steel and 
flexible tubing. They are used for con- 
necting gasoline, grease, oil, vacuum 
and air lines, and other low pressure 
and medium pressure tubing. ‘They are 
not to be recommended where exces- 
sive vibration is a factor, or where 
movement of the tube is involved. 

Flared fittings make joints with 
tremendous resistance to pull-out, and 
can withstand high pressures. They 
are used with soft temper copper, 


CAPS AND TEES in inventory inter- 
est President John E. Bouchard, Jr., 
of Bouchard & Son, Nashville, Tenn. 
Reducing nipples, flanges, Y-branches, 
etc. also are shown in the picture. 
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Cut Your 
Manufacturing Costs 


wth 
Self- Aligning, 
Completely Sealed 


Roberts 


BALL BEARINGS 


& 


erts bearings are ma- 
a me hardened and have 
unground raceways. They - 
completely sealed and sell- 
aligning. All castings are ac- 
curately machined. Low Ps 
cost, they are specially - 
signed for thousands of app ‘ 
cations within loads an 
speeds recommen ed. 


ts bearings are sold in 
7 blocks and flange units, 
or by themselves for use in 
our own stampings Or —. 
ings. Either type 15 excellen 
for conveyors, farm machinery 
and similar applications. — 
for catalog, engineering ad- 
vice and prices. 


ts, distributors and 
Agen ecalers want 


MACHINE WORKS 


1619 Hennepin Avenue 
Minneapolis 3, Minnesota 
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LARGE ELLS can run to consider- 
able sizes, as J. S. Stutts, manager of 
mill supplies at Noland & Co., Chat- 
tanooga, Tenn., can .testify. Here he 
verifies stock on a customer’s order. 


brass, aluminum, thin-wall steel and 
other thin-wall metal tubing, seamed 
or seamless, and with certain kinds of 
plastic tubing. They will carry effec- 
tively liquids or gases on low, medium 
and high pressure work. 


Soldered Joinis 


Copper, brass, stainless steel piping, 
and tinned steel tubing easily accom- 
modates soldered joints. Fittings of 
that type usually have the solder al- 
ready applied, or are designed for an 
easy soldering job using a wire solder 
feed. In some stainless steel fittings, 
depending on the service conditions 
encountered, silver solder may be nec- 
essary for a tight joint. 


Summary 
Pipe fittings, whether welded or 


soldered, flanged or screwed, or of the | 
compression type are intended to do | 


one or more of three important jobs: 
(A) extend the length of the piping; 
(B) connect segments of the piping; or 
(C) change the direction of the piping 
at the customer’s convenience. These 
are the chief talking points for the 
distributor salesman. Each opens a 
wide door on sales to new customers— 
and better service for the old. How 
are you doing on pipe fittings, mister. 
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tion of this article: 
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Catawissa Valve & Fittings Co., The 
Cooper Alloy Foundry Co., Consolidated 
Brass Co., Corning Glass Works, E. M. 
Dart Mfg. Co., Dresser Mfg. Co., Essex 
Brass Corp., Stanley G. Flagg & Co., Inc., 
Globe Steel Tubes Co.. The Grabler Mfg. 
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Pants 


Here is a hoist you can sell with 
confidence and then forget. It is quality 
built to stay sold and to sell others. 
For safety, all mechanical parts are 
factory tested at 100% over- 
) rated capacity. For long life, 
‘jj, all moving parts are heat 
f yy treated, sealed in oil, de- 
signed for the most continu- 

ous assembly line usage. 


Prompt, efficient Coffing 
?q service, with immediate ship- 
g ment of replacement parts fur- 
ther assures customer satisfac- 
tion—further encourages repeat 
sales. Find out for yourself that 
the hoist business can be good 
business — with Coffing Quik-Lift 
Electric Hoists. 


COFFING HOIST COMPANY 
DANVILLE, ILLINOIS 


. Mi Ml Hoist-Jack * Safety-Pull Ratchet Lever Hoists ° Mighty- ; . 
_ Midget Pullers * Spur-Geared Hoists * Differential Chain _ 
Hoists * Load Binders and I-Beam Trolleys. 


Roemer 
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SEMI- 


VISES: 


USED AND SOLD .. . EVERYWHERE 


He Precision manufacture has been the boast of Morgan Vise Company for the 

past 56 years. Every vise that leaves our plant carries our unconditional guaran- 
tee for a lifetime of good service. This has assured good business for our dis- 
tributors for many years. Let us send you information on our selective distributor 
policy. We urge users to buy through their local distributor. 


* machinists 
bench 


* combination 
pipe 


¢ sheet metal 
workers 


e 

* woodworking 
es 

* quick action 
. 


* solid nut con- 
tinuous screw 


MORGAN 
VISE COMPANY 


108-112 N. JEFFERSON ST. CHICAGO 6, ILLINOIS, U. S. A. 














JOHNSON 

XLO Music 
Spring Wire 
Uniform cast 
Uniform tensile 
Uniform size 
Self lubricating 


surface 
Warehouse stocks 
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STEEL AND WIRE COMPANY, INC, 
WORCESTER 1, MASS, 


PHILADELPHIA CLEVELAND 
HOUSTON TULSA 





NEW YORK 
ATLANTA 
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Co., Imperial Brass Mfg. Co., Jefferson 
Union Co., Inc., Kuhns Brothers Co., 
The Ladish Co., Midwest Piping & Sup 
ply Co., Inc., Mulconroy Co., H. B. Sher 
man Mfg. Co., Special Screw Products 
Co., Taylor Forge & Pipe Works, Tubc 
Turns, Inc., Henry Vogt Machine Co., 
The Watson-Stillman Co. 





Selling Is 


My Business 
(Continued from page 96) 





of a product’s potentialities in appli 
cations. 

In some cases, a movie can do the 
selling job single-handed. ~Mr. Serrell 
cited one instance where he was in 
vited to demonstrate something in 
the way of industrial products to mem 
bers of a home builders association at 
a dinner meeting. Mr. Serrell sug 
gested showing his radial saw movie 
After the showing, a contractor who 
had justed started a 50-home develop 
ment came up to Mr. Serrell and said, 
“Get me one of those things; it’s just 
what I need on this job.” 

In other instances, however, Mr 
Serrell has to “sell” the idea of look 
ing at a movie to a prospect. Inci 
dentally, Mr. Serrell is so sold on 
movies as sales aids, he carries a pro 
jector in his car to be able to show 
one at the drop of a cotter pin. One 
of his experiences demonstrates the 
value of preparedness. 

Mr. Serrell had interested a factor 
superintendent in a particular product 
but the latter needed the company 
president’s authority to buy. The su 
perintendent introduced Mr. Serrell to 
the president who listened to his sales 
talk. The president remained uncon 
vinced. 

Mr. Serrell then asked permission 
to show the product movie. The presi 
dent demurred with some comment 
about knowing what the product 
could do and that showing the movie 
would take too much time. However. 
upon learning that the projector was 
handy and showing the movie would 
take no time at all, he consented. Be 
fore the picture was half over, the 
president had seen more than he bar 
gained for. “If that’s what Tom wants. 
we'll buy it,” he said, and movies had 
chalked up another sale for Mr. Serrell 





Folks who never do any more than they 
get paid for never get paid for more than 
they do. 

—Elbert Hubbard 
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Order Routine On 


A Streamlined Basis 
(Continued from page 85) 





problems and objectives in developing 
an efficient order routine: 1. To speed 
order processing time; 2. eliminate 
duplication, and; 3. reduce (if not 
eliminate) clerical errors. 

Four major divisions of Stangel 
Hardware are served by this new order 
routine; automotive, wholesale hard- 
ware, major appliance and industrial. 
The industrial division accounts for 
50 percent of the average volume of 
130 orders received each day in the 
mail, Approximately 80 percent of 
the orders are shipped and invoiced 
the same day as they are received. The 
maximum time required to process the 
total volume of orders received in any 
me day, from the time the order is 
received until the invoice is mailed, 
is 134 hours. The operation is de- 
signed to deliver each day’s sales orders 
to the warehouse by 9:30 a.m. to ex- 
pedite shipment of materials to cus- 
tomers. 


Dual Order Writing 


Orders are written twice. The sales- 
ian in the territory writes the custom- 
er’s order on a sales order form and 
mails it to the home office. All subse- 
quent checking, order filling and ex- 
tending is done on this same form. 
he second time the order is written 
is when the sales order is invoiced. A 
five part multiple invoice form is used 
in two sizes, 84” x 7” and 84” x 11”, 
as a cost reduction measure in invoic- 
ing small quantity orders. Parts dis- 
tribution for the five invoice parts are: 
l. original; 2. sales; 3. inventory; 4. 
cost; and 5. posting. 

Inventory records are maintained 
simply as a buying tool for this firm 
and do not enter into the actual order 
processing routine. Entries are made 
on the inventory records from copies 
of the invoice after the order has been 
shipped and invoiced, soon enough 
to provide a speedy inventory reac- 
tion to sales. The expediting of ship- 
ments takes precedence over the neces- 
sity of maintaining inventory records 
as a step in order routine. 

Another aspect of the Stangel Hard- 
ware office is the intelligent desk 
layout. Grouping related operations 
30 that sales orders travel the shortest 
possible distance from one operation 
to another is in part, responsible for 
the speed with which orders are proc- 
essed. Efficient layout reduces lengthy 
time lapses between operations and 


A dependable, self-priming 
sump pump for general use. 
Special design keeps motor 
away from ee Capa- 
city 5 to 30 G.P.M. Heads to 
24 feet. 








A compact, simple light- 
weight pump that gives ex- 
cellent performance. Easy to 
install and maintain. Capac- 
ities to 60 G.P.M., heads to 
110 feet. Other close-cupld 
models with capacities to 


2000 G.P.M., heads to 400 ft. 





An efficient, inexpensive cen- 
trifugal for general service, 
irrigation and air condition- 
ing. Capacities 10 to 1800 
G.P.M., heads to 120 feet. 
Sizes 1” to 6”. 





A reliable high pressure pump 
for general water service, 
pneumatic pressure systems, 
etc. Capacities 6 to 58 
G.P.M., pressures up to 250 
lbs. Sizes 1144” to 214”. 





A simple, inexpensive motor 
driven rotary for handling 
liquids with lubricating prop- 
erties. Capacities up to 
G.P.M., pressures up to 75 
lbs. Sizes: 144” to 214”. 
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A compact, complete unit for 
automatic condensate return. 
Sizes up to 40,000’ radiation, 
pressures up to 120 lbs. 


Write Goulds for more information about these pumps 
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ta Your Customers 
Save on Maintenance 


Costs — with BUFFALO 
PlasJex* BELTING 


@ Because its smooth, plastic 
surface is easily brushed, washed, 
or cleaned with live steam, 
Buffalo PlasTex* Belting reduces 
maintenance costs. Its sturdy 
wearing quality, too, is their 
assurance of minimum mainte- 
nance requirements, even under 
conditions of severe service. 


For carrying hot or cold, wet 
or dry substances of any nature 
month after month at lowest 
maintenance cost — specify 
Buffalo PlasTex* Conveyor 
Belting. 

* 


Here are some of the outstanding 
performance features of Buffalo 
PlasTex* Belting: 


Write for full 
information and 
FREE SAMPLE! 


*PlasTex is the registered trade name for 


Buffalo Weaving & Belting Company's 
plastic-covered belting. 


<2 BUFFALO 
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the danger of orders being lost in 
transit. Modern office furniture and 
coupled. with modern 


fluorescent lighting promotes effi- 


ciency of clerical personnel. 


OBITUARIES 








Carlton S. Phillips 


Carlton S. Phillips, 
Starrett Sales Manager 





Carlton S. Phillips, 58, eastern sales | 
manager for The L. S. Starrett Co., | 
Athol, Mass., died on October 25 at | 


his home in New York City following 
a brain operation. 

Mr. Phillips had been associated 
with the firm since 1912, and was 


| New England representative prior to | 
| becoming New York branch manager | 


| in 1946. 


T. Gunter Smith, 


| Walworth Co. Manager 


T. Gunter Smith, 47, southeastern | 
division manager of Walworth Co., | 
died suddenly on October 25 while | 
attending a convention in Monroe, La. | 
| Mr. Smith was born at Caledonia. | 

He came to Atlanta, Ga. in 1944. 


Archie Krom, 


| Coast Firm President 





Archie Krom, 66, president of the | 
West Coast Machinery Co., Inc., of | 


Seattle, Wash., died on September 25. 

Born in Paris, he had lived in this 
country since infancy; in Seattle since 
1894. 

He founded the West Coast Ma- 
chinery Co. in 1918 and was active 
in the business until shortly before his 
death. 
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Investigate the 


EXTRA PROFITS 
IN SELLING 


TOP QUALITY 
Since 192] 


Extra profits are always worth 
investigating ... especially when 
they’re tied up with Extra Cus- 
tomer Satisfaction. You get them 
both, selling Chicago Saws. Every 
blade is made of top quality saw 
steel . . . precision heat treated 
for toughness . . . evenly bal- 
anced and accurately fitted. And 
when your customers enjoy the 
quiet running, keen cutting edge 
... the money savings from less 
frequent sharpening . . . they'll 
come back for more. 


Behind this famous line of saws 
is an aggressive advertising cam- 
paign running in leading publica- 
tions that reach the men who are 
using and buying saw blades 
... your customers. 


Write today for full particulars 
regarding a Chicago Saw distrib- 
utorship in your territory. 


DISTRIBUTOR PROTECTION 


CHICAGO SAW WORKS 


INC. 


5036 S. WENTWORTH AVE. 
CHICAGO ILLINOIS 





Edwin Flint Metcalf 


Edwin Flint Metcalf 
Rope Firm Executive 


Edwin Flint Metcalf, former board 
chairman of the Columbian Rope Co. 
of Auburn, N. Y. died on Friday, 
September 30 at his home in that city. 

Born in Springfield, Mass. in 1876, 
Mr. Metcalf attended the public 
schools of that city until the age of 
12, at which time his father moved 


MORE AND MORE JOBBERS 


DEPENDABILITY == 
VERSATILITY <== 
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to Auburn to accept the position of | 


general manager of the former D. M. 
Osborne Works, now the Interna- 
tional Harvester Co. 

He furthered his education in Au- 
burn High School, attended prepara- 
tory school and matriculated in Har- 
vard. On leaving college he entered 
the employ of the now non-existent 
Columbian Cordage Co., which at that 
time manufactured binder twine for 
the Osborne farm machines. 

When, in 1903, his father founded 
the Columbian Rope Co., Mr. Met- 
calf became sane manager of the 
new plant located near the outskirts 
of Auburn. Early’in 1916 he was 
elected president succeeding his father 
upon the latter’s death. 

Surviving are his wife, two brothers, 
three sons and nine grandchildren. 


Charles Edward Screaton 
Ontario Distributor 


Charles Edward Screaton, 62, vice- 
president and general manager of John 
Stuart Sales Ltd., died on October 13 
in Toronto, Ont., after a short illness. 

Mr. Screaton was director and sales 
manager of S. H. Howland & Sons, 
wholesale hardware firm, before he 
joined Stuart’s 10 years ago as a sales- 
man. He was with the hardware com- 
pany for 25 years until it was sold. 


The COMPLETE Puller Line—the PULLING 
SYSTEM of most universal application, 
FACTORY APPROVED by leading bearing 
manfacturers for use on their bearings, 
RECOMMENDED by tractor manufacturers 
to their dealers, widely ADOPTED by many 
industrial concerns as Standard maintenance 
tools. 


PLUS the widest range of SPECIAL TOOLS 
for specific problem jobs, with NEW ones 
added whenever new maintenance and pro- 
duction tool needs arise. 


A Quarter Century of Service has proved 
OTC quality and dependability in making 
maintenance and service operations easier, 
faster and safer. 


NON-COMPETING—OTC has it's own 
strongly established and fast-growing mar- 
ket, promoted by continuous National Adver- 
tising and Factory Selling Cooperation. 
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Joseph A. Legrand 
Goodyear Representative 


Joseph A. Legrand, 56, mechanical 
and industrial rubber-goods _repre- 
sentative of the Goodyear Tire & 
Rubber Co. at Seattle, — on Oc- 
tober 19. 

A native of Portland, “Ore, Mr. 
Legrand had been in Seattle for 10 
years. 


V A L L E Y G RI N DERS D-A-TeE«S 


Accuracy and Performance 
Records already established TO REMEMBER 


In the more than 30 years that Valley Grinders have 
— = = many of the country’s largest indus- 
trials, they have established fine records where : — Nati 

accuracy and performance count. These grinders 7 S gn oo a 
are all powered by Valley Motors and every unit is | Noy, 28-Dec. 2—Building & Factory 
built to a single high standard of quality. This Maintenance Exposition, 71st Amm- 
means complete satisfaction in service which builds ory, New York. 

profitable demand for these efficient, low-cost tools. | Noy. 28-Dec. 3—Chemical Industries 


Exposition, Grand Central Palace, 
New York City. 


Valley Electric Corp. 1950 


4221 FOREST PARK BLVD. ¢ ST. LOUIS 8, MO. Jan. 12 — Industrial Distribution 


Forum, Regional Meeting, Ameri- 
can and Southern Associations, 
For SCALE-FREE Biloxi, Miss. 

Heat Treating & Jan. 13—Southern Supply and Dis. 

A li €S " tributors Association, Annual Mid- 

1 ee tan feels Year Meeting, Biloxi, Miss. 

Jan. 16-19—Plant Maintenance Show, 
Auditorium, Cleveland, Ohio. 

Jan. 23- 27—Southwest Air Condition. 
ing Exposition, State Fair Park, 
Dallas, Tex. 

Jan. 25—Annual Dinner of New Eng- 
land Iron & Hardware Association, 
Copley Plaza, Boston. 

Feb. 19-23—National Association of 
Home Builders, Congress and Ste- 
vens Hotels, Chicago. 

Apr. 4-7—National Association of 
Corrosion Engineers Conference 
and Exhibition, St. Louis, Mo. 

Apr. 10-14—Cost-Cutting Equipment 
& Methods Exposition af American 
Society of Tool Engineers, Conven- 
tion Hall, Philadelphia, Pa. 

May 8-12—Convention, Exhibition of 

Selective Distribution—Generous Discount the American Foundrymen’s Soci- 

* — in the magazines your customers ety, Public Auditorium, Cleveland. 
NUTS: American Machinist May 8-12—American Textile Machin- 

RIVETS AND Modern Machine Shop | Manufactured by: ery Exhibition, Atlantic City. 

June 12-14. —International Conven- 


SCREW stributors or com e 
: information write veto Puree tion and “Inform-a-Show”, Na- 
inc., 560 Franklin Ave., tional Association of Purchasing 
Clie: O hyae || fae, Chodied, Chin 


eee eens => June 12-16—National Oil and Gas 









































A E : see = | 
+ mele al a Power Division Conference and 


Exhibit, Lord Baltimore Hotel, Bal- 
timore. 








Quality Industrial Fasteners Since 1854 
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Aug. 14-18.—National Power Show of 
National Association of Power En- 
gineers, St. Louis, Mo. 

Aug. 28-31—Metal a 
tion and Exposition, Salt Lake City, 
Utah. 

Sept. 5-J)—National Chemical Exposi- 
tion, Coliseum, Chicago. 

Sept. 26-29—Iron & Steel Exposition, 

ublic Auditorium, Cleveland. 


Oct. 23-27—1950 Convention of Na- | 


tional Metal Congress & Exposition, 
Chicago. 





NEW LINES 
taken on by 
DISTRIBUTORS 





W. P. and R. S. Mars Company, 
Duluth, Minn., has been appointed 
distributor for De Walt wood- 
working machine tools, General 
Electric Company’s welding ma- 
chines and electrodes, Falk speed 


reducers and Pioneer power saws | 
manufacured by Industrial Engi- | 


neering, Ltd. 


Sales Service Machine Tool Co., St. | 
Paul, Minn., are now distributors | 
of portable grinders, sanders, and | 
polishers, manufactured by The Ro- 


tor Tool Co. 


Walter R. Hammond, Co., Minne- 


apolis, Minn. have been appointed | 
authorized distributor for Everede , 


precision boring bars and heads. 


Probst Supply Co., Marion, Ohio, are 


now distributors of Keller power 
hacksaws manufacured by the Sales 
Service Machine Tool Co. 


Persingers, Inc., Charleson, W. Va., 
have been appointed disributors for 


Keller power hacksaws manufac- | 
tured by the Sales Service Machine | 


Tool Co. 


Anderson & White Supply Co. of | 


Chicago, IIl., has been named agent 
to handle the sale of lathe chucks 
and centering machines manufac- 
tured by the Whiton Machine Co. 


Standard Equipment & Supply Co., 
Hammond, Ind. has been appointed 
an agent of The Whiton Machine 
Co. to handle the sale of lathe 
chucks. 


Squier, Schilling & Skiff, Inc. of New- 
ark, N. J. has been named distribu- 











AMERICAN SASH GHAIN 


..-the 


This AMERICAN chain is known—and 
widely used—as Sash Chain. But in the many 
sizes now available, it has hundreds of uses. 


AMERICAN CHAIN distributors offer 
Sash Chain made of Solid Bronze and of 
Carbon Steel in a selection of finishes. 
It can also be made of Stainless Steel, 
of Monel Metal and of Brass. Tensile 
strengths range from 350 Ibs. to 900 
lbs. High quality is assured by uni- 
formity of material and precision 
in fabrication. 


American Chain is a re- 
sponsible source for weldless 
chain made of wire or stamp- 
ings, electric welded or forge 
welded chain, a complete 
line of fittings, attachments 
and assemblies, cotter pins, 
hooks, repair links. 

3 - 


tof | York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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OMA 
70065 


for complete variety 





tor for the full line of Milford metal 
cutting saws manufactured by The 
Henry G. Thompson & Son Co. 


Binghamton Industrial Supply Co., | 


Binghamton, N. Y. has been ap- 

pointed a distributor for the prod- | 
ucts of the chain and transmission, 

Baldwin-Duckworth, and the con- | 
veyor and process equipment divi- 

sions of Chain Belt Co. of Milwau- 

kee. 


Brierly, Lombard @& Co., Inc., of | 


Worcester, Mass. has been named a 

stock-carrying distributor for Link- | 
Belt power transmission and convey- | 
ing machinery accessories. 


Southwestern Illinois Supply Corp., of | 


Desota, Ill. has been appointed a | 
distributor for 
products of the chain and transmis- | 
sion, Baldwin-Duckworth and the 
conveyor and process equipment di- 
vision of Chain Belt Co. of 
Milwaukee. , . 


the merchandise | © 


OMA 
0045 


have electronically 
hardened edges 


a 
Entire tool is hard- 

ened and tempered 
—cutting edges 

are electronically 

hardened by 
) patented multiple- 
turn coil. 


TOOL No. 41 
Electrician's 


Diagonal Pliers 
",3.8 
UTICA is your 


source for all 


|W. L. Reynolds Co., Baltimore, Md. 

' have been named an additional au- 
thorized distributor in Baltimore, 
Md. and vicinity for products of the 
Carboloy Co. 


your pliers, and 
every item in the 


complete UTICA Valley Supply & Tool Co., Aurora, III. 


has been appointed to handle the 
sale of lathe chucks, centering ma- 
chines, special purpose high produc- 
tion milling machines and gear 
cutters in the Chicago area for The 
Whiton Machine Co. 


line is the same 


dependable quality! 


TOOL No. 50 

Electricians’ Standard 

Side Cutting Pliers | 

sisi aed _ Miller & Stern Supply Co., San Fran- 

| cisco, Calif. has been appointed 
distributor of Marvel high-speed- 
edge hack saw blades, high-speed- 
edge hole saws and metal cutting 
band saw blades, manufactured by 
Armstrong-Blum Mfg. Co. 


Sold Through 
Recognized 
Sold Through Distributors 


Recognized Distributors 


Cate Equipment Co. of Salt Lake 
| City, Utah, has been named dis- 
Sen tilaeksadeoah pos ge 2. Electronically hardened edges 
conveyor and process equipment |; 3- Smooth working joint 
divisions of Chain Belt Co. of 4. Perfectly aligned cutting edges 
Milwaukee. | 5. Complete variety of tools 


1. Special alloy steel 1. Special alloy steel 
2. Electronically hardened edges 
3. Smooth working joint 

4. Perfectly aligned cutting edges 
5. Complete variety of tools 

6. Hand-honed cutting edges 





| 


| The Williams Hardware Co., Minne- | 
| apolis, Minn., has been appointed | 
distributors of the impact wrench | 
manufactured by Torkon Mfg. Co., | 
Inc. 


6. Hand-honed cutting edges 





Most salesmen would be very willing 
to get rich by hard work—if it didn’t 
tala | UTICA DROP FORGE and TOOL CoRP. 
UTICA 4, NEW YORK 


- UTICA DROP FORGE and TOOL CORP. 
UTICA 4, NEW YORK 
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FROM THE 


o FILES = 


25 YEARS AGO 


W. N. Cochran, vice-president and 
sales manager of the Fulton Supply 
Co., Atlanta, made a “Sales Manager’s 
Plea for (Kindness to) Supply Sales- 
men,” asking customers to meet them 
halfway, cooperatively speaking. 

The Brownings of the Ohio Valley 
Pulley Works were nominated for the 
“Father and Son: Club.” They in- 
cluded S. P. Browning and son John 
N. Browning. 





“To the Salesman’s Wife’, Frank | 
Farrington’s article on Successful | 


Salesmanship, told the  salesman’s 
better half what should be done to 


keep him at his best on the firing | 
line—including suggestions on dress, | 


attitude, and invitations for “home 
cooked dinners.” 


Standardization of belting seemed | 


impossible to John C. Ruf, sales man- 


ager of I. B. Williams & Sons, Dover, | 
N. H., belting manufacturers, while | 
small pulleys and odd sizes dictated | 


belt requirements. 

The National Association found 
that it cost $50 per truck weekly, 35 
cents per delivery to service the dis- 


tributors customers. Many distribu- | 
tors, the association found, delivered | 
as far as 10 to 50 miles from their | 


warehouses, and the average value of 
an order was ten dollars. 


Roy Bailey, buyer for the Indian- | 


apolis Belting & Supply Co., Indian- 
apolis, was elected a vice-president of 
the Purchasing Agents’ Association of 
Indiana. 

George Batten, who had been as- 
sociated with Schwabacher Hardware 
Co., Seattle, Wash. for 16 years, re- 
signed to become sales manager of 
Ludlum Steel Co. in San Francisco. 


10 YEARS AGO 


“Better Selling” was the keynote 
of the mid-year meetings. 

Federal Pipe & Supply Co., Fresno, 
Calif. found the answer to the task of 
keeping purchase, inventory and sales 
records up to the minute by devising 
a “one sheet” system, 103 by 103 in. 
in dimension. 

Reports that poured in from all 
parts of the country boosted the Sales 
Indicator to its highest level—134. 

Pratt-Gilbert Hardware Co. of 
Phoenix, Arizona, observed its for- 
tieth anniversary in business. 








AMERICAN 
PATTERN 
FILES 


You — and your customers — know the top-notch quality of 
“American Swiss” Swiss-Pattern Files that has made these pre- 
cision tools preferred by skilled craftsmen for more than half 
a century. 


AMSWISS American-Pattern Files are made to the same high 
standard of processing and workmanship. They will make 
additional sales . . . additional satisfied customers . . . addi- 
tional repeat orders for you, because of their keen-cutting, 
long-wearing qualities and dependably uniform excellence. 


Available in all standard shapes, cuts, and sizes . . . write for 
price list and catalog describing, illustrating and listing the 
complete line. 
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‘| BELT FASTENERS 
FOR HEAVY CONVEYOR fm AND RIP PLATES 


AND ELEVATOR BELTS OF 
ANY WIDTH 


FLEXCO Fasteners make a tight, butt joint of great strength and 
durability . . . distribute the strain uniformly. Operate smoothly over 
flat, crowned or take-up pulleys. Made of steel, Monel, Everdur and 
Promal. 

FLEXCO Rip Plates are for repairing and patching damaged belts. 


. Ask for Bulletin F-100 


FLEXIBLE £TEEL LACING COMPANY ¢ 4633 Lexington St., Chicago 44, Illinois 


Strong, Smooth, Readily Troughing 
Order From Your Supply House 





CALDER... ie Dresser Line 


for Bigger Profits... Easier Sales 
MEOAANANAAAANAAAAAN AS 


‘i BUILT RIGHT—Best materials throughout . . . tool 
steel cutters . . . Right and Left hand Threaded Bushings 


‘for’ Automatic Tightening. Se \\ 
WY \\ 
\ \ 


\ 


4 , \\ 
EASY TO HOLD— Extra > 
, eeX! \\ Weight well distributed \ 
YY ‘ a for smooth hone 
OANAY WAAAY 


Also CALDER Fine Diamond Dressing Tools 


LABAAREARBDARS Bo GESABS™ BO | 
SOLD ONLY THROUGH DisTRiBUTORS \ 


MQ) DL 
CALDER MANUFACTURING CO. 


2049 North Prince Street ° Lancaster, Pennsylvania 
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A welding “conference” was held 
by the New Jersey Engineermg & 
Supply Co., Passaic, N. J. in coopera- 
tion with the Marquette Mfg. Co., 
demonstrating applications of the 
manufacturer’s line. 

First prize at the recent Purchasing 
Agents’ Show of Baltimore was taken 
by L. A. Benson Co. in that city for 
its attractive booth display. 


The Buyer Looks 
at Business 


Composite Opinion of Purchasing 
Agents who Comprise the N. A. P. A 
Business Survey Committee. 








General Business Conditions 


The boomlet in general business 
reported by purchasing executives in 
August and September has _petered 
out during October. The full impact 
of the coal, steel and aluminum strikes 
has not yet been felt by all industry. 
The timing of this effect, as reported 
by our survey committee members, 
summarizes as follows: 25% are 
slowed down as the result of strikes 
now; 34% more expect to be retarded 
if the strikes continue well into No 
vember; 21% more will be affected 
one month later, and 8% can hold 
production about 90 days. Only 12% 
see no immediate or future reaction 
from the present strikes, except as they 
will suffer with the whole economy if 
increasing unemployment is _ pro- 
longed, thereby reducing the general 
buying power of the public in many 
areas. 

Should the mines and mills go back 
to work at once, the supply line vacu- 
um already created will slow many 
manufacturing operations for several 
months before production of the basic 
materials can fill the postponed order 
schedules. 

In October, the production increase 
of the previous two months were 
shaved down 14%. Back-order posi- 
tions declined to about the July fig- 
ures. Prices for the most part re- 
mained steady. Purchased inventories 
continued to drop over-all, though 
22% reported increases, the highest 
number since June of 1948. Re-em- 
ployment has slowed down. Many 
report shorter work time. Buying 
policy is cautious and of short range. 


Prices 


Price movements for the month 
have not been important in either di- 





rection, the drop in lead, zinc, tin 
and antimony being the notable ex- 
ceptions. The down trend of several 
months, which appeared to be halted 
in September, has resumed, but with 
little force, as 75% reports no change 
in general _ structures. Compe- 
tition for fabricated parts is keener. 
It is commented that the future price 
trend depends much on strike settle- 
ments. It is believed that many lower 
adjustments were in the making and 
are held up because of the labor 
troubles. There is some evidence of 
premium or gray market steel, but 
it is probable such stocks are not 
plentiful. 


Inventories 


Industrial inventories of purchased 
materials continued to drop, although 
the largest number of reported in- 
creases since June, 1948. ‘The causes 
of the ‘increases fall into two classes: 
(1) build-up in anticipation of coal 
and steel strikes; (2) receipt of ma- 
terials purchased for higher production 
schedules than are now in effect. 


MALLEABLE IRON 
Top NUT 


Gly HEIN-WERNER 
HYDRAULIC JACKS 


have all these features... 








CIRCULAR GROOVED 


RAM HEAD 


PRESSURE BY-PASS 
PREVENTS OVER- 
TRAVEL OF RAM 


eS iD ; A 

tered Selling of overstocks is not unusual. FACTORY TESTED 

npact Purchasing Agents are paying particu- 1 1% TIMES 

Stiens lar attention to open commitments va CAPACITY 

ustry. to hold deliveries in balance with sup- RA 

orted plies which may become critical be- 

abers. cause of work stoppages. 

) , . ps EABLE IRON ~~. 
sie Buying Policy pace SOCKET FEE ane gl 
arded As for several months past, the 

» No prevailing range of forward buying 

‘ected policy is under 90 days. The slight 

hold movement into the top side of this RECISION 

12% bracket appears to be halted. Buyers . ACHINED 

ction are placing orders for steel and alum- » OUGHOUT 

; they inum with indefinite lead time, in or- we 

my if der to have a favorable position on 


pro- 
neral 
many 


producers’ allotment schedules when 
production of these strike-bound ma- 
terials is resumed. In line with the 
cautious inventory policy, Purchasing 
Agents are carefully screening new 
requisitions in order to avoid unbal- 
anced inventories—too much of the 
easy-to-get items, with too little of the 
materials which are becoming more 
critical: daily. 


Employment 


The rate of employment increase 
slowed down perceptibly in October. 
Pay ‘roll’ reductions are back to the 


SOLID STEEL BASE 


%& INDUSTRIAL DISTRIBUTORS... 


August level. Lower production sched- 


ules aré cutting work time. Continu- 
ation ‘of ‘the major strikes will mean 
more layoffs and further reduction of 
working time. Increased efficiency 
and productivity per man hour are 
often mentioned in the reports this 
month. Indirect labor layoffs are re- 
ported higher than usual when com- 
pared to direct labor. Much more in- 
terest in holding onto a job is evi- 





ask for advance information 
on this line for 1950 


H-W Hydraulic Jacks are 
made in models of 114, 3, 5, 
8,12,20,30,50 and 100 tons 
capacity. . . All sizes avail- 
able for immediate delivery. 


HEIN-WERNER CORPORATION * WAUKESHA > WIS. 
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denced in the reports. 





In 27 Trade Journals, 285 Ads A Year 
TO HELP YOU SELL VIKING PUMPS 


Butane-Propane News 
Chemical Engineering 


Diesel Power 

Food Industries 
Fueloil & Oil Heat 
Industrial Distribution 


Industry & Power 
L-P Gas News 
Machine Design 
Machinery 

Marine Engineering 
Milk Dealer 


VIKING| 


AN HONORED NAME 
IN PUMPING 





Pumps, 





Chemical Processing Preview 


Industrial Equipment News 


Advertisements about Viking Rotary Pumps appear 
on regular schedule in the following 27 publications: 


Milk Plant Monthly 

Mill & Factory 

Motorship 

National’ Butter & Cheese 
Journal 


National Cleaner & Dyer 

National Petroleum News 

National Provisioner 

Oil & Gas Journal 

Pacific Marine Review 

Petroleum World 

Power 

Product Engineering 

Railway Engineering & 
Maintenance 


For the latest information on Viking Rotary 


write for folder 49-SMM. It is free 


and will be sent to you by return mail. 


Pump Company 


Cedar Falls, lowa 





A NEW Standard for 


LOAD-BINDERS 





























Weight—only 13 Ibs. Barrel length—10 inches 


Ratchet-Type Load: Binder 
Operates Safely-Easily 


This NEW standard for Load Binders pro- 
vides the maximum amount of safety for 
the operator—no kick-backs, no exerting 
thrusts over an eccentric. It operates easily 
by one man in a matter of seconds. Full 
8-inch take-up by the ratcheting principle 
allows load to be tightened or loosened 
any degree without having to readjust 
the load. 

Light in weight, easily maneuvered, this 
low-cost Load Binder helps prevent shifting 
loads and provides greater safety for the 
traveling public. 

Don’t fail to stock this ratchet type load 
binder. For information on choice distribut- 
ing territories, write direct. 


Ameucan FORGE AND MANUFACTURING CO. 











“Instant” — Permanent 


Just what you've been waiting for—an 
entering wedge .into a lot of profitable 
business. Amazing Pack-Patch repairs 
cracks and holes in wood, concrete and 
masenry floors and sidewalks. Packed 
in air-tight containers, ready for use; 
weather-proof, freeze-proof; truck over 
the patch immediately; very low in cost. 
Exclusive protection—a high-profit deal 
for wholesalers only. Sells to industry, 
cities, shippers; for platforms and docks, 
everybody having a surface for foot or 
vehicular traffic. 


For Use On 
Factory floors © Traffic aisles 


Ramps @ Stairs © Sidewalks 
Parking courts © Loading docks 


Ready for use indoors or out 
Permanent © Inexpensive 
No re-routing of traffic 


Get discounts and literature. 


EUCLID-URBANA CO., INC. 


Euclid Ave. at Urbana, Cleveland 12, 0. 




















812B Shore Avenue Pittsburgh12,Pa. 


162 


INDUSTRIAL DISTRIBUTION. ©, DECEMBER,. 1949 





Commodity Changes — 

Lead, zinc, antimony and tin, all 
down headed the limited price change 
list this month. 

Others recorded down: Arsenic, 
caustic soda, cement, cotton waste, 
batteries, poultry, pork, canned fruits, 
scrap iron, menthol, mercury, manila 
rope, vegetable oils, shellac, starch, 
soda ash, tallow. 

Up were: Burlap, cement, flour, 
sugar, beef, coal, fuel oil, coke, hides 
and Icather, Douglas fir, eastern pine 
veneers, propane, silver, textiles. 

Harder to get: Aluminum, brick, 
cement, coal, coke, copper scrap, nails, 
pipe, steel. 


Canada 


In canada, business is reported hold- 
ing up better than in the United 
States, but the trend is down. The 
production decline is lower and 
slower than in U.S. Order books are 
static, with a tendency to go lower. 
Commodity prices advanced again in 
much righer ratio than in the States, 
largely due to the higher cost of im- 
ports from the United States caused 
by currency devaluation. Inventory 
position is increasing as protection 
against anticipated price increases. 
Employment is off. Buying policy is 
slightly longer than in the United 
States. Canadian manufacturing in- 
dustries are caught between price in- 
creases for United States materials and 
the competition of finished goods from 
currency devalued countries. 





oo teen 


SALES HELPS 
from 
MANUFACTURERS 


RECORDING THERMOMETER 
—A bulletin on the traveling-oven re- 
cording thermometer describes the use 
of the instrument with various types 
of conveyor ovens to record finishing, 
japanning, lacquering, drying and bak- 
ing temperatures. Illustrated with pho- 
tographs and reproductions of typical 
chart records, the bulletin also con- 
tains specifications and prices.—The 
Bristol Co., Waterbury, Conn. 





WIRE ROPE SOCKETS—A 4-page 
bulletin gives specification and di- 
agrammatic information on open and 
close wire rope sockets, standard drop 
forged.—Wire Rope Institute, Wash- 
ington, D. C. 
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“MPRELL CHAIN /emm 








CHAIN PACKAGING-—A new type 
of chain packaging consists of a tele- 
scopic-lid fiber board cylindrical con- 


tainer, holding about 100 Ibs. of | 


chain. The exact length and size is 
clearly marked on 2-color labels at 
top and side-——Campbell Chain Co., 
York, Pa. 


ENGINEERING GUIDE — The 
company’s line of multiple V-belt 
drive is covered in catalog section 50. 
The inside front cover contains a 
general index of all the material cov- 
ered. Specification tables and photo- 


graphs showing actual installations | 


provide a wealth of material on the 


V-belt drives—Fort Worth Steel & | 


Machinery Co., Fort Worth, Tex. 


PACKAGING-—For glass thermom- 
eters has been redesigned to reduce 
breakage, simplify inspection and test- 
ing and speed identification of con- 
tents. Complete specifications of 
thermometers are printed on labels 
attached to end of each box. Ther- 
mometers are packed in lots of three 
or six to a box.—C. J. Tagliabue 
Corp., Newark, N. J. 























TUBULAR 
BARROW 





BRICK and TILE 
BARROW 


MILL 
BARROW 


TUBULAR 
COAL DELIVERY 
BARROW 





JACKSON MANUFACTURING COMPANY 


HARRISBURG ¢ PENNSYLVANIA 
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multiply # : | mma 
socket 1 as eesesaas “ITY, bs 
- || ss your guides 


screw ; = 2 | 3 1 _}| to complete 


=e | power transmission 
i a y | PACKAGING—All of the manufac- | — 
Sa es eee x a. | turer’s industrial type flexible-back, | 














hard-edge, metal band saw blades, | 

}-in. and up are now individually 

packed in red, white and blue boxes. 

| One end is marked with all specifica- 

| tions. Ten individually packed blades 

of identical specifications are packed | A complete line from a single source 
in a corrugated carton.—E. C. Atkins ... easier to sell... greater depend- 


& Co., Indianapolis, Ind. ability... enables you to give better 
a = R | ¢ bh T os 0 | ’ wt and quicker service to your customer. 
‘ ‘“ DEAERATION—A 35-page _publica- Three reasons that add up to more 
re] vali t y and AYJa vice cation includes a comprehensive study profit for you. Medart's outstanding 


of the deaeration principle, profusely os aaa . 
illustrated with diagrams and photo- advertising campaign in leading trade 


"THEY SELL FOR YOU" graphs of deaerators in use in widely journals moons « greater Medert 


varied types of service. Technical 
_ data on the operation of various types 
of deaerating equipment is also in- 
When you fill socket screw orders with | Cluded——Cochrane Corp., Phila- » 
B-Right-On products, you're building repeat | delphia, Pa. } y a ve No. 56-V 


market for you! 


business. Unvarying top quality makes Brighton / , i) V-Belts ond 


Screws tops with buyers . . . brings buyers back . _ . 
for more. Brighton service come os ree ABRASIVE SEGMENTS—A 4-page 


helps you keep these contented customers. catalog bulletin a how seg- 
tes = ments are used, their advantages, dis- 
mn cotiataea open to qualified repre- | —isses abrasives and bonds aaah. 
| It includes grain and grade recom- 
mendations of abrasive segments for 
The Brighton Screw & Mfg. Co. | both surface grinding and machine 
1827 Reading Rd. Cincinnati 2, Ohio | knife grinding operations.—Simonds 
Abrasive Co., Philadelphia, Pa. 


‘re 
TheY on) | MOTOR PROTECTION-An &. 
\x\ out ; : ; 
pri page bulletin describes the design and 
construction features of the “safety- 
Sy circle” motor which include a heavy 
cast iron frame, double insulated sta- 
tor, die-cast rotor, efficient ventila- — Aim 
tion, drip-proof end brackets, pre- ay ee ae ay 4!! other Power 
lubricated } .bearings, precision ma- ~ — 
° " ° ‘quipment 
chined feet and roomy conduit box. 
—Allis-Chalmers Mfg. Co., Milwau- 
kee, Wis. Not just catalogs... but informative, help- 
ful power transmission equipment guides. 
AIR-OPERATED CONTROLLERS Minimize complicated engineering com- 
—Profusely illustrated, a 32-page bul- _putations... excellent for your reference 
letin gives information about the air- files. Write for yours today! 
operated controllers for automatically 
controlling temperature, pressure, 
flow, liquid level, humidity and pH | 
value. Complete data with pictures 
is given on on-off, proportional, re- 
set, derivative and reset plus derivative 


models.—The Bristol Co., Water- ry E DART 


bury, Conn. 


Write for full details. 
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ELEVATOR & DUMPER-An 8- 

ge beoklet illustrates and describes 
the Cisco dumper for lifting, up- 
ending and dumping bags, boxes, 
barrels and drums. It pictures appli- 
cations in industry and shows varieties 
and sizes available—Colson Equip- 
ment & Supply Co., Los Angeles, 
Calif. 


TUBE DATA-—The seventh edition 
of a technical 418-page manual pro- 
vides basic circuit application data 
for 637 types and new material on 
cathode ray tubes. Data — in- 
cludes characteristic curves for tube 
types in common use; resistance 
coupled amplifier data; interchange- 
able tube charts; dictionary of tube, 
circuit, f-m and televisions terms and 
instruction on the use of character- 
istic curves——Sylvania Electric Prod- 
ucts, Inc., Emporium, Pa. 


CORROSION SERVICE PIPING— 
Bulletin 485 is a comprehensive treat- 
ment on stainless steel and nickel al- 
loy anti-corrosion and anti-contamina- 
tion piping. Economics, standards, 
advantages of welding, extensive tech- 
nical data, design tips and complete 
dimensional information on stainless 
fittings and flanges are included in 
the 32-page, illustrated bulletin.— 
Taylor Forge & Pipe Works, Inc., 
Chicago, III. 


HAND CHAIN HOIST—A 4-page 
folder gives information on the manu- 
facturer’s line of hand chain hoist. 
Included are labeled illustrations, dia- 
grams and specification tables—The 
Harrington Co., Philadelphia, Pa. 


DRILLS & REAMERS-—A 48-page 
catalog presents complete specifica- 
tions and prices on the manufac- 
turer’s line of high speed twist drills 
and reamers. It includes all standard 
sizes and types of tape and straight 
shank regular, 3 and 4-fluted drills 
and hand and machine chucking 
reamers. Pocket-size format has been 
used to provide extra convenience.— 
Chas. H. Besly & Co., Chicago, III. 
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RUST-OLEUM Stops Rust! 


. AND RUST-OLEUM IS PROFITABLE TO DISTRIBUTORS. Con- 
sider it as an added line for 1950! You'll find it offers impressive profit 
opportunities. Look into Rust-Oleum’s broad market and powerful sales 
appeal. It’s an outstanding maintenance item. It has big sales potentials 
with your established accounts—and can help your men crack new ac- 
counts. In 1949, Rust-Oleum products set a spectacular sales record— 
with substantial gains from month to month. 


Our well-established policy of selective distribution assures the distributor 
of full benefits from aggressive sales work. Rust-Oleum’s proved program 
of hard-hitting sales promotion gets results for the distributor. When 
you sell Rust-Oleum, you're selling long-lasting protection against the 
ravages of rust. Every industry is a possible buyer. Roll up new profits 
by cashing in on Rust-Oleum’s mounting sales volume. 





Rust-Qleum Makes Money for Distributors -Here’s Why: 








@ Rust-Oleum is a good profit, REPEAT SALE line that offers practical time, 
labor and money-saving advantages. 


@ An exclusive formula provides a powerful sales story that gets new business and 
wins more volume from established acéounts. 


@ Rust-Oleum gives lasting protection—at a big saving over any other anti-rust 
method. It prevents rust . . . and is decorative too—available in aluminum, all 
colors and white. Dries to a firm, hard finish. 


@ It’s very easy to apply. No sandblasting or chemical cleaners are necessary. 
Brush, dip or spray after wire-brushing. 


@ Rust-Oleum is easy to sell—salesmen require no complicated technical knowledge. 


@ Advertising in Time, Newsweek, Business Week, Factory and other nationally- 
read publications, plus direct-mail, directories and our complete catalog in 
Sweets’ draws salesmaking inquiries for distributors. 


@ A proved sales program, backed by Rust-Oleum’s trained field engineers helps 
you to get sales volume faster. 


Write today for complete information on Rust-Oleum's tested promotion 
plan based on selective distribution and sales promotion program. 





2413 Oakton St., Evanston, Illinois 
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-DE-STA-CO 
ARBOR > 
SPACERS 
AND 
SHIMS 


ARBOR SPACERS 
Keywayed 


SHIMS 
Not Keywoyed 


Demanded by name for over 30 years, the machinist’s 
preference for shimming gears and bearings, spacing 
milling cutters, and for numerous machining set-ups. 
You can profit on the ready recognition of De-Sta-Co 
quality by carrying a complete stock of these precision 
packages. Arbor Spacers packed in standard sizes 
from 3%" to 4” I.D., thicknesses from .001” to .125”, all 
with keyway. Handy cellophane envelope contains a 
set of 19 graduated decimal thicknesses. Shims are 
supplied in same sizes, without keyway. 

Special spacers—thicknesses greater than .125”— 
available in popular sizes, machined from bar stock, 
hardened and ground, with standard keyways and 
identification. 


Write for price sheet and stocking distributor's 
discount plan. 


DETROIT STAMPING COMPANY 
332 Midland Avenue Detroit 3, Michigan 








Et 


MOVERS 


Be ready for 
regular and 
emergency calls 


Keep your sales level on 
the up with BADGER Car 
Movers. They are nation- 
ally-known and advertised 
—there are types and sizes 
to meet any car mover re- 
quirement. We urge users 
to buy thru their distribu- 
tors. 


POWER KING 
NEVERSLIP 
SLIPPROOF 
Safety Car 
WRENCH 


ADVANCE 
CAR MOVER 
COMPANY 


APPLETON 
WISCONSIN 





Hight application necessary 
and seals belting from for- 
fer 
amp on belt or pulley 
Siand preserves belting 
ofs belting 
q Bi injurious ingredients such 
as resin, grease, etc. 
@ keeps belting pliable in all kinds of 
atmosphere and under all conditions. 
@ good for all types of belting 


CANTOL wax 


WAX 


Sell CANTOL BELT WAX to your customers 
who use flat belt drives—its regular use 
will insure better traction and longer belt 
life. Let us send you facts—CANTOL 
spells good business for distributors. We 
urge users to buy through their local dis- 
tributor. 


CANTOL WAX PRODUCTS CO. 


BLOOMINGTON @ INDIANA 
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MATERIALS HANDLING-A_ 32- 
page catalog contains detailed speci- 
fications and prices on integrated ma- 
terials handling equipment consist- 
ing of casters, running gear for trucks, 
standardized load carriers with all 
types of accessories, portable light- 
weight wheel conveyor, hydraulic lift 
trucks, skid platforms, semi skid plat- 
forms and jacks. The catalog is pro- 
fusely illustrated—Market Forge Co., 
Everett, Mass. 


VANE PUMPS-—An 8-page folder 
covers the company’s line of auto- 
matic reversing vane pumps giving in- 
stallation dimensions, specification 
and price information, as well as pho- 
tographs, cutaway illustrations and 
labeled diagrams.—Brown & Sharpe 
Mfg. Co., Providence, R. I. 


PRECISION STEEL—Designed to 
give complete specification on the 
company’s products, the pocket size 
98-page catalog serves as a handy ref- 
erence guide. Extra features include 
AISI and SAE steel analyses, glossary 
of trade terms, decimal equivalent 
tables, comparative tables on Rock- 
well and Brinnell hardness, weight 
tables on both coil steel and cold 
rolled strip steel and pressure charts. 
—Precision Steel Warehouse, Inc., 
Chicago, III. 





STRIP STEELS - 
SPRING STEELS 


ead Teol Reem Specialties 
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SERVICE TOOLS —Action pictures 
of pullers as applied to service jobs 
involving the removal and installation 
of bearings, gears, sleeves, bearing 
outer races and shafts are included in 
a revised service bulletin—-Owatonna 
Tool Co., Owatonna, Minn. 


PIPE LINE CONSTRUCTION— 
An industry report has been prepared 
with pictures liberally used to show 
various installations for cleaning both 
new pipe and pipe that has been 
taken from the ground and is being 
reconditioned. — American Wheela- 
brator & Equipment Corp., Misha- 
waka, Ind. 


ENGINEERING MANUAL-A 16- 
page manual on the enclosed helical 
gear drives gives complete ratio in- 
formation, hp rating tables, simplified 
selection procedure, overhung load 
capacities, assembly diagrams, dimen- 
sions and weights of singe, doube and 
tripe reduction units——Foote Bros. 
Gear & Machine Corp., Chicago, III. 


HOSE COUPLINGS-Suction and 
water hose couplings are covered in 
Bulletin #5 which includes such new 
items as the brass suction and water 
hose couplings using a hexagon swivel 
nut in place on the usual pin lug.— 
Hose Accessories Co., Philadelphia, Pa. 


WALL CHART-—Complete data on 
alloy and iron chains and the working 
load limits of sling chains in 9/32 and 
l-in. sizes are given on a wall chart. 
Standard single-leg, 2, 3 and 4-leg 
chains are illustrated with various at- 
tachments. The back of the charts 
lists Chain Institute, Inc. definitions, 
instructions, and cautions governing 
the use of sling chains. A table is 
provided for recording sling chain 
performance and space included for 
identifying chain, date of purchase, 
inspection, number of branches, etc. 
—McKay Co., Pittsburgh, Pa. 


NET PRICE LIST—An 8-page folder 
gives the net prices of standard taps 
which make up the manufacturer’s 
line. It is composed of standard cata- 
log items only.—Threadwell Tap & 
Die Co., Greenfield, Mass. 


your best vise value 


by far 


Non-pinching Type Handle: One- 
piece. No ends to (me loose. 


















Stands Heavy, Blows: Step milled 
jaw inserts hav@shoulder to take 
heaviest verticals well as hori- 
slide, zontal blows, easpto replace when 
id'"—guar- necessary. 








Longest Life: Exclgtive Des- 
mond-Simplex all-stee 
milled “from the 
anteed* not to br k 
in service. Re 




















Holds Larger We 
ly: Stronger slide p 



























































Extra-heavy 
is semi-steel. 


y Casting 














Full 360 degree Swivel Base: 
Extra heavy, focks in any position. 
























A life-time guarantee against defects due to faulty 











workmanship or materials stands behind every 
Desmond-Simplex Heavy Duty Vise. No other 























vise gives you all these features. No other vise 











gives you such a guarantee. No other vise gives 














you better long-run economy. Write Desmond- 








Simplex on your next vise orders (to leading in- 








dustrial distributors) and you'll get the best. . . 
The Desmond-Stephan Mfg. Co., Urbana, Ohio 





























Desmond 
SIMPLEX St VISE 


CIAMOND HAND TOOLS «WHEEL TYPE SIMPLEX 
Ontssens CuTrée TvPe OnesseRs AND STEEI-SLIDS VISES 
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PROFITABLE apprrion TO YOUR BUSINESS 


Seneeeeeeeeseussssaaae 


AMERICAN 
BRAND 


SANITARY WIPING 
CLOTH 


CHEESE CLOTH 
COTTON WASTE 


and 


All types of our cleaning cloths MILL ENDS 

are packed in neat bales and e 

cartons for easy handling and i : 
stocking. All grades Quality ‘ Service 
are guaranteed. 
Large quantity buy- 
ers get the Benefit 
of special prices. 


% Here is a line of fast selling 
profitable items that may have 
missed your attention in past 
years. Now then, is the time to 
take note, for “American Brand” 
gives you the quality of products 
that users like—and you build a 
good repeat business. Think of 
the wide variety of businesses 
that use products like these con- 
tinually—and such buyers are all 
about you. 


and Uniformity 
for 24 YEARS 


@ eeeeeeeseresseeeseaese 


AMERICAN SANITARY RAG COMPANY 


1025-35 WEST NORTH AVE. CHICAGO 22, ILL. 


42S SBSBSBBBVBVBVBRVBVO’S’SBSBVEBVEVESVSV’ESESEESESESESTSESEESRESESEEREESESEESESE 
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WHY? 


not stock the best in 


Cap Screws °* Set Screws 


Milled Studs * Coupling Bolts 


Your customers know 


WHO 


has been making the finest for 


over half a century. 
*WHO Bc... 


Wn. H. OTTEMILLER CO. 
YORK, PENNA. 


TT) Ottemiller standard products are distributed 


soeees | 
+ | 
iadiad sae || 


ee Be Es ee exclusively through Mill Supply Houses. 
ot a a cn oe) 
4-444 49 4 4 49 


He 
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A PAUSE in the day’s occupations 
finds treasurer E. G. Glover and Jack 
Swinney, industrial engineer, of Tex- 
tile Mill Supply Co., Charlotte, N. C. 
exchanging points of view on mutual 
problems. 





New Sales Setup 
Announced By Marsh Co. 


A change in the sales and manv- 
facturing structure of the Jas. P 
Marsh Corp., Skokie, IIl., will mean 
that sales of the newly acquired Elec- 
trimatic line of refrigeration control 
valves and regulators are to be handled 
by “The Electrimatic Company”. 
Sales of all Marsh pressure gauges, dial 
thermometers and related products 
will be handled by “Marsh Instrument 
Co.” 

As for some years past, sales of 
Marsh traps, talves and other heating 
specialties will be handled by “Marsh 
Heating Equipment Company.” Each 
of these organizations will be desig- 
nated as “sales affiliates of Jas. P 
Marsh Corp.” 

Barrett Scudder, president of Jas. 
P. Marsh Corp. explains that the new 
structure is in the interest of better 
direction of specialized experience to 
render better service in each of the 
fields served by Marsh. Under the new 
setup, Jas. P. Marsh Corp. becomes 
purely the manufacturing division 
serving the three selling and distribu- 
tion organizations. 


Hall Resigns From 
Syracuse Firm 


Victor E. Hall, who was manager of 
the engineer and materials handling 
division of Syracuse Supply Co., Syra- 
cuse, N. Y. for the last nine years, has 
resigned to enter private practice as a 
consulting engineer in Syracuse. 





Wisconsin Distributors 
Hold Annual Outing 


Business took a holiday recently 
when members of the Wisconsin In- 
dustrial Distributors Club staged their 
annual outing at the Tripoli Country 
Club in Milwaukee. 

Over fifty members and manufac- 
turer representative guests were pres- 
ent at this traditional affair where 
members of the club take this means 
of showing their appreciation for the 


SWAPPING sstories at the bar were 
R. D. McGee, Schlafer Supply Co., Ap- 
pleton; John Pacan (Corbin Screw 
Div., American H’dwe. Co.); Roy 
Bauer and Otto Huebner, R. J. Bauer 
Supply Co., Milwaukee. 


WISCONSIN’S football ability was 
the subject of this discussion. Harvey 
Stangel and George Behringer, J. J. 
Stangel H’dwe. Co., Manitowoc, seem 
to disagree while Chuck Miller (J. H. 
Williams Co.) center, enjoys the ar- 
gument. 


HI MORT, Fred Mortensen, Morten- 
sen Industrial Supply Co., Milwaukee, 
stops at a table where C. E. Mussotter 
(L. S. Starrett Co.); Bud Mund and 
John Pauly, Triplex Supply Co., Mil- 
waukee and Ralph Lund (Sterling 
Grinding Wheel Div.) were picking a 
series winner. 





fF Sn 


Every Industrial Pipe User is a 
Prospect for Jefferson Distributors 


Jefferson distributors can serve 
their customers adequately and 
completely . . . an important 
point to remember because of 
the size of the market. Where 
there is a need for a pipe 
union, there is a Jefferson to 
meet it. 


The big advantage of making Style “B’ 3-part Flange 
Jefferson your source of supply Union for test pressures up 
is that you can furnish unions to 2000 Ibs. 
which are recognized and ac- 
cepted everywhere as being of 
highest quality. 45° and 90° 
Union Elbows, Union Tees and 
Flange Unions are available 
from Jefferson in a full range 
of sizes. They are made of air- 
refined malleable iron ees8 

ate F 20° wat a tensile strength of 55,00 

emale nion 
Elbow. Made also in Ibs. per sq. in. 
Male-Female stvie. 


The RECESSED ol Totes 
BRASS SEAT 


Better performance and greater 

satisfaction are assured users 

because of the exclusive Re- 

cessed Brass Seat which is of- 

fered in all Jefferson Unions. 

This construction costs more 

to produce but far less to 

maintain. It provides self-seat- 

ing and free flow through the 

fitting with the seat fully pro- 

tected against pipe ends com- 
Now is the time to investi- ing in contact with it. Style “D” 2-part Flange 
jate this sales-building Union for test pressures up 
ine. up to 4000 Ibs. 





JEFFERSON UNION CO. 


671 W. 26th St., New York 1, N. Y. 
9 Green St., Lockport, N. Y. 
49 Fletcher Ave., Lexington 73, Mass. 
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FOR SALE: 
Set-up time! 


“YANKEE™ 


ANGLE VISES 


One look at this “Yankee” Angle 
Vise and any shop man sees a set-up 
shortcut. It’s the quick way on small 
jobs. Just two easy steps. (1) Lock 
work in the vise, machined square 
and true on base, sides and front end. 
(2) Tilt for any angle up to 90° and 
engage positive adjustment lock. 
Work is then set up for any job, or 
series of jobs . . . hand work on the 
bench; for drilling, milling, grinding 
or sawing at the machine. 


Quick-release swivel base for bench 
use. Work moved from bench to 
machine, transferred to next opera- 
tion, without disturbing alignment. 
No mistakes, no waste. 


Available in two sizes... 2” and 
234" jaw widths... . with or without 
swivel base. Each vise equipped with 
hardened steel V block for holding 
round stock. 


Sold through industrial distributors 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


YANKEE TOOLS STANLEY ae 


NOW PART OF 
toe 65. P00 OM 








ONE OF THE first foresomes to tee 
off was Bill Bauer (Behr-Manning); 
Walter Huchthausen, Huchthausen 
H’dwe. Co., Manitowoc; J. C. Thomp- 
son (American Steel & Wire Co.); 
and Griff Jones, Mohr-Jones H’dwe. 
Co., Racine. 


co-operation they receive from their 
manufacturers representatives through- 
out the year. 

A full day of play was devoted to 
golf and card games followed by a 
steak dinner at which president, R. J. 
Bauer, R. J. Bauer Supply Co., Mil- 
waukee, welcomed the guests. Wal- 


ter W. Ethier, vice-president, Western 


Iron Stores Co., Milwaukee, was pro- 
gram chairman. 


a 


SALES STRATEGY was applied to 
get W. A. Cauhey, John Pritzlaff 
H’dwe. Co., Milwaukee, in a corner 
between Al Green (National Twist 
Drill & Tool Co.) and Al Bach (Win- 
ter Bros Co.) so he couldn’t get out. 





Worthington Officials 

Study European Conditions 
Hobart C. Ramsey, president, and 

S. Riley Williams, .vice-president in 

charge of foreign business, Worthing- 

ton Pump & Machinery Corp., Harri- 


| son, N. J. are en route through Europe 
to visit the corporation’s associated | 
| manufacturing plants. Their extended 
| tour was planned to get a first-hand 
report on the effect of devaluation on | 
| the overall operations of associated | 
| plants, and to learn what progress | 
| Europe has made during the past few 


years as a consumer of American goods. 

The corporation’s associated plants 
which they will visit are located in 
Newark-on-Trent, England; Le Bour- 
get, France; Madrid, Spain; and Mi- 
lan, Italy. 
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NOW...DRILL MASONRY 
UP TO 4 TIMES FASTER! 


© Two styles (fluted or round shank) for 
deep or shallow holes 


© Wide range of sizes 


© Carboloy Cemented Carbide tips drill 
any masonry 


¢ Drills stay sharp up to 50 times longer 


e Fit any standard rotary drill press, or 
brace 


© Drill clean, accurate holes . . . quietly 


e Available singly or in 3 handy kits of 
six assorted drill sizes each 


These advantages mean 


HIGH SALES 


(and CARBOLOY 
MASONRY DRILLS 
are an open line!) 


y=. they drill such accurate holes, so 
quickly and easily, and they last so 
long—that Carboloy Masonry Drills almost 
sell themselves! 

If you're interested in customer-satisfac- 
tion, and a steady flow of profits, you're 
eligible to sell these drills. 

Don’t wait. Send us the coupon today, 
and we'll give you the full story on this 
profitable opportunity . . . no cost or obli- 
gation. 


CARBOLOY 


MASONRY DRILLS 


SEND COUPON TODAY TO FIND OUT MORE 
ABOUT THIS PROFIT OPPORTUNITY 





CARBOLOY COMPANY, INC., 
11131 E. 8 Mile St., Detroit 32, Mich. 


Gentlemen: 


Please tell me about your resale proposi- 
tion on Carboloy Masonry Drills. 


NAME 
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A DESIGN POINT of a carbide cut- 
ting tool is explained to Ed. Alberter, 
vice-president of Somers, Fitler & Todd 
Co., Pittsburgh, Pa., by Malcolm F. 
Judkins, carbide chief engineer of Firth 
Sterling Steel & Carbide Corp. at its 
first distributor Firthite training meet- 


ing. 
Somers, Fitler & Todd Co. 


Holds Carbide Sales Meeting | 


The first sales training meeting con- | 
ducted under the new distributor sell- | 
ing policy of Firth Sterling Steel & | 
Carbide Corp., McKeesport, Pa., was | 
held recently in Pittsburgh with Som- | 


ers, Fitler & Todd Co. of that city. 
The training meeting consisted of 

three daily 24 hour sessions, featuring 

six Firth Sterling specialists. Two 


sound movies on the subjects of single- | 
point cutting tools and brazing, to- | 


gether with product displays, also were 
presented. 


Sterling Facilities 
Bought By Porter-Cable 


The manufacturing rights and facili- 
ties of the Sterling Electric Tool 
Products Co., Chicago, Ill.—for the 
production of the Sterling portable 
electric and pneumatic sanders—re- 
cently were purchased by The Porter- 
Cable Machine Co. of Syracuse, N. Y., 
manufacturers of “Speedmatic” and 
“Guild” portable electric tools. 

The inventory tools and production 
facilities purchased will be moved to 
Syracuse under the direction of Lloyd 
B. Benham, vice-president and factory 
manager of Porter-Cable, and the 
latter company will resume manufac- 
ture of the Sterling sanders locally. 

Several members of the Sterling 
Electric Tool Products Co.’s sales or- 
ganization will be taken into the Por- 
ter-Cable Co. These include John R. 
Perkins, formerly a special sales repre- 
sentative for the Sterling Co., who will 
become a field representative instruct- 
ing Porter-Cable sales personnel in 








C/R Hammers 
have malleable 
iron heads with 
replaceable coiled 
rawhide faces. 





RAW we D & ... that’s the material which gives you. 
everything you want in top grade “soft” hammers and mallets. And- 
Chicago means the best in Rawhide. C/R mallets and hammers are» = 
made from resilient, tightly coiled rawhide. They absorb shock, » 
_ deliver powerful blows yet protect delicate machinery and surfaces, 

and stand up under continuous hard use. They do not split, — 
crumble, or mushroom. Whenever you need durability, power 
and safety, always specify Chicago Rawhide hammers and mallets. _ 


at aco (amide Nizenae) 


1205 ELSTON AVENUE CHICAGO 22, ILLINOIS 
Other C/R maintenance products are: round, flat and twist belting; belt pins and belt lacings; 








gears, pinions and gear blanks; aprons and hand leathers ; hydraulic packings. 
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@ tam master rons 


These compact, portable, high-pressure, centrifu- 
gal pumps, complete with exhaust primer, are PORTABLE 
the ideal units for use with modern overhead 


irrigation systems. Available in a wide range of 

sizes, with capacities from 200 GPM to 1200 GPM, HIGH PRESSURE 
the CMC RAINMASTER line of pumps incorporates 
quality features that guarantee increased crop 


yields and greater profits +-Aeee 4 ? U M P | N G U R ITS 


greater operational efficiency and 
consistent trouble-free perform- 


cna FOR OVERHEAD 


cer sutetin No. Rm4209. [IRRIGATION 
CONSTRUCTION MACHINERY CO., WATERLOO, IOWA 











CAPITAL 


INDUSTRIAL 


BRUSHES and BROOMS 


The ‘all season’ sellers 


Maintenance and cleaning are going 
on always in warehouses, metal 
working plants, foundries, railroads, 
public buildings, schools, hotels — 
in fact every place there are people 
there are potential sales for CAPITAL 
Industrial Brushes and Brooms. Get 
your share of this profitable market 
— supply CAPITALS. Returns are 
good ... and steady. We suggest 
to users that they buy through their 
local distributor. 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. | 











INDUSTRIAL. DISTRIBUTION .¢ DECEMBER, 1949 


the merchandising of Sterling prod- 
ucts, and later will become a district 
sales representative with the firm. 

Earl C. Wheless, who was a Sterling 
district representative for four years, 
will become a sales representative in 
the San Francisco area. Norbert B. 
Leydorf will be stationed in Rich- 
mond, Va. Previously he was North- 
west territory district manager for 
Sterling. 

Also joining the Porter-Cable sales 
organization are Jerome J. Howe, who 
was with Sterling Electric Tool Prod- 
ucts Co. in the St. Louis area and who 
will become a representative in Hous- 
ton, Texas; Howard Smith, formerly a 
sales representative for a Sterling man- 
ufacturing agent, who will work out of 
Philadelphia; and Neil S. Rowe, 
former district manager in New Eng- 
land and eastern New York for Ster- 


_ ling, who will become a Porter-Cable 


sales representative. 

The purchase marks the second 
business acquisition that Porter-Cable 
has made within a year. In the fall 
of 1948 the firm purchased the Unit 
Electric Tool Co. of Syracuse, manu- 
facturing a line of woodworking equip- 
ment. 

John A. Proven, vice-president in 
charge of sales will handle all sales 
to distributors by Porter-Cable repre- 
sentatives. Formerly he was vice- 
president and general sales manager at 
Sterling. 


Neal Co. Promotes Putnam 


Horace E. Putnam has been pro- 
moted to the position of office man- 
ager of the Elmira, N. Y. office of R. C. 
Neal Co., Inc., of Buffalo. Mr. Put- 
nam has been in charge of the order 
and quotation department in the Buf- 
falo office. 





FOR 23 YEARS, George Treacy, Sr., 
purchasing agent of Mid-Island Supply 
Co. in Long Island City, has worked 
in the industrial supplies field and up 
until now—“I’ve never had my picture 
taken”. Score one more for I. D. 
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McGraw-Hill Editors 
Forecast 1950 Prospects 


For the past several years, Inpus- 
rriAL DistrisuTon has waited ex- 
pectantly, along about this time, for 
the top editors of the McGraw-Hill 
magazine group to go “on the record” 
with their year-end forecasts of what’s 
ahead for the various segments of the 
industry they represent, editorially 
speaking. These industries, all of 
them, are the customers of distribu- 
tors and their salesmen—and it would 
be helpful to them to know what their 
customers can expect in a business 
way during the months ahead. Cer- 
tainly it would be an aid to the dis- 
tributor himself, in his sales planning, 
for instance; as well as a good talking 
point for salesmen in their approach 
to customers and prospects. 

So, without further ado, we present 
the informed opinions of seven of our 
editors on the prospects for business 
in 1950 in each of their own fields— 
with a few introductory notes on the 
accomplishments of industry itself 
during 1949.—The Editors. 


Chemical Process Industry 
To Still Be Good in 1950 


If no major break occurs in our 
national economy, 1950 should equal 


or surpass 1949 levels of production in 
the vital and everygrowing chemical 
process industries. ‘This prediction is 
set forth in an article by Richard F. 
Warren, Market Editor of Chemical 
Engineering, who writes that although 
1949 will be a good year for the in- 
dustry it will not surpass 1948. 

Mr. Warren writes that at the pres- 
ent, industrial chemical consumption 
is only five per cent below the cor- 
responding 1948 period. This is ap- 
proximately the same level reached in 
1947—far above any war or prewar 
records. The annual 1949 rate will be 
only slightly lower. 

Industries which are down from the 
1947 operating rate are glass, paint, 
varnish, lacquer, rayon, leather, indus- 
trial explosives, and rubber. 

“On the other hand,” says the 
editor, “fertilizers, petroleum refining, 
and plastics are using more chemicals 
today than they did in 1947.” 

Another barometer of chemical en- 
gineering activity is new construction 
which is continuing at a high rate. 
Chemical firms are now spending at 
the annual rate of $1.4-billion for new 
plants and equipment. 

Mr. Warren notes that by 1947 the 
chemical industry had more than 
tripled in size compared with its 1939 
operations. However, the regional 


EADABLE 
ELIABLE 
UGGED 


WESTON 


All-Metal Thermometers 








Rugged, all-metal construction .. . stainless steel 
stems ... bold, readable dials ... accuracy within 1% 
over the entire scale—all add up to the answer to in- 
dustry’s toughest temperature measurement require- 
ments. Choose a dependable WESTON thermometer 
from a variety of types, stem lengths and scale ranges. 
Call your jobber, your WESTON representative, or 
write for Thermometer Bulletin ... WESTON Elec- 
trical Instrument Corporation, 620 Frelinghuysen 
Avenue, Newark 5, New Jersey. 


CONTACT MAKING models for alarm or control purposes. 
MAX-MIN models to indicate highest or lowest temperature hed. 
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camp Most Anyth;, . 


Aer-Seat’ 


“No holds barred” with Aero-Seal. Clamp odd-shaped 
connections, join multiple pipes or ducts together firmly, 
permanently, with these durable steel clamps that con- 
_ form easily to any shape. Worm drive prevents distortion 
_ at point of clamping; use again and again. 
e Vibration will not loosen. integral construction — no 
_ parts to lose. Corrosion resistant —cadmium plated or 
stainless steel. Availciole for screw driver or thumb grip. 


WRITE TODAY FOR FREE SAMPLE ! 


(FN Ge sd reen0- Seal’ tours 


pone 
Worm Drive 
Never Works Loose 


THE UNIVERSAL 
WORM-DRIVE CLAMP 


E} propuct 


BREEZE CORPORATIONS, INC. 


Aircraft Standard Parts Division 
33 South Sixth Street, Newark 7, N. J. 





~ 








FLUX | 


for SODERING 
WELDING 
BRAZING 


® More than 55 years 
of experience in solving 
your customers’ sodering 
problems is at your ser- 
vice. Sometimes the solu- 
tion is very simple — a 
different grade of FLUX— 
a change in temperature 
—a different tool—what- 
ever it is we can help 

- Let us send free 
sodering chart which 
shows melting points of 
all soders. 


gf SMe . 
. ee, BD, 


sodering paste 
sodering sticks 
sodering oil 
sodering flux 
sodering liquid 
sodering syrup 
sodering acid 
ctaiatons steel polish 
solid sal ammonia 


L. B. ALLEN & CO. Inc. 
6731 BRYN MAWR AVE. 
CHICAGO 31, ILLINOIS 





Nei 


174 





COLLIS ccttrner 
SLEEVES 


SOCKETS 


We have the proper unit 
in a wide variety of 
types and sizes...... 


Help your customers to fill today’s im- 
portant production needs .. . supply the 
proper unit from the complete COLLIS 
line. COLLIS equipment is made by men 
skilled in making taper products and 
long service is assured by the very per- 
fection of their manufacture. We give 
prompt attention to all orders. 


THE COLL/S company 


CLINTON, IOWA 
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pattern of production in chemicals and 
— products has shifted consider- 
ably 

“The Middle Atlantic states remain 
supreme as a chemical producing area 
when measured by the value added to 
products,” Mr. Warren continues. 
“They are followed by the East North 
Central area. In the No. 3 spot are 
the South Atlantic states. These three 
areas contribute about 70 per cent of 
the total value added to products in 
the chemical and allied products seg- 
ment of United States industry. All 
other areas of the United States con- 
tribute less than 10 per cent apiece. 
But the West North Central, West 
South Central and Pacific states have 
shown considerable growth in the past 
eight-year period. In fact, the West 
South Central area is six times as big 
as it was ten years ago.” 


Upward Turn Expected 
In Metalworking Curve 


Metalworking operations should 
stay close to double the 1939, or pre- 

war, rate through the final quarter of 
1949 and well into next year, accord- 
ing to American Machinist. The ar- 
ticle states that there is reason to 
believe that the recent decline in ac- 
tivities, based on manhours worked, 
has been arrested and the production 
curve will turn upward in many metal- 
working lines. 

“The retreat in metalworking, as 
measured by the American Machin- 
ist Index, has been very modest,” says 
the publication. “During the first half 
of this year it was not much more than 
10 per cent. And after the downward 
movement appeared to have spent it- 
self, the general level of business still 
was twice as high as before the war. 
Bear in mind, too, that metalworking 
embraces one-third of all manufactur- 
ing industries.” 

Major factors contributing to metal- 
working’s strength in the period ahead 
are listed by the publication as fol- 
lows: 

1. Capital outla a for new plant 
and equipment will stay surprisingly 
large. About 70 per cent of those ex- 
penditures will be for machinery and 
equipment. 

2. Backlogs of durable goods, par- 
ticularly heavy electrical products, are 
of comfortable proportions. The de- 
cline in production of durable items 
has been much less than in consumer 
lines. “Durables” should continue 
strong. 

3. Excess inventories of raw mate- 
rials, perishable items and work-in- 
process have been fairly well liqui- 
dated. After many months of = 
curtailment, ordering from mills 
be back up during the fourth quarter. 
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4. Manufacture of household ap- 
pliances and certain other consumer 
goods is being stepped up. 

5. ECA countries will buy sizable 
quantities of industrial machinery and 
metal goods of various kinds from this 
country in fiscal 1950, despite the par- 
ing of ECA dollar allotments by Con- 
gress. Purchases of machine tools in 
the United States should run $75 mil- 
lion and other production machinery 
$125 million. 

6. The automobile and construc- 
tion industries will be sources of 
strength. The year still may be the 
biggest in history. 

7. Defense and European military 
aid business will be important enough 
to aid many segments ms metalworking. 

Here are some trends in the metal- 
working industries: 

1. Automaticity is gaining rapidly 
in importance, therefore further mech- 
anization is expected. 

2. Use of cemented carbide tools is 
increasing. These tools speed produc- 
tion because they take deeper cuts 
faster and enable the user to secure 
longer runs. 

3. Greater attention will be placed 
on better devices for feeding and 
ejecting work in process. 

4. Materials-handling has been get- 
ting more attention from management 
and will continue to increase in im- 
portance. 


Post-war Power Schedule 
Shows Capacity Increase 


The power schedule of an additional 
22,000,000 kilowatts of generating ca- 
pacity for the U. S. by 1952 has not 
been affected by current ups and 
downs of business, states Philip W. 
Swain, editor of Power and Oper- 
ating Engineer. He points out that 
today’s need for building central- 
station capacity stems from the de- 
pleted condition of the utilities’ re- 
serves. 

“Reliable sources predict that by 
1957 the total installed central power 
capacity in this country will be about 
90 million kilowatts,” the editor says. 
He explains that there are increasing 
power loads in the fields of air condi- 
tioning, television, commercial light- 
ing, electric welding and high fre- 
quency process heating, but the most 
significant power growth is shown in 
the steady rise of horsepower per 
worker in factories. 

More power for everybody is the 
watchword in the power field today. 
American industry is mechanizing to 
the limit because muscle power today 
costs more than one thousand times 
as much as electric power. The con- 
stantly increasing productivity ob- 


SHELDON 
No. 3000 P 
Milling Machine 


SHELDON 
No. 8000 
12” Shaper 





A Short Line to Stock 


...@long line to sell 


With 2 or 3 Sheldon Precision Ma- 
chine Tools on your floor and a 
Sheldon G-48 Catalog in your 
hand, you are ready to do a sur- 
prisingly profitable business . . . 
for Sheldon’s 5 basic machine 
tools come in 66 variable models, 
comprises today’s leading line of 
moderate priced precision lathes, 


milling machines and shapers. 


These are tools bought everyday 
—are basic tools in tool rooms, 
machine shops, maintenance de- 
partments, garages and schools. 
They come crated fully assem- 
bled, ready to operate, and are 
sold “over-the-counter” like hand 
power tools. They are being sold 
in profitable volume by industrial 
distributors who catalog, stock 
and show them. The SHELDON 
G-48 catalog is made up so that 
anyone can use it—large full color 
illustrations gnd complete specifi- 
cations always facing each other. © 
The new SHELDON price list is 
also complete —illustrates each 
lathe, gives its “professional quo- 
tation” (as used in bidding for 


school business etc.) and prices. 


Write today for full details 
of this extra profit setup. 


SHELDON MACHINE CO. Inc. 


Manufacturers of Sheldon Precision Lathes ¢ Milling Machines © Shapere 
aco, Ne. KNOX AVENUE © CHICAGO 43, ILLINOIS, US. A 
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Results count! 

Every purchasing agent wants to know 
how good ‘Budgit’ Electric Hoists are 
—the quality of workmanship that 
went Into their making, the high 
quality of the materials used in their 
manufacture — but, he wants to know 
more before he'll buy one. He wants 
to know why he should buy a Budgit’ 
from you. What it will do to help his 
plant keep production up, operating 
costs down. 

Here's your chance to tell of the 
many minutes gained in every work- 
ing hour when a fast, easy-to-operate 
“Budgit’ Electric Hoist lifts the loads on 
production, assembly, and inspection 
lines; heavy tools at benches. Here's 
your chance fo tell how these gained 
minutes mean increased production, 
lower operating costs, greatly re- 
duced compensation costs when load 
lifting is no longer manual. 

Be sure to tell about ‘Budgit' Hoists 
being complete lifting units in them- 
selves. How you simply hang them 
up, plug into the nearest electric 
socket, and use. 


Are you amply supplied 
with Bulletin No. 391? If 
not, write for more copies, 


‘BUDGIT™ 
Hoists 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box’ Cranes, ‘Budgit' and ‘Load 

Lifter’ Hoists and other lifting specialties, Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 

idated' Safety and Relief Valves, ‘American’ 

Industrial and ‘Microsen’ Electrical Instruments. 
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tained through more power per worker 
has. been used to boost living stand- 
ards. Thus, powerful economic forces 
insure a vast and continued develop- 
ment of power consumption, and Mr. 
Swain predicts a bright future for 
those engaged in the manufacturing, 
installation and operation of all types 
of power-service equipment. 


Bright Business Prospects 
Reported for Manufacturers 


Barring a strike wave, war, or other 
major international upset, the outlook 
is bright for manufacturing industries, 
says L. C. Morrow, editor of Factory 
Management and Maintenance. Busi- 
ness forecasts show that prosperity 
levels will continue through 1950 with 
normal full employment and expand- 
ing production, while an increase in 
output per man hour will make it 
possible for industry to cut costs. 

Construction cost indexes are lower, 
and actual costs are even lower than 
shown by the indexes, because bids 
reflect less padding for materials and 
wage uncertainties. Mr. Morrow pre- 
dicts a five percent rise in building 
costs. He savs the current upswing in 
wages and the heavy volume of public 
works may have a telling effect on 
building prices. 

Industrial equipment is being 
quoted at a lower price, and the edi- 
tor recommends this year as a good 
time to buy new and replacement 
units. There are many indications, he 
savs, to prove that 1950’s business 
will invest in as much equipment as 
it did this year. 

A buyer’s market prevails in most 
areas, reports the editor, and aside 
from the stepped-up metal prices, sta- 
tistics indicate a distinct leveling in 
demand and price. An upward or sup- 
porting effect on commodity markets 
is scheduled to result from the gov- 
ernment’s stockpiling program, since 
only twenty-five percent of the stock- 
pile goal has been realized. 


Electrical Output 
Continues Growth 


“The electrical suppliers have 
bucked the trend in business,” de- 
clares Fischer Black, editor of Elec- 
trical World. Fifteen percent of the 
total construction and equipment ex- 
penditures of the country now come 
from the electrical industry and, says 
Mr. Black, this is important as a sus- 


taining element for the industry, as. 


well as the country. 
Electrical ‘production in 1949 is 
maintaining a three percent increase 
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Pulls no punches! 


When you sell ‘Load Lifter’ Hoists, 
you know this rugged, heavy-duty 
electric hoist will back up every 
statement you make! You know ‘Load 
Lifters’ never pull punches when the 
going is rough and loads are capacity 
or near-capacity. 


Your prospect may say his problem 
is different; but, forget that! No 
matter how tough his lifting job, how 
long the hours, how difficult his 
working conditions, the ‘Load Lifter’ 
will give him low-cost lifting with 
the minimum amount of attention and 
the least chance of breakdown. 


If he asks you how this is possible, 
tell him about all the special features 
embodied in the ‘Load Lifter’ Hoist 
which give it rugged endurance. Then, 
tell him that no other hoist has all of 
them. You'll find them listed in Cata- 
log No. 215. 


Use Catalog No. 215 to show him 
action photos of installations where 
‘Load Lifter’ Hoists are doing the same 
kind of lifting jobs as his. He’ soon 
see it’s the ‘Load Lifter’ that’s dif- 
ferent in the way it lifts and moves 
loads weighing from 500 to 40,000 
Ibs. 


We'll gladly send you more 
copies of Catalog No. 215 to 
help you sell ‘Load Lifters.’ 


LOAD LIFTER 


Hoists 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and ‘Load 

Lifter’ Hoists and other lifting specialties, Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 

idated’' Safety and Relief Valves, ‘American’ 

Industrial and ‘Microsen’ Electrical Instruments, 


MAXWELL 


Sz 





over 1948, and is climbing toward still 
higher production levels. Sales of 
ower to industrial customers have 
dropped behind last year, along with 
an even sharper drop in the industrial 
index; however, residential and com- 
mercial uses of electricity show sub- 
stantial expansion, with no peak in 
sight. 

The U.S. will spend some $2,740 

million on electrical facilities this year 
says the magazine editor. Bulk of the 
1949 grand total will include $2.3 mil- 
lion spent by utilities and municipals, 
plus $360 million by electric co-ops 
and $80 million of electrical equip- 
ment by the Interior Department, ex- 
cluding power station structures. 

In 1950, electrical business as a 
whole, will have a year of normal 
prosperity and considerable growth if 
the industry can minimize costs and 
make effective production increases. 
Mr. Black reports an outstanding job 
done along these lines this year. It is 
predicted that 1950 will show another 
ten percent gain, since normal pros- 
perity is expected. High consumer in- 
crease, above-average homebuilding, 
and high-level appliance sales make a 
yearly residential gain of 12 percent a 
plausible forecast. 

Next year’s new business growing 
out of school and public building con- 
struction, farm electrification and 
home building will not be far below 
1949. Reporting on overall growth 
indications, Mr. Black says utilities 
have tended to show a decreasing per- 
centage growth to 1952. Estimates for 
this year carry the biggest question 
mark; and, according to the editor, 
most utilities are planning long range 
growth, so intermediate fluctuations 
are of only minor importance. 


Post-War Welding 
Reports Increase 


“Nineteen forty-eight came close to 
surpassing 1944, the all-time year for 
the production and sale of welding 
equipment supplies and accessories,” 
says T’. B. Jefferson, editor of Weld- 
ing Engineer. “Welding,” he points 
out “is now found in factory, field 
and forest, wherever men work with 
machines. Over $370,000,000 was 
spent in the welding industry last 
year,” and Mr. Jefferson says the metal 
joining process is universally indispen- 
sable to manufacturing and mainte- 
nance. 

Primary outlets for the products of 
the welding market, according to the 
magazine editor, are for production 
welding and repairs. Each year shows 
a substantial increase in the number of 
machine shops using welding, as more 
learn the advantages of the metal join- 





LK | 











.»» YOUR SAFEGUARD~OUR GUARANTEE 

















——_— 


K’. a cast-iron fitting is the trademark of 
a company that has specialized on this type of product 
for more than sixty years. All of our efforts and facil- 
ities are devoted exclusively to manufacturing fittings 
which we can guarantee to be sound and accurate in 
every respect. 

When you use “K”’ fittings, you are safeguarded 
against installation and service troubles. Precision 
machining assures quick, convenient make-up and 
tight joints. Accurate molding assures freedom from 
sand holes, cold checks, and thin walls. 


These facts are verified by the experience of plumb- 
ers and steam fitters everywhere. Many of them insist 
upon “K” fittings and place their orders accordingly. 





THE 3000 SHAPES AND SIZES OF ‘'K’’ CAST-IRON FITTINGS INCLUDE: 
STANDARD AND EXTRA HEAVY SCREWED FITTINGS 
STANDARD FLANGED FITTINGS 
STANDARD AND EXTRA HEAVY COMPANION FLANGES 
DRAINAGE AND SPRINKLER FITTINGS 











‘THE KUHNS BROS. CO. 


DAYTON 1, OHIO 
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_ NON-FREEZING 


7 YARD 
HYDRANT 


SHUT-OFF BELOW FROST LINE 


Ourpoor water ser- 
vice the year around with- 
out danger of freezing or 
bursting pipes. Shut-off 
valve is below frost line. All 
brass and copper .. . lasts a 
lifetime. Anyone can install. 


NON-FREEZING 


WALL HYDRANT 


SHUT-OFF INSIDE WALL 
ELIMINATES NEED for drain- 
ing pipes. Standard vaive 
washers... easy to replace. 
‘Write for bulletin 403. 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE, INDIANA 





SWIVEL | 
CASTERS 


® Double 
Ball Race 


® Molded-On 
Rubber Tires 


High pressure lubricating fittings in wheels 
as well as hangers. Grease retaining cham- 
bers prevent destruction of balls. Large balls 
in upper outer races take load as well as 
side thrust and both races are protected from 
dust and water by over-lapping lips on plates 
and hangers. Swivel nuts provided for adjust- 
ing bearings in case of wear. We serve resale 
dealers and original equipment manufacturers. 


SPECIFICATIONS 


Bolt Hole 


Caster Wheel 
N Centers 


Size 
4x2 
4x2 
5x2 
6x2% 
6x 2% 
8x2 


Height Capacity 
5% 650 Ibs. 


& WHEEL CORP. 


187 Breckenridge St., Buffalo, N.Y. 
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ing process. Welding makes a more 
durable product which is stronger, 
though lighter in weight, and usually 
requires less production time at a 
lower cost. 

Referring to a recent survey con- 
ducted by The Welding Engineer, 
Mr. Jefferson says 85 percent of all 
the plants in the metals industry 
use welding for either maintenance or 
production, and the manufacturers of 
transportation equipment prove to be 
the heaviest users of welding. 

Looking at 1948 sales in the weld- 
ing industry from a dollar standpoint, 
the editor reports welding sales on a 
par with those of 1944, with a four- 
fold increase of those of 1940. . He 
observes that a 20 percent gain in 
electrode production, coupled with a 
ten percent increase in price, resulted 
in a tremendous gain over the previous 
year in dollar volume of welding elec- 
trodes sold. 

An estimated sales total for the arc 
welding industry in 1948 is $88,288,- 
282; following the normal trend of the 
arc welding industry where sixty per- 
cent of the total amount spent for arc 
welding supplies and equipment is 
expended on electrodes. Thirty-one 
cents out of every dollar spent in the 
arc welding field goes for arc welding 
machines, says Mr. Jefferson, and elec- 
trodes and accessories take up 60, and 
nine cents respectively, of every dollar 
spent. 


American Economy Aided 
By Automotive Industry 


“The automotive industry power- 
fully aided in maintaining the Ameri- 
can economy in 1949,” says George 
E. Quisenberry, editor of The Ameri- 
can Automobile. He declares that in 
1950 the industry may be expected to 
“hold up its end in the country’s gen- 
eral business activity, even though 
total production of new automotive 
vehicles, in the shift to a buyer’s mar- 
ket, may be lower than the record 
output of 1949, largest in the indus- 
try’s history.” 

The United States, Mr. Quisen- 
berry points out, now has one motor 
vehicle for each three and a half per- 
sons in the 148 million population, 
now operating more than 44 million 
automobiles, about ten million more 
than pre-war and forming a substantial 
base for further development. 


Osborn Advances Lundberg 
To Advertising Post 


George R. Lundberg has been 
named director of advertising and.sales 
promotion for The Osborn Mfg. Co., 
Cleveland, Ohio. manufacturers of in- 
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George R. Lundberg 


dustrial brushes and foundry moulding 
machinery. 

Mr. Lundberg has been associated 
with Osborn in various capacities for 
the past 17 years. For the last two 
years he was chief accountant. Prior 
to that he was personnel manager, 
sales manager of the moulding ma- 
chine division, and brush sales repre- 
sentative in midwestern Michigan. 

He is a member of the Industrial 
Marketers of Cleveland, and of the 
Cleveland Advertising Club. 


Willey Will Represent 
Republic Rubber In Houston 


W. Thomas Willey has been trans- 
ferred to Houston as special repre- 
sentative of the Republic Rubber 
Division, Lee Rubber & Tire Corp. 
He will work closely with east Texas 


and Louisiana oilmen, and will handle | 


merchandising and engineering prob- 
lems for both production and refining 
plants. 

Before joining Republic, he was 
associated with Boeing Airplane Co., 
Seattle and Wichita. 


W. Thomas Willey 


| 
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Duo-Step Leverage — can 
save thousands of dollars 
annually for steam trap users 
---in lower initial costand 
greater drainage efficiency. 
DUO-STEP LEVERAGE NOW AVAIL- 
ABLE IN THESE CLARK STEAM TRAPS 
**71-0'", “80-D"* SERIES &°'1800-D"" 
**1900-D" "SERIES 


INCREASES TRAP DRAINAGE CAPACITY OVER 100% 


Send for the 
story on Clerk 
DUO-STEP Lee 
verege tedoy? 


STEAM TRAPS AND FLUID CONTROLS 
THE CLARK MANUFACTURING CO. ¢ 1830 E. 38th St. CLEVELAND 14, OHIO 
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The key to the 
power and speed 
of ATLAS CAR 
MOVERS is the 
“compound _lev- 
erage.” 


THERE'S A 
RIGHT MODEL 
FOR EACH JOB.. 


Select the proper model for your cus- 
tomer’s needs—the Regular Heavy Duty 
Model No. X, the New Streamline 
Model S-X, the Atlas Model No. 8, and 
the Atlas Model No. VIII. Whether 
your customers are shippers or re- 
ceivers of freight the ATLAS will help 
to get freight cars in and out on record 
time. The market is profitable and pros- 
pects unlimited—we can ship immedi- 
ately. 


APPLETON -ATLAS CAR 
MOVER CORPORATION 


1421-25 So. 2nd St. Milwaukee 4, Wis. 
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\<—PUNCHES—- 


Capable of service far 
above rated capacities 


© Individual characteristics make these Lever 
Punches. adaptable for special work in their 
field. Neat, good looking finished work is 
what any first-class workman wants and that’s 
what he gets with any WHITNEY Punch he 
uses. Our descriptive circular gives complete 
facts on the WHITNEY line . . 
line for distributors. 


a profitable 


W. A. WHITNEY MFG. CO. 


ROCKFORD ILLINOIS 
REE RS RS 
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New CONGRESS 


Combination 


DISPLAY 








LOOKING OVER sales reports are 

vice-president John C. Gray of S. B. 

Hubbard Co., Jacksonville, Fla., and | 2 
Rufus Heath. Featuring 





Victor Equipment Co. | V-BELTS and 


Purchases Mills Alloys 


The business and assets of the Los PU LLEYS 


Ever watdhia Angeles manufacturing firm of Mills 

stretch oer \A worker in a truck Alloys, Inc. of 11320 S. Alameda This attractive merchandiser sells for 
ring plant trying to Street, Los Angeles, Calif., recently you—and fast. Services over 90% of 
pmo? Ever soo main- were purchased by the Victor Equip- | J 9 small industrial machines, farm 


mills and factories a . equipment and home workshops. All 
le) machinery they're ment Co. of San Francisco, manufac- 100 popular A and B groove pulleys 


Ever been in a rail- turers of welding equipment. The | are individually packaged in handsome 
road repaif Ses while they're trying purchase includes such physical assets 3-color boxes, with colors matching the 


yang | png oF eee onli at the Mills Co. of inventory, ma- | J sleeves on the V-Belts. 
ull powet, telephone, or guy wires chines, and equipment, the company’s | Congress pulleys are precision cast 
pull p tel , or guy 


taut? Lay & water main, cable, or an trade name, all patents, trademarks from high-grade zinc-copper alloys, 
underground conduit? If so, you'll and formulas. The manufacturing | ) [cUrctely machined, diamond bored 


know why e y you sure can sell a ania: : r | and individually tested for true run- 
‘Tugit’ to se be eet gal facilities purchased by Victor will con- | ff ping. Congress V-Belts have maximum 


doing li ing, and tightening tinue to be located at the leased site | JJ strength, minimum stretch and a tough, 
jobs. f now occupied by Mills Alloys, and will | close-woven cover for long wear. 
E we be designated as the Alloy Rod & | The strong, cadmium plated display 
Add thertacts about the ‘Tugit’ Hoist Metal Division of Victor Equipment | occupies floor space of only 17”x41”, 
— lever-operated with gearing and Co. and insures fast turnover and fast prof- 
7 Gontee fasten’ of the The Victor Equipment Co. already Sees ee Se Se 


heel and pawl. A 12- y = - . 
g handle Am grip de- has laid plans to add modern rod- (This display also available without V- 


signed to fit the hand. Built for close- rolling and mill equipment to the | meee. 
quarter lifting, pulling. Spots loads seven electric furnaces acquired by | VARIABLE SPEED 


accurately within 3/32nd of an inch. 2 , | 
Sea Ono ener Gastar. Guay tocar. the purchase, with a view to produc- | . PULLEYS 


Able to lift 2,000 and 4,000 pound ing a complete line of hard-surfacing of cin ae ton 
loads. welding rods. The new product will | Ms too. The ideal pulley 


be sold through Victor’s entire retail | et = for blower replace- 
You know your market. Let your sales territory, which includes seven | — ment and air condi- 
market know your product and—— you = branches in California, one in Chi- | a56u9 3 7a oe 
rt ’ ss | ermits 
sure enn ool ‘Tug’ Caters. cago, Ill. and a network of distributors, | U7 ccnneniieen, Gai 
national and foreign. | , al from 314" to 42". 
Mills Alloys, in business for more | ey sige — 
than 25 years, is a well-known manu- ae ee 
facturer of all types of blasting nozzles WRITE for CATALOGS 
and all types of tungsten carbide hard- | Cumsgite Mien co 


surfacing rod. ‘Tungsten carbide and sizes of Congress Pulleys, V- 
=e 8 8 tod Belts, Q-D Sheaves, Clutches, etc. 


‘-u iF’ | is used for depositing cutting surfaces | 
TOGIT ° | on all drilling tools, scraping blades, | See Us in Dallas 
and digging equipment. These prod- We'll be at the Southwest Air Con- 
MANNING,MAXWELL & MOORE, INC. ucts of Mills, which in the future will om Exposition in Dallas in 
MUSKEGON, MICHIGAN _ be manufactured by Victor, will com- | 
Builders of ‘Shaw-Box’ Cranes; ‘Budgit’ and ‘Load | i ¥ ie 
° = plement the present Victor-manufac | CONGRESS "““’ DRIVES 
| 


Let the ‘Tugit’ Bulletin No. 388 
help you sell it to your market. 


rg Pie Feces Peewee cor | tured line of gas welding and cuttin ote 
of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- g ing £ 3750 E. OUTER DRIVE, DETROIT 34, MICH. 


idated' Safety and Relief Valves, ‘American’ | ° all; : 
Industrial and ‘Microsen’ Electrical Instruments. equipment and allied equipment. 
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AMERICA Takes to Radiant Heating 


¥ 
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Steel Pipe is First Choice for this modern heating method... 


Home is where the heat is .. . for since time immemorial the 
center of family life has been around the source of warmth! 


Now, of course, modern engineering has extended the com- 
forts of heat to every room in the house, and has expanded the 
choice of effective systems to include the growing radiant 
heating method. American home owners have taken to Radi- 
ant Heating with enthusiasm, not only because of its popular 
advantages, but because time-tested materials in which they 
have confidence are “part and parcel’’ of the system. 


Durable, reliable, economical stee! pipe . . . the same pipe 
that has been keeping America warm for decades . . . is the 
heart of Radiant Heating. Proved through more than 60 
years of service in conventional hot water and steam systems, 
steelpipe is, naturally, firstchoice for Radiant Heating, too. 


i? & 
} j 
, i a. 


ee 
di 


ee 


What radiant systems need, steel pipe has! Easy 
to form and weld. Expansion co-efficient same 
as concrete and plaster. Outlasts useful life of 
building. Economical. 


350 Fifth Avenue 
New York 7,N. Y. 
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Show 


your customers and.. % 


=~ 


Literally thousands of these new Vaco 
ZBS50 kits sold in just a few months 
prove that buyers, engineers, mechanics 
... in fact anyone interested in tools... 
can’t resist this beautiful 5-in-1 screw 
driver set. 


There’s a good reason why the ZB50 
is a best seller, day in and day out. It’s 
the handiest, most useful, most attrac- 


Introduced in ‘48, the Vaco Duplex 
illustrated above month by 
month, to break all previous sales 
records. One publicity item alone 
featuring its handy character produced 
thousands of inquiries. The reversible 
blade gives the user a regular and PhilKps 
screw driver in one easy-to-carry unit. 
Exclusive, no-wobble construction makes 
this beautiful too! outstanding. Finest 
Vaco quality at an attractive, low price. 
Available in two sizes. Full information 
on request. 








Cs an t I 
es. Send forict | [e) 
! 


THIS 


tive value you’ve ever seen! Three regu- 
lar and two Phillips blades fit inter- 
changeably into the clear, break-proof, 
shock-proof Amberyl* handle... giving 
the workman all the drivers he needs 
in one compact package that easily 
fits into the back pocket. 


The price? It’s exceptional, at $2.95 list. 


Counter 

: rf 
S_Selling 4 sell for yo 
$ kit or y u 
Ore than 
qd sizes 





N. W. deBerardinis 


New Sales Manager 
Named By Firth Sterling 


N. W. deBerardinis has been ap- 
pointed sales manager, distributor divi- 
sion, Firth Sterling Steel & Carbide 
Corp., McKeesport, Pa. 

Formerly, Mr. deBerardinis was as- 
sociated with Westinghouse. He 
joined the Firth Sterling organization 
as manager of sales promotion and 
advertising. He will assume the com- 
bined responsibilities of advertising 
and sales promotion and the manage- 
ment of Firth Sterling’s newly organ- 
ized industrial distributor sales _pro- 
gram. 


| Beals, McCarthy & Rogers 
|Is Honored For Safety 


Beals, McCarthy & Rogers, Inc. of 
Buffalo, N. Y. won recognition re- 
cently for no lost time in the Tenth 
Annual Accident Reduction Contest 
sponsored by the State Insurance 
Fund. 

The company was honored at a 
Safety-Celebration Banquet in the 
Hotel Statler, Buffalo. 


Ingersoll Steel Division 


Names Nugent To Sales 


Frank J. Nugent has been appointed 
sales manager of heating equipment 
of the Ingersoll Steel Division of Borg- 
Warner Corp., Chicago, III. 

Mr. Nugent is president of the Gas 
Appliance Manufacturers Association, 
formerly sales promotion and advertis- 
ing manager of Bryant Heater Co., 
and general sales manager, Appliance 
Division, Rheem Mfg. Co. He will 
make his headquarters at Kalamazoo, 





PRODUCTS CO. 


317 East Ontario Street, Chicago 11, Illinois Mich. 
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Want 


Faster Cutting 7 
Fewer Grinds 7 
oo—_— 


_..then get ALX CAST CUTTING ALLOY 








Write for copy of 


“ALX ALLOY 
TOOL BITS” 


An eight-page booklet 
tells how you can effect 
production economies 
by using ALX for fast 
turning, boring, and fac- 
ing—in certain applica- 
tions. Helpful informa- 
tion includes grinding, 
tool angles, speeds and 
feeds, brazing of tips. 
Write for your copy. 


ADDRESS DEPT.1D-82 








Many a machine shop—and probably 
yours—has jobs on which ALX Tipped 
Tools or ALX Solid Bits step up pro- 
duction by permitting increased 
speeds, feeds, and depths of cut. Re- 
sharpening is less frequent, the reason 
being special composition. 


ALX is a cast-to-shape, non-ferrous, 
cobalt-base alloy containing chro- 
mium, tungsten, carbon, and boron. 
The as-cast hardness of 60-62 Rock- 
well C obviates later heat treatment. 
Tools stay sharp at accelerated speeds 
and higher temperatures. Speed range 
is above that of high-speed steel, but 
lower than with carbide. At such inter- 
mediate speeds, the superior perform- 
ance of ALX results from toughness, 
red-hardness, edge-strength, and abra- 
sion-resistance values combined. 


An Allegheny Ludlum tool engineer 
can quickly point out the strategic 
spots to tool up with ALX. For this 
service, call A-L. 


STEEL CORPORATION 
Pittsburgh, Pa. 


5 + \ Ca 7 Qui o@ 
DETROIT 20, 
MICHIGAN 


wed 2715 
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NEW cources 


of profit with 


G VICTORS 


NEW 


wnuoly plex 


Blades 


On recent tests, 

when pitted against 

eight leading brands 

in cutting SAE 52100 Ball 

Bearing Steel, Victor’s new 
“Molyflex” High Speed Hand 

Hack Saw Blades .. . averaged 23.8% 
more metal cut than all the leading 
brands tested. Here’s the blade that 
rounds out Victor’s famous line. Be- 
cause it is more uniform...completely 
shatterproof ... absolutely unbreak- 
able when used in a frame...it is 
packed with extra profit-making fea- 
tures. A real sales leader . . . for mak- 
ing tough metal cutting jobs easy! 
Finished in gold, each blade. carries 
specifications printed on it. All sizes 
and pitches. 


Victor Steelrite 
Metal Marking Crayons 


Here is another NEW Victor 
profit-making item. Available 
in a variety of sizes and at- 
tractively boxed, these crayons 
are a natural for off-the-coun- 
ter sales. Special extrusion proc- 
ess insures uniform strength 
and composition. Markings 
can be made on hot, cold, 

damp or grimy metals and withstand 

pickling, yet do not affect enamel 

application. 

Victor’s famous Wall Chart 

and Metal Cutting Book- 

lets are still available. 

Write today for your 

free supply. 


VICTOR 


SAW WORKS, INC., Middletown, W. Y., U. S.A. 


Makers of Hand and Power Hack Saw Blades, 
Frames and Band Sow Blades 
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FILLING ORDERS is part of Doug 
Jordan’s duties as inside man at the 
Utica, N. Y. branch of the Belt-Rope 
Supply Co. of Syracuse, N. Y. 








Flexible Steel Lacing 
Appoints Salesman 


The appointment of Fred O. Ben- iq 


son as sales representative for Illinois 
was recently announced by the Flexi- | 


PRONOUNCED 


“MACK-IT 


Mac-it Stripper Bolts 


—heat-treated for 


strength, head concentric 


with body, ground to 


ble Steel Lacing Co., Chicago, manu- | | { 


facturer of belt fasteners and belt 
cutters. 
territory formerly covered by Sam | 
Baker, who retired last year after serv- 
ing the company for 31 years. 


Bay State Abrasive 
Takes New Quarters 


The Detroit branch office and ware- 
house of Bay State Abrasive Products 
Co., Westboro, Mass., is now located 
at 880 Lawndale Avenue, Detroit 9, 
Mich. These new larger quarters offer 
increased stocks plus a new modern- 
ized grinding wheel alteration service 
for the convenience of customers in 
the Michigan area. 








THE MEN behind the men on the 
firing line at Industrial Supply Co., 
Minneapolis, are Tom Leaman, Mel 
Kinnunen and Fred Lussier, counter 
salesmen. 
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He takes over most of the | ff 


close tolerances. 


REASONS 
FOR HANDLING THE 


COMPLETE MAC-IT LINE! 


1. The complete, well- 
stocked Mac-it line enables 
you to meet a wide variety of 
your customers’ needs. 


2. A definite distributor 
sales policy. 


3. We invite orders for 
specials in alloy steel, made 
to customers’ specifications. 


4. Advertising and mer- 
chandising help to support 
your selling job. 


5. An established quality 
line recognized for depend- 
ability for over 35 years. 


Mac-its are sold through 
leading industrial dis- 
tributors everywhere. Let 
the complete Mac-it line 
help you give better, faster 
service to all your custom- 
ers. Write today for com- 
plete information. 


Marketed Nationally Since 1913 by 


STRONG, CARLISLE & HAMMOND COMPANY 


Mc 


nufactured by MAC 


Cleveland 13, Ohio 


IT PARTS COMPANY, Lancaster 


Pa 





Know how 
to brighten 
your finishing 
picture... 


how to 
bring down 
finishing 
costs ?... 


YOUR CUSTOMERS are more 
cost-conscious now than ever 
This is why Brightboy ads, 
appearing every month in lead- 
ing metal working publications, 
are building bigger and bigger 
demand—and strengthening the 
profitable, attractive abrasive- 
service picture—which distribu- 


tors can offer to customers. 


WELDON 


Brightboy 


Because Brightboy consists of rubber and abrasive, perfectly balanced, it possesses an 
adaptability which not only transcends conventional abrasives but often compliments their 
purpose. It is used following the rough grind. It’s abrasive and rubber work together to 
BURR, CLEAN, FINISH, POLISH, in one, time-saving operation! It is a sales natural 
not only by itself, but also in combination with logically-related rough grinding wheels, 
abrasive cloths, cutting tools, files—rounding out your complete abrasives service. 

Here are more big Brightboy sales features: (1) In one operation it can bridge the gap 
between the grind and buff; (2) its action is positively controlled, assuring close-precision 
work; (3) it can be shaped to contours; (4) it requires no before use preparation or dress- 
ing; (5) it can be used by unskilled labor. 


CHOICE DISTRIBUTOR FRANCHISES IN FINE TERRITORIES 
Here are exceptional profit opportunities on a very low stock investment 
which will cover your customers’ needs in Brightboy wheels, sticks, blocks 

and rods, for machine and manual use. Write for information—or use 

the coupon. 


BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co., Newark 7, N. J. 


America’s Pioneer Manufacturers of Rubber-Bonded Abrasives 





BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co., Newark 7, N. J. 
Please send us details on the Brightboy Distributor Franchise 


ROBERTS 





REC. U.$. PAT off 
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Vow... CONTROLLED BLADE PRESSURE 








FOR ANY MATERIAL, SHAPE OR THICKNESS 
THIN WALL TUBING 


OTHER KELLER 
POWER HACK SAW 
MODELS 


CHANNELS 


HEAVY 
BAR STOCK 


PRESSURES FROM O TO 125 LBS 


No. |-HB Bench Model KELLER 


Capacity 5” x 5” Power MODEL 


HACK SAWS =" 


SPEEDS CUTTING of all material from thin wall 
stock to heavy bar stock 63” x 63” by applying the 
right amount of blade pressure. 

CUTS COSTS by reducing cutting time per piece 
cen EE NS Ot —-lowers power consumption and eliminates costly 
a blade replacements. 


INVESTIGATE all outstanding fea- 
tures of the entire KELLER line... 
you’ll find a model to fit your cus- 
tomer’s requirements. 


WRITE FOR THIS NEW 
NGapacity a” xa" ILLUSTRATED BULLETIN TODAY! 





2363 UNIVERSITY AVENUE 
ST. PAUL 4, MINNESOTA 





GARDINER Frye} i) 3:1 
IG OOD Fie) a) 4-3 


SOLDER 


STOCK THE SOLDER THAT SELLS! Comes in distinctively colored 
packages with counter display carton. Federated Gardiner brand Acid 
Core, Solid Wire and Rosin Core Solders are nationally advertised to 
help your sales. In all commercial sizes and compositions. 


A PRODUCT OF 


METALS 


division of American Smelting and Refining Company 
Whiting, Indiana (Chicago) 
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CITY SALESMAN Jim Bevis of J. G. 
Christopher Co., Jacksonville, Fila., 
checks over a list of new orders with 
Jim -Horner, counter salesman. 





Graton & Knight Company 
Add New Salesman 


David I. McCready, formerly with 
Somers, Fitler & Todd Company, Pitts- 
burgh, has joined the sales staff of 
Graton & Knight Company, Worces- 
ter, Mass. He will travel the Western 
Pennsylvania, West Virginia and Vir- 
ginia territory with headquarters at 
Pittsburgh. 


New Seattle Warehouse 
Opened By Lyon Metal 


Lyon Metal Products, Inc., Aurora, 
Ill., has opened a new warehouse at 
Seattle, Wash., established to expedite 
dealers’ orders and help lower deliv- 
ered prices to dealers and customers 
by fast carload shipments. 

The warehouse is located at 1755 
Utah Avenue, Seattle, Wash. The 
telephones are Mutual 0383 or Mu- 
tual 0384. 

Another warehouse and assembly 
plant is maintained at 3650 Union 
Pacific Avenue, Los Angeles, Calif. 
Sales offices are maintained at Seattle, 
Portland, Spokane, San _ Francisco, 
Sacramento and Los Angeles. 





INTERESTED in a letter received by 
Allied Tool & Abrasive Supply Co., 
Los Angeles, are two of the firm’s 
officers, C. J. Collins, treasurer, and 
W. L. Robertson, secretary. 








BEST SELLERS 
tel WA 


K&M pressure regulating 
and reducing VALVES 


INCOMING ORDERS are typed by 
Pearl Staudigel at The Bingham Tool 
amy & Supply Co., Cincinnati, Ohio. 


Easy to sell... and profitable! 


THEY PAY. Dependable service to indus- 
try since 1879 — that’s the record of 
Kieley & Mueller’s line of pressure regulat- 
ing and reducing valves. K & M quality 
is well known... K & M valves are easy 
to sell. Discounts are liberal; they're pro- 
fitable to sell. And K & M valves are good 
customer-keepers because they provide 
lasting satisfaction. 








y with 
, Pitts- 
aft of Two to Administrative Posts 
/orces- J. J. Badalli, president of the Stand- 
‘ern ard Equipment and Supply Corpo- 
d Vir- ration of Hammond, Indiana, has an- 
nounced the appointment of Elmer P. 
Stark as general manager of the pur- 
chasing and order departments of the 
firm. Working with Mr. Stark will be 
Arthur Koch as manager of the order 
department. 





Standard Equipment Names 


ers at 


\urora, 


use at . 4 K & M WEIGHT LOADED For dependable regulation of 
‘pedite %G ‘ ’ reduced pressures in steam, air, gas, water or oil 
deliv- Oo see it ls installations. Type 102 double seated. Sizes % to 12 
‘ te, “ inches. Type 104 single seated for dead end service. Sizes 
T _— 
tomers to NEED it Y. to 6 inches. Engineered and constructed to provide 
’ closest possible regulation. 

t 1755 , nee 

That's why we 1 
The y 








. Mu- 


sembly 
Union 

Calif. 
Seattle, 
INCcisco, 


need Selling Agents 
in the U.S. for 
these superb 
British 
PULLEY 
BLOCKS 
Totally Enclosed 
Triple Spur geared 
Light weight 
Easy to operate 
Hardwearing 


K & M SPECIAL 
“1900" 


Pressure reducing for 
steam, air, gas or 
water. Type 449 sin- 
gle seated, Type 450 
semi-balanced, Type 
451 water and air. 
Sizes 2 to 2 inches. 
Simple, compact and 
ruggedly constructed 
for long, dependable 
service. 


K & M SIMPLEX 
4 Type 461 
For water, air, gas or 
oil. For simple pres- 
sure reduction service. 
Used where initial 


' pressures are fairly 


constant as for pro- 
tection to industrial 
plumbing or for in- 
dustrial air pressure 
distribution. 


These are just a few. Wherever regulating and reducing valves 
are used, the K & M line has a type and size to suit. K & M design 
and construction are outstanding for their high quality. It is the 
line you can make money with. Send today for information about 
K & Mand generous distributor discounts. 


Competitive in price 


Any of the four sizes 
i, 1;.2, or 3 tons 
can be shipped in 
a few days from 


the _—— 
tl tae 


VAUCHAN | 2033 — &348 STREET 


NORTH BERGEN, N. J. Established 1879 


CRANE - COMPANY 
LTD. PRESSURE REDUCING & REGULATING VALVES ¢ LEVEL CONTROLS 


MANCHESTER 12 - ENGLAND STRAINERS © PUMP GOVERNORS @ BACK PRESSURE AND RELIEF VALVES 
Full particulars and prices on request. FLOAT VALVES © EXHAUST HEADS *® STOP AND CHECK VALVES 
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Telephones: Castleton 2511 - Albany 40321 <ON-MUDBON, MEW YORK 
Cable Addren: ANTICOR, Albony, N.Y. Mallieg Addren: P.O. Box 670, Albeny, WY. 
NOW —fer Your Added Convenience — Use Our New TELETYPEWRITER Service — Coll CAST 353 


September 21, 191;:9 


Mr. B. E. Sawyer, District Manager, 
Factory Management and !faintenance, 
330 ‘Jest 42nd St., 

New York, li. Yo 


Dear Mr. Sawyer: 





AS you know, our schedule of trade paper advertisements includes the use of 
seventeen publications for the current year, including those of both hori- 
zontal and vertical classification, They have been selected with great care, 
to give our distributors and representatives the utmost support, both in 
furnishing them with a preliminary introduction to new accounts and in remind- 
ing present customers of our products and facilities. 





It should interest you to know that Factory Mi t and Maint was 
considered by us as the basic medium for our industrial advertising, since 
we feel that its circulation most closely parallels our own customer list. 
We feel, too, that your individual subscribers represent the men whose 
decisions influence the ultimate purchases of our products in virtually 
every field requiring their use. 


We also recognize the fact that the consistently high standard of editorial 
content of Factory } g and Mai resulte in greater readership 
for the advertising we place in its pages. 








For. these reasons, we believe that, dollar for dollar, your publication 
offers us more than any other in the industrial field and that its use by 
our firm has had much to do with the constantly increasing recognition our 
products have received during the past year, 


Sincerely, 





FOR BETTER PRODUCTS — FOR BETTER PRODUCTION C Dee 














*These advertisements 
are typical ‘of Anti- 
Corrosive's hard-hit- 
ting campaign which 
ran in FACTORY dur- 
ing the past year, as 
prepared by Wood- 
ard & Fris, inc., Albany, 
N.Y. 
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far dalle, 


YOUR PUBLICATION OFFERS US MORE...” 


DISTRIBUTORS AND REPRESENTATIVES of Anti-Corrosive Metal Products receive 
worthwhile assistance in their own personal selling efforts when sales messages 
appear in Factory. 


Mr. J. Kapner, Vice President and General Manager, recognizes the importance 
of salesmanship in print as an aid to personal selling (he is using 17 publications 
for the current year) and his firm considers Factory as “the basic medium for 
our industrial advertising” for these reasons: 


circulation—“most closely parallels our own customer list” 


readers—“the men whose decisions influence the ultimate purchases of 
our products in virtually every field requiring their use” 


editorial content—“high standards result in greater readership for the 
advertising we place in its pages” 


“For these reasons, we believe that, dollar for dollar, your publica- 
tion offers us more than any other in the industrial field and that its 
use by our firm has had much to do with the constantly increasing 
recognition our products have received during the past year.” 


Throughout the broad field of the manufacturing industries, members of the 
Plant Operating Group are responsible for providing and maintaining plant 
buildings, equipment and services; developing and improving methods of pro- 
duction; selecting and directing workers. They are the men behind the orders 
tisements ...the men who exercise important influence in the specifying and purchase of 


‘of Anti- materials, equipment and supplies... and, THEY ARE THE READERS OF 


a. FACTORY. 
gn whic 


FORY dur- Factory’s paid circulation of over 52,000 includes more men in the Plant Operat- 
} year, as 


ing Group than does any other monthly business magazine serving the manu- 
yy Wood- iy" , 231: ‘ 

facturing industries. If you’d like to find out why, send for your complimentary 

copy of “Let These Factory Minded Men Tell You Why They Read FACTORY.” 





A McGraw-Hill Publication * 330 West 42nd Street * New York 18, N.Y. / \ é () | \ yf 
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The Caster That Had a Breakdown 











































You know the kind—“worked like a horse” 
when the job wasn’t tough. But came the heavy work, 
this caster went to pieces—finally had a 


complete collapse. 


a on peak loads, this Bond 40-A series all-steel 

caster withstands shock and strain. Load carrying 
upper ball race absorbs all side shock. King bolt and lower 
ball race take up the vertical load. The 40-A swivels with 
ease, is pressure lubricated throughout. All-steel construc- 
tion eliminates danger of breakage, cracking and excessive 
wear. Costly delays are ended, handling costs are turned 
into a neat profit. You'll find the right caster for your 
handling requirements in the Bond catalog K-38. Send 
for your free copy today. 


BOND FOUNDRY & MACHINE COMPANY 
MANHEIM e PENNSYLVANIA 
















Neo. 1540-A (shown). Double 
ball race structural steel swivel 
truck caster with roller bearing, 
vulcanized-on rubber tread wheel. 
40-A series wheel sizes range 
from 4 to 12 inches; capacities 
from 140 to 4500 Ibs. per caster. 
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How Sid Birkland Learned 
about J&L Warehouse Service 





i. 
” 
. 


A true story 
with a moral 


It was 2:45 p.m. on a Saturday. All 
the steel warehouses in town were 
closed, and Sid Birkland, owner and 
manager of the A&B Machine 
Works, Chicago, was in a tough spot. 
He needed a steel shaft, 3% inches 
in diameter and a little more than 7 
feet long. And he needed it quick 
for machining and installation before 
Monday morning. Otherwise pro- 
duction in a customer’s plant would 
be stopped. 

Sid had called four steel ware- 
houses, and the only answer he got 
was: “Sorry, we are closed on Satur- 
days.” Then he ’phoned Art Hoover, 
J&L Warehouse salesman—at home. 
Art, realizing the spot Sid was in, 
went into action. 

Art called Gus Strueck, the J&L 
Warehouse foreman, who was about 
to go shopping. Together they 
started for the warehouse, wonder- 
ing how they were going to handle 
the heavy bar—get it froma the stock 
rack to the power saw. On the way, 
they spotted Bernie Faille, the ship- 
ping clerk, all dressed-up going to 
his sister’s wedding. Bernie knew 
how to operate the crane! 

. So, because three loyal J&L 
employes put a customer’s needs be- 
fore their own convenience, the steel 
shaft was ready by the time Sid’s 
truck arrived—and on Monday morn- 
ing, Sid’s customer had production 
rolling as usual. Incidentally 
Bernie Faille arrived at the church 
in time to see his sister married. 
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Reenactment of a scene at J&L’s Chicago Warehouse, when J&L employes, Art Hoover, 
(wearing hat) Bernie Faille, (in crane cab) and Gus Strueck (standing in truck) took 
time out on a Saturday afternoon to help A&B Machine Works out of a tight spot. 


An exceptional case? Sure, but a 
very good example of what J&L 


Warehouse SERVICE can mean to . 


you when you’re in a tough spot. 
Moral: Better join the Sid Birk- 


lands, and see what it means to have 
good steel service when you need it! 
Besides, you are sure to like J&L 
Steel that is quality controlled from 
raw material to finished product. 


JONES & LAUGHLIN STEEL CORPORATION 


x J&L 
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WAREHOUSE:—‘A DEPENDABLE SOURCE 
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‘ s1eent 
SALESMEN 


that do a tremendous 
Selling Job FOR YOU 


Your customers prize Starrett catalogs — use 
them hard and often, Because they’re packed with 
useful reference data, instructions, illustrations 
and descriptions of more than 3000 essential 
items of shop equipment, they keep on 
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working and selling for you. Together with Starrett Post ti 

folders, leaflets, stuffers, wall charts, and counter ond Sel 

displays, they keep your customers posted on STARRETT 
ad the newest and best in precision measuring tools, PRECISION 
took dial indicators, steel tapes, precision ground TOOLS 
— flat stock, hacksaws and band saws. And like The World’s 

every Starrett advertisement, they tell every reader Best Known 
> have to “Buy Through Your Distributor.” and Fastest 
ced it! Selling Line 
© J&L STOCK AND SELL THE COMPLETE LINE 


d from 
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MECHANICS’ HAND MEASURING TOOLS AND PRECISION 
INSTRUMENTS - DIAL INDICATORS « STEEL TAPES « HACKSAWS 
BAND SAWS AND BAND KNIVES + PRECISION GROUND FLAT STOCK 


9 * 
HE L.S. STARRETT CO. + World's Greatest Toolmakers * ATHOL, MASSACHUSETTS, U.S.A. 
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ELECTRI 
wwe( HOISTS 


UP TO 10-TON CAPACITY... 


in a wide range of speeds, lifts, mountings 
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IMPROVED IN 
Satety 


ee... (ge |i) Efficiency 
chie golden Ruggedness 


Your nearby 
Wright District Office } 
can supply you with complete sys 
information about the line j Ad ap ta bi 1 1 ty 
of Speedway Electric Hoists. Coens BE ene neermacmeemceeneerany 
Ask for your copy of folder DH-65. 

If you prefer, write to 

the factory at York, Penn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 





